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Each Maker's Share... 


How They Fared 


Pet. of Pet. of 
Regis., Regis., 
DEC, 
26.66 
21.96 
6.65 
5.86 
6.33 
5.56 
5.06 
4.10 
2.85 
2.62 
2.47 
1.43 
1.35 

51 

28 

21 


Chevrolet 
Ford 


Mercury 
Chrysler 
Studebaker 
Lincoln 

Imperial 


GEN. MOTORS 
FORD MOTOR 
CHRYS. CORP. 


47.32 
27.79 
11.58 
5.86 
1.35 


6.10 
*—-Miscellaneous figures include imports. 
= * * 


Copyright, 1961. All Rights Reserved. 
Published Weekly at 965 E, Jefferson. 


in New-Car Sales 


Pet. of Pct. of 
Regis., Regis., Pet. Pt. 
1 Month, 1 Month, Change, 
1961 1960 ’61 vs. ’60 
26.18 23.87 +2.31 
22.40 23.87 —147 
6.65 5.73 ‘ 
6.13 6.19 
5.89 5.53 
5.37 
4.98 
3.91 
2.87 
2.85 


Pct. Pt. 
Change 
During 
Month 


— 48 
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Compacts Snare 30 Percent 
For Penetration Record 


ee penetration of the 10 
compact cars reached a record 
30.3 percent of January’s 413,563 
new-car registrations, according to 
R. L, Polk & Co. 

Polk said the compact-car 
count was 125,278. A year ago, 
when total registrations num- 
bered 430,116, compacts took 19.3 
percent of the market. At that 
time, however, only five makes 
were competing in the compact 
field. 


According to industry sources, 


Showdown Nears 





On Compromise 
Minimum Wage 


By Helen Kahn 
Washington Staff Writer 


ASHINGTON.—House action on 

wage-hour legislation appeared 
imminent as AUTOMOTIVE News went 
to press. 


Apparently headed for passage 
was compromise legislation which 
would give blanket exemption to 
auto dealers on both minimum- 
wage and overtime provisions. 
House Speaker Sam Rayburn prom- 
ised a vote by Saturday (March 
25). Senate action would follow 
House approval. 


One compromise measure was 
sponsored by Rep. Car] Vinson, 
Georgia Democrat. Under jts terms, 
“any employe of an establishment 
which is primarily engaged in the 
business of selling automobiles, 
trucks or farm implements” would 
be totally exempt from coverage. 


* *” * 


ue other, an Administration-ap- 
proved bill, was introdué¢ed by 
Rep. James Roosevelt, California 
Democrat. 


The Vinson measure had the 
backing of Rep. William Ayres, 
Ohio Republican, and. Rep. Paul 
Kitchin, North Carolina Demo- 
crat. They sponsored the. measure 
which passed the House last year 
but which failed to pass the 
House-Senate conference, 

The Vinson bill used the Kitchin- 
Ayres definition of enterprise: One 
which has five or more retail es- 





(Continued on Page 4, Col, 4) 





January registrations of new com- 

pact cars were: Falcon, 29,963; 

Rambler, 25,344; Corvair, 20,060; 

Comet, 11,895; Valiant, 9,140; Tem- 

pest, 7,767; Lark, 6,444; Special, 

5,301; F'-85, 5,118, and Lancer, 4,246, 
* * * 

T WAS the fourth month in a 

row that Falcon had led the 
compact field. As compared with 
their performance in their own 
class a month earlier, Corvair, Fal- 
con, Lancer, Lark, Special and 
Tempest showed greater market 
strength in January at the expense 
of Comet, F-85, Rambler and Val- 

iant. 

Although total registrations as 
reported by Polk showed January 
trailing both the 1960 and 1959 
month (but ahead of January, 
1958), much of the setback was 
accounted for by a sharp reduc- 
tion in imported-car registrations. 
Imported-car registrations ap- 

proached a three-year low in Jan- 
uary with 25,594. It was the seventh 
month in a row in which the im- 
ports declined from month-earlier 
totals. In January, 1960, import reg- 
istrations numbered 40,420. 

Thus, for domestic cars only, Jan- 
uary registrations totalled 387,969, 
only a whisker less than last year’s 
389,696.-And they were ahead of the 

(Continued on Page 4, Col, 1) 





Top Cars 


New-car registrations for one month: 


1961 1960 
Pos. Model Pos. 
1—108,287 Chevrolet 102,656— 1 
2— 92,624 Ford 102,654— 2 
38— 27,484 Pontiac 24,663— 5 
4— 25,344 Rambler 26,641— 4 
5— 24,361 Oldsmobile 23,781— 6 
6—"22,199 Plymouth 26,946— 3 
7— 20,585 Buick 19,021— 8 
8— 16,178 Dodge 20,086— 7 

9— 11,895 Cemet.......... 
10— 11,784 Cadillac 10,988—10 
1l1— 9,220 Mercury 11,821— 9 
12— 6;671 Chrysler 5,476—12 
13— 6,444 Studebaker 7,934—11 
14— 2,797 Lincoln 2,336—13 
15— 1,123 Imperial 1,456—14 

26,567 Misc. 43,657 

Total All Makes 
413,563 430,116 


Further details on Page 64. 
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Dealer Hearings Slated 
For 25 Cities in Move 
To Revitalize Franchise 


ASHINGTON. — NADA’s new 

task force announced plans 
Thursday for dealer hearings in 25 
cities in an immediate attack on 
the dealer financial crisis. Long- 
term goal is to revitalize the fran- 
chise system. 

Committee Chairman H. L, Galles 
jr., said the six-man committee will 
first meet with 
manufacturers. 
The dealer meet- 
ings, starting the 
week of April 17, 
will be followed 
by new confer- 
ences with the ve- 
hicle builders, 

Galles said the 
task force’s pres- ’ 
sing goal “is to j 
find some speedy = 
means of reliev- H, L. Galles Jr. 
ing the depressing conditions of the 
industry, which are threatening the 
dealer body with financial ruin and 
deteriorating the quality dealers’ 
morale.” 





* * tae 


= current crisis is acute,” he 
said, “and it is killing the en- 
thusiasm for the business of reput- 
able and previously successful deal- 
ers.” 

Membership of the task force 
was limited to six by NADA Pres- 
ident Walter B. Cooper “for 
working purposes.” 

The members and their franchises 
are as follows: . 

Galles, chairman (Cadillac-Olds- 
mobile-Chevrolet), Albuquerque, 
New Mexico director, former presi- 
dent of NADA, 

Sam H. White (Oldsmobile), 
Houston, South Texas director of 
NADA and chairman of the Indus- 
try Relations Committee. 

John H, Lander (Dodge-Simca), 


Atlanta, Georgia director and for- 
mer NADA treasurer. 

Robert F. Pulliam (Ford), Colum- 
bia, S. C., former president of the 
South Carolina Automobile Dealers 
Assn, 

Henry Schleeter (Studebaker), 
Houston, holder of the oldest Stude- 
baker franchise in the country, di- 
rector of the Houston Automobile 
Dealers Assn. 

Preston Williams (Rambler), 
Washington, a 31-year dealer for 
Nash and American Motors. 

* J +. 

LL task force members have 

served on their makes’ national 
dealer councils. Williams is chair- 
man of the AMC council, the Cadil- 
lac council has been headed by 
Galles, the General Motors presi- 
dent’s council by White and the 
Dodge council by Lander. Pulliam 
and Schleeter have served on the 
Ford and Studebaker dealer boards, 
respectively. 

The dealer meetings across the 


80 Makes to Star 
At Coliseum Show 


EW YORK.—Added spice will be 
provided for the International 
Auto Show here April 1-9 by a rec- 
ord number of car premieres. 
Visitors to the Coliseum will get 
their first look at several Ameri- 
can production models and “idea” 
cars as well as new entries from 
_ overseas, Detroit-built cars, in 
fact, will be participating in the 
fifth annual International to a 
greater degree than ever before. 
Cars making their public debut 
will be included among more than 
400 models—representing 80 differ- 
(Continued on Page 70, Col, 4) 





country will be conducted by 
teams composed of Industry Rela- 
tions Committee members and a 
task force member, wherever pos- 
sible. This “grass roots” approach 
will be designed for first-hand in- 


vestigation of dealer problems, 
«Continued on Page 4, Col. 1) 


Reopenings Hike 
Output to 87,000 


B-O-P, Chrysler Hum; 
Ford Plants Closed 


By Martin L. Whitmyer 
Staff Writer 

Py output in the United States 

rose to an estimated 87,891 units 
last week as all Buick, Oldsmobile, 
Pontiac and six of seven Chrysler 
Corp. plants returned to operation 
after a one-week shutdown for in- 
ventory adjustments. 

Down for the entire week last 
week, however, were 11 Ford 
Motor Co. and two Chevrolet 
plants. 

Ford Motor closed standard Ford 
plants at Dallas, Dearborn, Nor- 
folk, Va., St. Louis, Atlanta, Louis- 
ville and Mahwah, N. J.; Mercury 
plants at Wayne, Mich., and Mah- 
wah; Falcon at Atlanta, Kansas 
City and Lorain, O.; Comet at 
Kansas City and Lorain, and Lin- 
coln and Thunderbird at Wixom, 
Mich. The Lincoln-Thunderbird 
shutdown was caused by parts 
shortages, while the others involved 
inventory adjustments. 

Chevrolet was down at Baltimore 
and Norwood, O., all week for in- 


ventory adjustments. Studebaker 
(Continued on Page 69, Col. 1) 








What Import Dealers See Ahead 


By Robert M. Lienert 
Associate Editor 


es imported-car market still 
holds plenty of promise for the 
dealer who knows what he is doing, 
say operators who see no reason 
to panic as the shakeout continues. 
With the spotlight turning on 
imports as the International Auto 
Show prepared to open in New 
York April 1, import dealers 
from all sections of the United 
States, discussed the outlook with 
Automotive News. Their view is 
that imports will always have a 
niche in the American market. 
They are not sorry to see the 
men being separated from the boys. 
* od * 
J)EALERS who take the correct 
approach will make out, they 
say, and their recipe for success in 
a tightened-up market is relatively 
simple: 
1. Give first attention to service 
and parts. 7 
2. Recognize that the cars are 
.a specialty item and SELL them 
as such. 
3. Offer a decent selection and 
accent demonstrations. 
4. Spruce up advertising, cut out 
blitz tactics. 
«© <® 
re also had some words of 
advice to factory branches and 


importers, which could be summed 
up as: 

1. Give more attention to estab- 
lishment of a strong,*properly 
financed dealer body. 

2. Provide more assistance on 
service and improve service train- 
ing. 

3. Speed parts delivery and adopt 
sensible prices on parts. 

4. Cut down on the number of 
models within a given make. 

5. Advertise nationally and sup- 
port dealers on local advertising. 

6. Extend warranties and slash 
the needless wait on warranty pay- 
ments. 

7. Overcome the tendency to use 


the American market as a dump- 
ing ground. 
* * 

IM DOWNING, imported-car rep- 

resentative on the Industry Re- 
lations Committee of the National 
Automobile Dealers Assn. and 
president of Southeastern Sports 
Car Center, Inc., Atlanta, said he 
sees many reasons for optimism. 

“A number of new models are 
anticipated as a stimulus,” he 
said. “Importers who represent 
the factories now seem to realize 
they must cooperate more closely 
with dealers. 

“Distributors are being gradually 

(Continued on Page 70, Col. 1) 


Inside Automotive News... 


@ Import highlights: Cars in operation, sales per 
dealer, Page 19. Album of photos, Page 30. Guide 
to ’61 features, Page 36. Auto Letter from Eu- 


rope, Page 26. Dealer stocks, Page 2. A dealer’s 
judgment, Page 6. How many dealers? Page 71. 
Ford gets turbine boost. Engineering feature, 
Page 26. 
S-P’s Egbert interviewed, Page 2. 

Sales Testing the Pontiac Ventura, Page 32. 
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°61 Supply Stands at 77,500... . 


Import Dealer Stocks Level Off 


RISE in new-car shipments 
from West Germany’s Volks- 
wagen and Mercedes plants has 
halted the downswing in United 


States dealer inventories of import- | 


ed cars. 

The dealer stockpile of imported 
’61 cars totalled an estimated 77,500 
as of March 1, compared to 75,000 
on Feb. 1. The February increase 


was the first in the inventory since | 


last summer. 

With West German shipments 
to the U. S. holding at high levels 
through the winter months, deal- 
ers have finally reached a “buy- 
er’s market” level on availability 
of VW and Mercedes sedans, 

The West German flow of new 


cars has steadily exceeded the sales | 


rate and allowed dealers to fulfill 


Imported-Car 
Registrations 


New imported-car registrations for 





January: 

1961 1960 
Pos. Make Pos. 
1—13,425 Volkswagen 11,973— 1 
2— 1,760 Renault 6,077— 2 
38— 1,024 Opel 2,370— 4 
4— 792 M-B 1,007—10 
5— 706 Fiat 1,954— 5 
6— 679 Volvo 1,138— 9 
7— 603 Triumph = 
8— 571 Metropolitan ” 
9— 568 Simca 1,426— 6 
10— 519 MG * 
- English Ford 2,809— 3 
% Vauxhall 1,339— 7 
* Hillman 1,165— 8 
4,947 All others 9,162 
Total All Makes 
25,594 40,420 


*Not in Top Ten, 


| immediate - delivery commitments 


|on many body styles. 
* ok * 


TP JANUARY, West Germany ac- 

counted for 80 percent of the 
new cars reaching the States from 
abroad. The total shipment of 21,723 
| cars compared with 24,451 in De- 
|cember, with the Germans taking 
17,544 and 20,514, respectively. 

Sweden occupied second place 
for the first time in January ex- 
ports to the U. S. Saab and Volvo, 
the Swedish makes, sent 1,451 
units in January and 683 in De- 
| cember. 

France edged Great Britain out 
of third place during January with 
a shipment of 1,200 cars. The 
French producers shipped 1,184 to 
| the U. S. in December, 

* - 

| —— to fourth place in Jan- 
uary, after trailing only West 

| Germany in every 1960 month, was 

| Great Britain. The British total was 

a mere 1,156 new cars, below De- 

cember’s 1,463. 

Only 167 cars of Italian origin ar- 
rived in the U. S. in January, com- 
pared to 381 in December. 

West Germany took 92.3 percent 
of the 1,706 new trucks and 90.3 
percent of the 2,564 used cars im- 
ported by the U. S. in January. The 
truck figure rose from December's 
1,595, but used cars fell from 2,986. 

—Maynarp M. Gorpon 


Jan. Share Up 


On Lower Sales 


ONTINUING a slide that began 
six months earlier, imported- 


car registrations plummeted to 
25,594 in January, according to fig- 
ures compiled by R. L. Polk & Co. 








This compared with 32,334 a 





By Martin L. Whitmyer 
Staff Writer 

SOUTH BEND.—Although still 
new to the job and the industry, 
Sherwood H. Egbert, president of 
Studebaker-Packard Corp., is mov- | 
ing rapidly to instill a feeling of | 
team spirit both among factory 
personnel here and the field sales 
organization. 

A veteran of several years’ 
service as an officer in the Ma- 
rine Corps, Egbert knows and 
appreciates the value of esprit de 
corps in the operation of any or- 
ganization, and feels that the ac- 
complishment of this movement 
canbe a big factor in returning 
S-P to its one-time position 
among the auto makers. 

In an exclusive interview last 
week, Egbert told of the problems 
he faces and what he and his team 
plan to do about overcoming them. 

The questions and Egbert’s an- 
swers follow: 

Q—Now that you have had better 
than a month to get into harness as 
president of Studebaker - Packard, 
what do you regard as the No. 1 
problem facing you and the cor- | 
poration you head? 

A—Our No. 1 problem obviously 





Auto Firms Reported 
Hiking Steel Orders a Bit 


NEW YORK.—A small pickup 
in automotive steel buying is 
strengthening the mild upturn in 
the steel market, Iron Age re- 
ported. 

Ford and General Motors divi- 
sions may take up to 30 percent 
more steel in April than in March 
or February, it said, but this 
would still not bring shipments 
up to the January level. But, for 
some time, there have been few 
cancellations. This indicates steel 
orders from automakers will fol- 
low production schedules, 








Builds Esprit de Lark .. . 


Egbert Spells Out Aims 








is going out for increased sales or 
an increased percentage of the 
market. 

Q—You recently made a swing 
around the country, visiting the 
S-P dealer organization, What 
were your reactions to the individ- 
ual dealer and the dealer group as 
a whole, and what are your plans 


for beefing up your retail sales 
organization? 
A—Yes, Mr. Minkel (Lewis E. 


Minkel, marketing vic e-president) 
and I recently made a swing 
around the country, talking to 


| probably 90 percent of our dealer 


organization in the last 30 days. 
Number one, I was impressed with 
our dealer organization. 
There’s a good, solid nucleus 
(Continued on Page 48, Coi, 1) 





98.1 Percent of 


month earlier, and 40,420 a year 

earlier and was the lowest 

monthly total for imports since 

February, 1958, when the count 
was 20,075. Alltime high month 
was June, 1959, with 57,590, 

In terms of market penetration, 
imports improved in January over 
the previous month, rising to 6.19 
percent from 5.94, The gain in pen- 
etration wag achieved as domestic 
ears declined drastically from 
month-earlier figures. In January, 
1960, however, imports’ penetration 
was 9.40 percent. 

w * Eo 

ANUARY’S plunge in volume 

from the previous month 
amounted to 6,740 units, or 20.84 
percent. It was the biggest month- 
to-month setback ever to rock the 
import field. 

Volkswagen, however, escaped 
virtually unscathed, Still sailing 
merrily along with 13,425 regis- 





trations, VW accounted for more 

than half of the import market 

during the month, scooping up 

52.45 percent of all import regis- 
trations. 

January was the first time that 
a single make had captured more 
than half the market since Volks- 
wagen itself last turned the trick 
in June, 1956, with 55.20 percent of 
the import market. 

(With 9,421 imported-car regis- 
trations in June, 1956, leaders were: 
Volkswagen, 5,200; Metropolitan, 
688; MG, 515; Jaguar, 409, and Aus- 
tin-Healey, 315.) 

ok * * 
yw HAS been relentlessly pursu- 
ing domination of the import 
market ever since the chagrined 
Germans found themselves knocked 
out of first place by Renault, in 
September, 1959, 

That was the only month that 
VW has failed to rank No, 1 
among imports since it first 
moved into the top spot in May, 
1954. Prior to that, MG had 
reigned as the best-seller, 
Volkswagen in January outsold 

seven domestic makes, ranking 
ninth in the overall market and ac- 
counting for 3.25 percent of total 
industry registrations. 





A rundown of the January regis- 
trations shows pointedly the de- 
cline in volume suffered by many 
makes. Only three—VW, Renault 
and Opel — managed to show more 
than 1,000 registrations. Record- 
checkers have to go back to Feb- 
ruary, 1958, to find a comparable 
month. 

As recently as last October, every 
make in the Top Ten was above 
the thousand mark. 

* * ok 

AMONG makes listed in the Top 

Ten in both periods, all showed 
lower volume in January than in 
the previous month, With the over- 
all market off 20.84 percent, make- 
by-make declines were: Opel, 5.19 
percent; Volkswagen, 13.51; Fiat, 
22.08; Volvo, 24.64; Renault, 28.16; 





Business Barometer 


Automotive News Economic Index — 


92.8 Percent of Like Week Last Year 


Auto Production ........ aseeines 71,209 78.0 48.8 
Truck Production .............. 20,936 94.4 76.6 
Auto Registrations—yYear to date.. 413,563 mas 96.2 
Truck Registrations—Year to date. 62,307 Reals 107.0 
Steel Production—Tons ......... 1,574,000 100.1 60.4 
Lumber Production—Board feet... 200,435,000 102.2 80.1 
Paperboard Production—Tons.... 320,783 99.3 100.0 
Soft Coal Output—tTons ........ 6,110,000 98.9 75.9 
Oil Refinery Output—Barrels ..... 50,870,000 96.1 102.3 
Electric Output—Kilowatt hours.... 14,295,000,000 99.6 100.5 
Barometer Freight Car Loadings 303,757 99.8 89.6 
Department Store Sales Index .. 127 104.1 109.5 
Stock Market Price Index...... ‘ 130.4 101.8 116.2 
U.S. Government Spending 

—Fiscal year to date .........00. $68,314,156,000 sees 102.9 
Commercial and Industrial Loans $31,270,000,000 99.9 103.2 
Savings Deposits ................ $34,850,000,000 100.5 115.3 
Used-Car Prices-—Average........ $1,043 100.6 97.7 
Business Failures ................ 363 114.2 120.2 
Common Common 
Stocks March 22 March 15 1961 Range Stocks March 22 March I5 1961 Range 
BMG ico 20%, 18% 2054-1615 Mees. 493, 49% 52-42 
Chrysler... 445% 425% 45%-37% Mack...... 42% 42%, 44 -32% 
Ford....... 79% 75 80% -63%, eee sss vcs 8% 8% 9Y%a- 7 
GM........ 47, 44 47 % -40 5 White...... S1% «52 55%, -404%, 


(March 27, 1961) 


(Continued on Page 68, Col. 5) 
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Washington Area Dealers Elect— 


Newly elected officers of the Automotive Trade Assn. National Capital Area are, 
from left, Neil E. O'Brien, treasurer; John J. Pohanka, secretary; Erle R, Kirby, vice- 
president, and Edward F. Cave, president. In addition to Cave and O'Brien, directors 
include Burton Kephart, Lionel Kaplan and Norman F. Wearne. 


Iacocca Sees Big Upturn 
In Sales by April or May 


DETROIT. — Citing indicators 
that “should bring about a big up- 
swing in new-car sales by mid- 
April or early May,” General Man- 
ager Lee A. Ia- 
cocca last week 
unveiled Ford Di- 
vision’s new Fal- 
con Futura luxury 
model to the 
press. 

The Futura, 
characterized as a 
“compact cousin 
to the Thunder- 
bird,” will make 
its debut at the 
International 





Lee A. Iacocca 
Auto Show in New York City April 
1, and “competitive” prices will be 
announced by that date, Iacocca 
said. Ford dealers will display the 
new models in mid-April. 

As harbingers of an upturn in 


Colbert Sights 
Sales Spurt Early 
In 2nd Quarter 


CHICAGO.— The ownership and 
operation of nearly 74 million motor 
vehicles which provide the country’s 
basic transportation is a “massive 
and steady sup- 
port for high 
levels of econom- 
ic activity,” L. L. 
Colbert, chairman 
and president of 
Chrysler Corp., 
said here. 

Colbert also told 
the National In- 
stallment Credit 
Conference of the 5 
American Bank- mS 
ers Assn. a rapid L. L. Colbert 
improvement in automobile sales 
could come early in the second 
quarter of this year. 

The demand for automotive prod- 
ucts and services will tend to re- 
main in a relatively constant rela- 
tionship to the population growth 
because the motor vehicle igs so 
basic to our civilization, he said. 

“Last year, out of the total of 














new-car sales, Iacocca pointed to 
rising used-car prices, a stabilized 
light-truck market and the pay- 
ing off of installment debts. 

“Wholesale used-car prices bot- 
tomed out on Dec. 10 and have been 
rising steadily since,” he declared. 
“So far they have increased about 
$73 per car, about 11 percent over 
Dec. 10 prices.” 

The truck business has been hold- 
ing up well, Iacocca said, noting 
that the biggest upturn has come 
in the light-truck field, indicating 
that small businessmen see an eco- 
nomic upturn under way. 

Latest government reports on in- 
stallment buying show that auto 
payments are being paid off rapid- 
ly, “unleashing plenty of money for 
new-car purchases,” Iacocca said. 

He declared that a study of re- 
cent compact-car sales revealed 
that about one-fourth were in the 
so-called “luxury” class, with an- 
other sizable percentage being 
sports-type compacts. This was 
one of the chief reasons Ford de- 
cided to introduce the new Futura 
model, he said. 

Joining the four other models of 
the Falcon line, the Futura offers 
the basic economy advantages of 
the other Falcons, and in addition 
features a deluxe interior with con- 
toured, Thunderbird-type bucket 
seats, a console between the two 
front seats, “wall-to-wall” carpeting 
and other luxury appointments, he 
said. 

Wheel covers, together with the 
three tear-drop shaped ornaments 
on the rear fenders, set this new 
model off from the other Falcon 
models. The new narrow-band 
whitewall tires are optional on the 
Futura but are not available on 
other Falcons. Bright window trim 
also adds to the exterior appear- 
ance of the Futura. 

“Falcon buyers already have ex- 
pressed their preference for more 
luxurious interiors by selecting the 

(Continued on Page 70, Col, 4) 


$328 billion spent by the people of | pa 


this country for goods and services 
of all kinds, approximately $37 bil- 
lion was spent on the purchase, up- 
keep and fueling of privately own- 
ed passenger cars,” he continued. 

“When you add to this the many 
billions of dollars spent by incor- 
porated business firms on the pur- 
chase, upkeep and fueling of cars 
and trucks, the total is a sum 
which at least equals the $45 billion 
spent last year on the nation’s de- 
fense.” 

Colbert based his prediction for 
improved auto sales on several fac- 
tors. 

For one thing, he noted that used- 
car sales are back up close to the 
levels of last fall, and since a re- 
covery of used-car sales normally 
occurs before a recovery in new- 
car sales, this could be an indica- 
tion of early improvement in new- 
car sales. 

“The most reliable indicator of 
(Continued on Page 69, Col, 4) 





Inside the Futura— 


The Futura, Ford's newest Falcon, fea- 
tures a deluxe interior with bucket seats 
in the front, simulated bucket-contoured 
seats in the rear, deep-pile carpeting and 
a console between the individually ad- 
justable front seats. Located in the console 
is a convenient personal effects compart- 
ment. The Futura offers vinyl interiors in 
five colors. The luxury compact will be ex- 
hibited at the International Automobile 
Show in New York, April 1-9, and will go 
on sale about mid-April. 





Mate siti 








FTER 45 years of looking at the 

business of selling automobiles 
from the factory point of view, 
J. C. (Larry) Doyle has had an 
opportunity in the last few years to 
change perspectives and see selling 
from the dealer’s and the custom- 
er’s point of view. 

This has led Doyle to what he 
calls “customer consciousness” 
and the conclusion that there is 
a measurable relationship be- 
tween the number of owners who 
patronize the dealer’s service 
shop on a regular basis and the 
number of new cars the dealer 
sells each month. 

Of course, this will vary with the 
dealer, the spirit with which he 
serves and the skill with which his 
salesmen cultivate the customers. 
But, on an average, the dealer will 
sell one new car each month for 
every 50 active service customers. 

And this, in turn, leads Doyle to 
some interesting comments on re- 
tail selling, The factories, he says, 
have been so successful in applying 
mass production to auto production 
that they are misled in the degree 
to which they can apply it to retail 
selling. The heart of mass produc- 
tion is now well known. It is simply 
the process of dividing up the pro- 
duction job into such little sec- 
tions that a man soon becomes a 
specialist in a small area. 

* * * 

“DUT,” says Doyle — who has 

spent the last couple of years 
studying the customer point of view 
in connection with his post as vice- 
president of John E, Wolf Co., a 
customer - de- 
velopment firm — 
“sales automation 
breaks down be- 
cause you can’t 
break the cus- 
tomer into pieces 
and parcel him 
out. You have to 
deal with him as 
a whole person 
and on an indi- 
vidual] basis. ie 

“e n d he is a d. C. Doyle 
man of various desires and needs. 
You can’t deal with him as an aver- 
age.” 

It is in this area—the realm of 
the average—that the auto industry 
suffers in some respects for the 
movement away from the field and 
particular knowledge of and re- 
sponsibility for the individual sit- 
uation to generalities and central 
responsibility in Detroit. 

* * * 


Wanted GHQ Aitention 


_———. was a day when individ- 
ual dealers pleaded for central 
attention to their problems. Now 
many have found that the area of 
factory-dealer relations has become 
encrusted in a framework of legal 
restrictions and central and remote 
authority. Some would happily °go 
back to the days when the field 
men dealt informally and fast with 
trouble on the spot. 

Now the field men get a lot of 
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training about average dealers 
and when they get out into the 
field they can’t find an average 
dealer. 


As we were speaking, the Ameri- 
can Bowling Congress was meet- 
ing in Detroit. Doyle noted that 
ABC has been working for more 
than 50 years to improve the ethics 
of bowling; that the American 
Medical Assn. has been working 
on the problem of ethics in the 
medical profession for a similar 
period, and then he asked: Who 
has been working to establish 
ethics in the business of selling 
cars? 

“Unethical dealers,” he said, “are 
just like quacks in the medical pro- 
fession, It used to be easier to move 
against them in the field. Now it 
is more difficult, and the zone men 
are cautious.” 

* * * 


Aim of Conquest 


ETURNING to the customer, 

Doyle noted that in the auto 
business the major promotions are 
aimed at so-called conquest sales— 
creating floor traffic, which in turn 
creates shoppers. 

“But what about the old own- 
ers who would be service cus- 
tomers if they were treated 
right?” he asked, “If we can’t get 
more for our money cultivating 
old owners than we can cultivat- 
ing conquests, then something is 
seriously wrong.” 

In point of fact, dealers who do 
cultivate the old owners and bring 
them through the back door to the 
showroom find that these deals rep- 
resent the best deals. They know 
that the salesmen are not handing 
them a line when they talk of how 
the dealer takes care of his cus- 
tomers. 

Incidentally, Doyle points out 
that the dealer trend toward com- 
partmentalizing his business in con- 
formity with factory mass-produc- 
tion practices gets into trouble 
here. 

For example, a program of pro- 
moting and keeping service cus- 
tomers is charged in dealer ac- 
counting to the dealer service 
department, yet actually such pro- 
grams are the foundations of new- 
car sales. In terms of hard cash, 
the programs mean more to the 
sales department than they do to 
service. 

A dealer with insight into his 
business might better split the cost 
between sales and service. 

Doyle emphasized the need to 
relate programs to the needs of 
the customer in the particular 
area, rather than stacking fac- 
tory program on factory program. 
For instance, he said, some deal- 

ers may be having a used-car prob- 
lem but not a service problem when 
a particular factory service promo- 
tion program comes out. Or it may 
be the other way around. 

* * * 


Values and Rewards 


| bd ESSENCE, the relationship of 
dealer and customer gets down 
to this: What value is the dealer 
creating in terms of the reward he 
seeks to collect. 

The confusion in the industry is 
related to the difficulty of reward- 
ing a dealer in proportion to the 
value he puts into a car, for his 
responsibility extends from the 
care with which he makes a car 


ready for delivery before the pur-| 


chase to the kind of service he pro- 


vides long after the purchase is | 


consummated. 

The, dealer who puts in the un- 
seen values has to compete in the 
same marketplace as the dealer 
who doesn’t put in the value, So 
if both compete on price or 
through showroom traffic, the 
dealer who puts the value into a 
ear is lost. His costs are higher. 

The dealer who is customer con- 
scious must base his operation on 
the owners to whom he has proved 
his values. And the heart of the 
operation will always be the repu- 
tation in the backshop, rather than 
the haggle in the closing room, 
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Post Cites Bott— 


Charles A. Bott (Chrysler), center, presi- 
dent, Philadelphia Automobile Trade Assn., 
receives a ‘Benjamin Franklin Quality 
Dealer Award" from Donald M. Hobart, 
right, senior vice-president, Curtis Publish- 
ing Co., at a Rotary Club meeting. On 
the left is Tom Stentz, district manager, 
Farm Equipment Division, International 
Harvester Co., who presided. The award 
is given by Saturday Evening Post. 








Coast Dealers Report Upsurge .. . 


> Fast Start Is Marked 


By ‘Drive America’ 


HE “Drive America to Prosper- 

ity” spring sales promotion 
moved into high gear last week on 
a number of fronts from coast to 
coast. 

Eight dealers in Santa Maria, 
Calif., who opened their campaign 
March 16, reported a “tremend- 
ous” increase in showroom traffic 
and appraisals, and a sharp up- 
turn in sales. 

Dealer groups in Massachusetts, 
Metropolitan New York and Long 
Beach, Calif., announced campaign 
dates, and others in Dayton, Missis- 
sippi and Portland, Ore., are final- 
izing plans for their promotions. 

The Long Beach program has 
been set for April 3-17, with a kick- 





Delayed Downpayment Plan 
Offered to Hike Car Sales 


ST. CHARLES, Mo.—-Members of 
the St. Charles Auto Dealers Assn. 
have launched a campaign to stim- 
ulate auto sales and thereby stimu- 
late the economy of the area. 

The program is built around a 
delayed-downpayment plan to 
make auto buying easier. The 
plan works this way: 

The customer turns his savings 
pass book over to his auto dealer 
when buying a car. The savings 
serve as a downpayment “or if you 
prefer full payment” on the car 
purchased. 

The money is not collected from 
a bank until the next semiannual 
interest payment is made. There- 
fore, the customer saves the inter- 
est earned by his savings in the 
current six-month period. 

The program was announced 
March 17 and will! run through 
June. 

The association pointed out 
that savings deposits in local 


Orlando Dealers 
Elect Stebbins, 
OK His Program 


ORLANDO, Fla.—E. A. Stebbins, 
Central Florida Motors Co. (Lin- 
coln-Mercury), has been elected 
president of the Orlando Automo- 
bile and Truck Dealers Assn. 

Roger W. Holler, Holler Chevro- 
let Co. (Chevrolet-Oldsmobile), was 
named vice-president and R. R. 
Reed sr., Reed Motors (Rambler- 
Willys), was elected secretary- 
treasurer. 

Just after they took office, the 
association unanimously adopted 
Stebbins’ program for the coming 
year. Key points in the program 
are: 

Employment of a fulltime, paid 
secretary. Election of an Executive 
Committee of three or more mem- 
bers to generate ideas on proposed 
association programs for the bene- 
fit of dealers and customers. Set up 
junior memberships in the associa- 
tion for dealers’ right-hand men. 


‘Kentucky Dealers 


Elect 8 Directors 


LOUISVILLE, — The Kentucky 
Automobile Dealers Assn. has 
named eight directors. They are: 
First District—Sam Miles, Hop- 
kinsville; Second District — Harry 
Holder jr., Owensboro; Third Dis- 
trict—Louis J. Herrman jr., Louis- 
ville, and Fourth District—H. M. 
McCloy, Elizabethtown. 

Also: Fifth District—Robert J. 
Kelly, Covington; Sixth District— 
Fred Bryant, Lexington; Seventh 
District—J. M. Davidson, Hazard, 
and Eighth District—C, Y. Blake- 
man, Middlesboro. 

Miles, Herrman and Davidson 
are new directors. All eight were 
elected to three-year terms. Direc- 
tors will meet April 12-13 at the 
Sheraton Hotel here to elect of- 
ficers. 








banks are at an alltime high, 
having increased by $4 million in 
the last year. Prospects were 
urged to put this money to work 

to stimulate business in the St. 

Charles area. 

Promotion of the program was 
started with what the association 
called teaser ads in the local news- 
paper. The program was then an- 
nounced in a full-page ad. The an- 
nouncement was followed up with 
ads, editorials and articles in the 
local newspaper. 


Oklahoma Dealers 
Face Crackdown 


In Title Holdbacks 


OKLAHOMA CITY. — Oklahoma 
County Attorney James H, Herrod 
has promised a crackdown on deal- 
ers who sell autos and fail to trans- 
fer the titles until the cars are 
paid for. 

He said this practice hag been 
particularly widespread among 
used-car dealers, and added that 
his office is making a number of 
investigations where “we intend to 
prosecute. 

“Such a practice is strictly 
against the law and carries a se- 
vere penalty,” Herrod said. ‘“With- 
out a title the purchaser of an au- 
tomobile cannot buy a license tag.” 

Charges of making a sale and 
withholding the title were filed 
against J. L. Webb and Jim Hen- 
drickson, doing business as Jim’s 
Auto Sales. 

The charges were filed, Herrod 
said, after the purchaser complain- 
ed that he was unable to obtain a 
1961 plate for the car. He said that 
when he bought the car last June, 
the dealers told him he could have 
the title when he completed his 
payments. 





Wemhoft 


million out of $444 million... 


its used cars. . 








On the House... 


Just because the ice and snow have melted and 
people sense it’s spring, prospective customers won't 
rush into car showrooms on their own. The sales 
force has got to move out and flush those custom- 
ers out of the brush, contends the Montana dealer 
association. To which all of us will say “amen” .. . 
Ford’s Lee Iacocca believes March new-car sales 
will top 500,000, with April and May even higher... 
Chrysler’s Lynn Townsend reports dealers, contacted 
on nationwide tour, are more cheerful about sales 
this spring and summer... 

Lot of people ask me if I saw a lot of bad slums 
in Central and South America. You bet, but they’re 
not any worse than I’ve seen in our own major cities. The dirtiest 
city I visited was Washington, D. C., where litter covered the lawns 
and sidewalks, especially around the Capitol ... Automotive sources 
account for 36.3 percent of North Carolina’s total revenue: $161 


Ray Allen (Olds-Cadillac, Cedar Rapids, Ia.) has just revised his 
dealership’s “Company Policy Booklet,” a sparkling job... 
Dakota is polling dealers on “Who Should be Licensed as a Dealer?” 
to aid new state registrar decision . 
successful in getting state to return to sealed-bid method of selling 
. Says the South Carolina philosopher: “Pray for a 
good harvest, but keep on hoeing.” 


off breakfast Wednesday (March 
29); Massachusetts, April 9-30, and 
Greater New York, Long Island and 
Westchester, April 15-May 6. 

The Dayton campaign has been 
scheduled to start the second week 
in April, but exact dates have not 
been determined. 

ak * * 
oS reports came from 

Santa Maria, the first commu- 
nity to stage the “Drive America” 
promotion, under which owners who 
have their autos appraised receive 
“Buyer’s Dividends” which entitle 
them to extra bonuses when they 
buy or see demonstrations of prod- 
ucts made by 14 manufacturers par- 
ticipating in the drive to revive the 
nation’s economy. 

“This program has taken off 
faster than any in the last four 
years, including ‘You Auto Buy 
Now,’” said Bob Nolan, owner of 
Nolan Motor Center (Lincoln- 
Mercury-Comet). 

“We've had three times the floor 
traffic and three times the apprais- 
als of any previous week this year. 
Our used-car sales have doubled, 
and our new-car sales have shown 
a substantial increase.” 

Nolan added that he is convinced 
many of the appraisals “will result 
in sales before the promotion is 
over.” 

William Loeper, owner of Loeper 
Ford, reported a “tremendous in- 
crease in traffic the first Friday 
and Saturday, more than my men 
could handle.” 

Gary Ridges, general manager, 
said Westward Rambler had “twice 
as many appraisals as any week 
since the first of the year, and a 
200 percent increase in sales over 
any previous week this year.” 

+ * * 


I MCOURAGING reports even 
were made by two dealers who 
voiced some objections to the pro- 
motion, 

William Aker, owner of Van Wyk 
Pontiac-Cadillac, said he liked the 
idea and that it had boosted sales, 
but he felt the timing was bad. 

“It shouldn’t have started until 
at least the middle of April when 
everyone is through worrying 
about their income tax,” he said. 

K. E. Howard, Porter & Howard 
Volkswagen Sales, said he objected 
because the program “promotes to 
some degree the idea of ‘buy Amer- 
ican.” But he admitted the pro- 
gram had resulted in an increase 
in floor traffic and sales. 

The Santa Maria promotion is 
staged in conjunction with the 
Santa Maria Times, which publish- 
ed a 12-page section announcing the 
campaign. 


Post Honoring Edwards 


At Alabama Conclave 


BILOXI, Miss.—W. Sterling Ed- 
wards jr., Birmingham, Ala., is 
being honored by The Saturday 
Evening Post during the Alabama 
Automobile Dealers Assn. conven- 
tion here this week. 
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10 Makes Top 30 Percent in Month... 





Compacts Set Penetration Record 


(Continued from Page 1) 


January, 1959, domestic-car count 
of 384,526. 
+ * ok 
As COMPARED with the previ- 
ous month, General Motors and 
Chrysler Corp. had smaller shares 
of the overall market in January. 
GM lost 0.77 percentage points and 
Chrysler was down 0.42. 

Biggest month-to-month gainer 
was Ford Motor Co., which rose 
0.39 points. Miscellaneous makes 
were up 0.32 points; American 
Motors, 0.27 points, and Stude- 
baker-Packard, 0.21. 

By individual makes, Ford show- 
ed the biggest month-to-month ad- 
vance, moving ahead 0.44 percent- 
age points. Other gainers, in order, 
were: Rambler, 0.27; Cadillac, 0.23; 
Studebaker, 0.21; Chrysler, 0.18; 
Lincoln, 0.17, and Comet, 0.02. 

Heaviest loss was the 0.48-per- 
centage-point setback absorbed by 
Chevrolet, Other losses in market 
share were Oldsmobile, 0.44; Mer- 
cury, 0.24; Dodge, 0.19; Plymouth, 
0.19; Buick, 0.08, and Imperial, 0.01. 


* * * 

i grog only make to achieve a high- 

er numerical volume in January 

than in the preceding month was 
Lincoln. 

High-priced cars took a rela- 

tively high proportion of the 


are not entirely valid because the 
industry in early 1960 was still re- 
covering from a strike, GM and 
Ford Motor were the only corporate 
makers to show a gain in penetra- 
tion this year. 

GM, hit hardest by the strike 
a year ago, Was up 4,44 percent- 
age points while Ford Motor ad- 
vanced 1.02 points. 

Chrysler Corp. was off 1.91 points; 
S-P, 0.28; AMC, 0.06, and miscel- 
laneous makes, 3.21. 

* ok * 
B*Y INDIVIDUAL makes, gainers, 
in order, were: Chevrolet, 2.31 


January market. Chrysler’s pene- 
tration was its best since Jan- 
uary, 1958; Cadillac’s, best since 

April, 1958, and Lincoln’s, best 
since December, 1959. 

On the other hand, Plymouth’s 
Share was the lowest it had re- 
corded since March, 1959, and 
Dodge’s was the smallest since Oc- 
tober, 1959, introductory month for 
Dart. 

* * * 
Aa comparisons of Jan- 
uary with the year-ago month 








Blank Checks Stolen 


From Mulvihill Olds 


GRAND RAPIDS, Mich.—Mul- 
vihill Motor Co. (Oldsmobile) re- 
ported the theft of 112 blank 
checks and check-writing equip- 
ment. The company issued a 
warning about accepting any of 
its checks unless the recipient 
knows the endorser. 

The checks were stolen March 
19, marking the third time in 


Buick, 0.56; Oldsmobile, 0.36; 
Chrysler, 0.34; Cadillac, 0.29, and 
Lincoln, 0.14; 

Losses, inorder, were: Ford, 
down 1.47 percentage points; Plym- 
outh, 0.90; Dodge, 0.76; Mercury, 
0.52; Studebaker, 0.28; Imperial, 
0.07, and Rambler, 0.06. 

In terms of volume, makes which 
registered more cars in January 
this year than in the 1960 month 
included Chevrolet, Pontiac, Olds- 


percentage points; Pontiac, 0.92; “ 


1961 





At Cars Rental System Convention— 


Among those at the luncheon opening Cars Rental System's second annual conven- 
tion in Fort Lauderdale, Fla., were Mrs. George M. Slocum, chairman and president, 
Automotive News; James S. Hunt, right, chairman, Cars Rental System, and Lyle D. 
Preston, left, general manager, Cars Rental System. Hunt remarked at the convention 
opening that ‘‘now more than ever it is important for our member dealers to band 
together in the development of their rental and leasing business into a solid profit 
making enterprise."’ Hunt said that an organized program and unification of CARS 
members will allow dealers to get their ‘rightful share of the rapidly growing rental 
and lease business.'’ By means of the two-day educational seminar, conducted twice 
monthly for its members and prospective members, CARS has brought close to 7,000 








eight days the dealership had been 
burglarized. Jerry Mulvihill, gen- 
eral manager, said the checks are 
two-piece, yellow and are im- 
printed with the name of the 
firm and that of the Old Kent 
Bank, Grand Rapids. 





Dealer Hearings Slated 
In 25 Cities by NADA 


(Continued from Page 1) 


with the following cities sched- 
uled for sessions: 

Boston, New York, Pittsburgh, 
Baltimore, Washington, Charleston, 
W. Va.; Richmond, Charlotte, N. C.; 
Atlanta; Miami; New Orleans; 
Louisville; Detroit; Chicago; Min- 
neapolis; Omaha; Kansas City; 
Oklahoma City; Fort Worth-Dallas; 
Albuquerque; Denver; Butte; Port- 
land, Ore.; San Francisco, and Los 
Angeles. 


* * 


NVITED to attend the meetings 
have been the national make ad- 
visory committee members for each 
area, who will be asked to state 
the views of the dealers in their 
makes. Spokesmen may be desig- 
nated where the total number of 
representatives is too numerous to 
permit each to speak. 

“All dealers who desire to do so 
are invited to attend these hear- 
ings,” Galles said. “However, any 
general participation must wait 
until the official dealer representa- 
tives have had an opportunity to 
make their statements.” 

All state association managers 
and presidents are also being in- 
vited. 

For its initial meeting last week, 
the task force received detailed re- 
ports of the industry problems from 
NADA directors. 

“Much of the committee’s first 
session,” Galles said, “was devot- 
ed to careful scrutiny of these 
contributions, which were heart- 
ening and carefully considered 
critiques of the industry’s eco- 
nomic plight.” 

Neither Galles nor Cooper discus- 
sed the specific areas which would 
concern the task force, but it was 
understood that attention would be 
focused on overproduction, the 
large number of models and op- 
tions, compact-car discounts and 

unethical advertising. 

The task force, Galles stressed, 
will not be content merely to sound 
out factory thinking, but will pre- 


cK 


sent “suggested remedies for the}! 


industry’s ills.” 
* * 


“@‘OINCIDENT with our immedi- 

ate goal,’ he continued, “our 
committee hopes with the aid of a 
long-range program to revitalize 
the franchise dealer system and 
devise a means of preventing a 
recurrence of the problems which 
have given rise to this continuing 
series of crises which have afflicted 
the industry in the postwar years. 


“Our aim is to protect and 








strengthen the franchise dealer sys- 
tem and to assist our industry in 
gaining and maintaining its proper 
position as a bulwark of our na- 
tion’s economic well-being. 

“From the cooperation and as- 
sistance already received, we 
know we have the wholehearted 
support of the manufacturers and 
the franchise dealer body. And 
the task force is dedicated to get- 
ting the job done for the com- 
bined best interests of the dealer, 
the manufacturer and the back- 
bone of any successful business 
enterprise — the consuming pub- 
lic.” 

James C. Moore, NADA executive 
vice-president, emphasized the im- 
portance of the task force opera- 
tions. 

“The task force committee’s pro- 
gram has been given top priority,” 
he said, “and our entire staff has 
been made available to assist in the 
formation and speedy execution of 
the committee’s plans.” 

If at any time it is determined 
additional temporary personnel or 
skilled consultants are needed, they 
will be obtained, Moore said. 


"Civil War' Campaign Pays Off— 

A statewide celebration of the Civil War Centennial proved to be the solution to 
the sales slump at Luther Coggin Oldsmobile, Birmingham, Ala. A three-day Civil War 
Centennial Sale, complete with Confederate costumes and flags, resulted in 26 Olds- 
mobile sales. The sale was a success despite a record-breaking, eight-inch rainfall 
which lasted throughout the event, according to Luther Coggin jr., left, and Luther 
Coggin sr. The promotion was kicked off with a series of teaser ads, followed by two, 
full-page color ads in the local newspaper. Radio and television commercials also 


were used, 








mobile, Buick, Cadillac, Chrysler 
and Lincoln. 


Vehicle Sales Rebound 


In Western New York 

BUF FALOW—Sales of new and 
used automobiles and commercial 
vehicles are showing an encourag- 
ing seasonal upturn in the Western 
New York area. 

Dealers say the trend is a hope- 
ful sign of a turnabout in the cur- 
rent business recession. Traffic and 
buying interest in showrooms and 
on used-car lots is at the best level 
in several months, aided by arrival 
of more pleasant shopping weather. 

Sales of one leading make in the 
lower priced field in this area dur- 
ing the first 10 days of March were 
equal to last year’s alltime high. An 
executive for this firm said he ex- 
pected sales for March will exceed 
those of any other March in his- 
tory. 

It also was reported that used- 
car stocks in the hands of Western 
New York dealers are being whit- 
tled down steadily, one of the most 
encouraging developments in sev- 
eral months. At the end of the 
winter season, stocks here were 
admittedly high—very high in some 
instances. 

A few months ago many dealers 
had from 40 to 60 days’ supply of 
used cars on hand, Now the supply 
of used cars is down to an average 
of 28 to 30 days and in some in- 
stances as low as 18 days. 

Sales of trucks have been mount- 
ing steadily here since the latter 
part of February, another favor- 
able sign that the recession is turn- 
ing the corner, said dealers. Numer- 
ous types of small business owners, 
as well as some of the larger fleet 
buyers, have been shopping more 
actively for trucks. 


* 








persons to Fort Lauderdale during the past three years. 


On Compromise Bill . . . 


Wage Showdown Nears 


(Continued from Page 1) 


tablishments and which operates in 
two or more states. 

This, even without the special ex- 
emption, would eliminate most 
dealers. 

* * * 
For workers already covered, the 

Vinson bill provides “not less 
than $1.15 an hour during the first 
two years” from the effective date 
and “not less than $1.25 per hour 
thereafter.” 

For newly covered workers the 
bill provides “$1 an hour during 
the first year . .. not less than 
$1.05 an hour during the second 
year... not less than $1.15 an 
hour during the third year” and 
not less than $1.25 thereafter. 
Earlier in the week, Ayres said 
that the White House was prepared 
to accept his bill, but Labor Secre- 
tary Arthur Goldberg denied this. 

* 


— Vinson measure, by keeping 
the administration’s $1.25 mini- 
mum and substituting a definition 
of enterprise which rests on a 


U.C. Sales Spiral 
In Off Months; 
Ad Drive Credited 


SANTA ROSA, Calif—aA two- 
month advertising campaign pro- 





vided a needed shot in the arm for} 


dealers’ used-car sales, according 


to Samuel D. Cowan, president, | 


Santa Rosa Truck and Automobile 
Dealers Assn. 

“One of the problems of our 
dealer-members has been a below- 
average movement at retail of used 
automobiles,” Cowan said. “It was 
decided to authorize a campaign in 
the Santa Rosa Press-Democrat 
during the seasonally low months 
of January and February in an at- 
tempt to reverse this trend during 
the months when it was doubly im- 
portant to do so.” 

The promotion was tied to the 
high percentage of two-car families 
in the Santa Rosa trading zone — 
44 percent in comparison with the 


national average of 14 percent,| 
}ers and 100 sales managers will win 


Cowan continued. 

“The advertising campaign 
stressed that January and Febru- 
ary were ideal months for other 
families to achieve two-car status,” 
he added. 

Figures show that 8.66 more used 
cars were sold without tradeins in 


January-February than in the like| 


months a year ago, Cowan said, in- 
dicating they were purchased as an 
additional family car. 

“This campaign helped tremen- 
dously in solving the used-car glut 
and in making a long step toward 
our goal of making every solvent 
family a two-car household,” he 
said. 








strict interpretation of interstate 
commerce, could have wide accept- 
ance in the Senate. 

Last summer a compromise 
wage-hour bill introduced in the 
Senate was similar to the Vinson 
bill. It was a last-ditch effort and 
it failed by a small margin. 

This experience, plus the fact 
that many influential congressmen 
want a strict interpretation of in- 
terstate commerce and not a dollar- 
value definition, might be enough 
to push the measure through the 
Senate. 

With it, Kennedy Democrats get 
a high minimum escalated to $1.25 
and the coalition of Republicans 
and Southern Democrats get cov- 
erage for chains but not for local 
independent businesses. 

The position of the National Au- 
tomobile Dealers Assn, has been to 
oppose any bill that does not give 
dealers blanket exemption. 


Plymouth, Olds 
Offer Incentives 


For Salesmen 


DETROIT. — Cash or bonds for 
salesmen are features of Plymouth 
and Oldsmobile incentive programs 
which got under way last week. 
Both campaigns end May 31. 

Plymouth salesmen will be en- 
titled to draw one slip from a con- 
tainer for each car sold during the 
contest. The slips will be worth $2 
to $500. Dealers who elect to have 
their salesmen participate in the 
payoff will contribute $10 to the 
prize fund for each car delivered. 

The salesmen will receive extra 
draws for reaching specified per- 
formance levels. Dealers who ex- 
ceed their quotas will draw for 
merchandise prizes, The top award 
in each region for both dealers and 
salesmen will be a ’61 Plymouth. 

Oldsmobile salesmen will receive 
a $50 United States Savings Bond 
for delivering five cars, a $75 bond 
for the next five and a $100 bond 
for the third five. A man who sells 
15 cars can earn $225 in bonds. 

In addition, 300 Oldsmobile deal- 





trips to Las Vegas for sales 
achievements during the program. 


Auto Buyer Wins 


$2,310 in Fraud 


ST. LOUIS.—A Circuit Court 
jury awarded $2,310 damages to a 


| druggist who bought what he said 


was represented as a 1956 Metro- 
politan from the old Nash Missouri 
Co. of St. Louis. 

Myron C. Burton said he learned 
later that the car was a 1954 model, 
and that the dealer refused to can- 
cel the sale or refund his money, 





the TR-3 the Stutz Bearcat of the 60’s? 


Roarers from the Roaring Twenties 


q _ still talk about the Bearcat. It was 
7; 


\@TUMY” razz-ma-tazz and pow and wow! It 
was in—like the Charleston and raccoon coats. 
Runs there an automobile like that today? 
Whoopee on wheels? 

Over 50,000 Americans—including many who 
weren’t even born in the Twenties, but roar 
nonetheless—say “Yes! The Triumph TR-3.” 
The TR-3 is as different from most cars on the 
road today as the Bearcat was from the Model 
T. You know it from the minute you start off. 


The 4-speed gear shift puts you back in con- 
trol of the car. And the engine is ready for 
anything you have in mind...up to 110 m.p.h. 


The Triumph TR-3 has probably won more 
firsts in class in more rallies in more countries 
than any other car model you can buy. It isn’t 
just a sports car. It’s the sports car of the 60’s. 


The nice surprise is that it’s so sensible. It 
drives easier than most standard cars—and 
with no need for power assists. It gives up to 
35 miles per gallon. It is superbly comfortable 
with contoured, leather-upholstered bucket 


seats and room to stretch your legs out. It has 
space for an optional rear seat. It has a trunk 
that locks. The styling is not about to change. 


And it costs hundreds of dollars less than a 
low-price-three convertible! 


Couldn’t your sales stand some razz-ma-tazz 
just about now? Write us, or telephone, for 
complete details on dealership possibilities 
for the TR-3 and other great Triumph cars. 
More than 550 present Triumph dealers can 


tell you it’s a 
very smart idea. 


D ‘eal reasons for going — 


LS 
<a 


Pr Ps. 


Ox 


TR-3 Convertible 


$2,675* $2,835* 


TR-3 Grand ® 


Triumph/Herald Convertible 
$2,229* 


os Sedan 
$1,849* 


Triumph/Herald Sports Coupe 
$2,149* 


*P.O.E. plus state and/or local taxes. Slightly higher in West. Standard-Triumph Motor Company, Inc., Dept. C-31, 1745 Broadway, New York 19, N.Y. 
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Called Prestige Booster . . . 





Ethics Code Proposed 


For Montreal Dealers j 


MONTREAL.—A code of ethics 
was suggested to the Montreal 
Automobile Trade Assn. at the an- 
nual meeting of the 180-member or- 
ganization. 

The association did not disclose 
what action it would take on the 
proposal, although it promised to 
continue working for the welfare 
of the auto industry and the deal- 
ers. 

The code was outlined by Albert 
E. Stedelbauer, London, Ont., presi- 
dent of the Federation of Automo- 
bile Dealer Assns. of Canada. He 
said such a program is necéssary 
to improve the reputation of auto 
dealers and to win back public 
confidence. 

He noted that some industries 
can be criticized only by experts, 
but that everyone seems to have 


L-M to Organize 


Salesmen’s Council 


First Meeting Set 
For Miami in April 


IAMI BEACH. — The first na- 

tional salesmen’s council in the 
auto industry will be held here 
April 13-17 and will bring together 
the top Mercury, Comet and Lin- 
coln Continental salesmen in the 
nation. 

Announcement of the national 
council was made by Ben D. 
Mills, L-M general manager. 

The national salesmen’s council 
will consist of one delegate from 
each of 21 district salesmen’s coun- 

cils being held this month through- 
out the nation. District councils are 
made up of 15 leading Mercury, 
Comet, Lincoln Continental and 
used-car salesmen from dealerships 
in each sales district. 
* * ok 
IHESE district sessions are being 
held in conjunction with annual 
“100 Club” awards banquets spon- 
sored by the Lincoln-Mercury Sales 
Council. 

The councils on the national 
and district level are designed to 
bring the men who actually sell 
the cars in the dealerships closer 
to the representatives of the divi- 
sion selling organization, accord- 
ing to M, G. Orlovich, L-M’s act- 
ing manager of marketing train- 
ing. 

“The agenda of both national and 
district councils will include discus- 
sions on upgrading selling as a pro- 
fession, participation in community 
affairs, successful selling _ tech- 
niques, and how dealership sales 
managers can be most helpful to 
salesmen,” Orlovich said. 

* * * 

“@'PECIAL consideration will be 

given to discussing how Mer- 
cury salesmen can develop a clien- 
tele to keep them abreast of the 
transition of the Mercury car from 
the medium-price market to the 
regular-sized, low-price volume 
market,” he said. 

“We hope that these councils of 
the top dealership salesmen will 
lead us to specific selling tech- 
niques that can be passed on to 
other Lincoln - Mercury - Comet 
dealership salesmen to help them 
sell both the current and the 1962 
models,” Orlovich added, 

“National dealers’ councils long 
have played an important part in 
the factory-dealer relationship be- 
tween most car divisions and their 
dealer body, but this is the first na- 
tional salesmen’s council in the in- 
dustry.” 








Detroiters Broadcast 
‘Buy-Now’ Messages 

DETROIT. — Forty-eight auto 
dealers are taking to the air- 
waves to tell Detroiters “Why this 
is the best time to buy your new 
car.” 

Four dealers or their sales 
managers appear each morning 
on Radio Station WQTE. The 
promotion began March 22. 








an opinion on what is wrong with 
the auto industry. 

Stedelbauer said the code has 
been adopted by dealers in his city 
in collaboration with the London 
Free Press. It includes the follow- 
ing points: 

1. Always be clear and precise, 
so the customer will understand 
all the facts. Answer all the cus- 
tomer’s questions, so he can buy 
with full knowledge and obtain 
entire satisfaction. 

2. Be ready and willing to honor 
guarantees. 

3. Advertise and sell products on 
their merits. Do not criticize com- 
petitors. 












ome Pd: 
— FINISH | 


MOBILGAS ECONOMY RUN_ 
oa a << og — 


Winner Crosses the Finish Line— 

A Ford Falcon, driven by Dan Jones, Long Beach, Calif., crosses the finish line at 
Soldier Field, Chicago, a winner in the 1961 Mobilgas Economy Run for Class A 
(manual-shift compacts). The Falcon averaged 32.6800 miles per gallon on the 2,500- 



















mile run which started in Los Angeles. 


4. Avoid false tradein statements, 
Price deception, giveaways and 
other such gimmicks. 

Stedelbauer said dealers must put 
their own houses in order before 
they can expect to regain their lost 
prestige. He emphasized the neces- 
sity of honest advertising and de- 
clared that dealers have an impor- 
tant role to fill in the community. 

A 40-year auto veteran, Stedel- 
bauer contended that dealers—es- 
pecially the larger ones—are out of 
touch with their customers. 

He said that 68 percent of cus- 
tomers remain faithful to the 
products they buy, but only 62 
percent remain faithful to their 
dealers. These percentages should 
be equal, he said. 

George Henderson, who was re- 
elected president of the Montreal 
group, presented the association’s 
annual report. 


Daily Sales Rate 
Rises at Chrysler 
For March 11-20 


DETROIT. — Improved selling 
rates during the middle 10 days of 
March were reported by the follow- 
ing new-car manufacturers last 
week: 


Epiror’s Note: The letter below 
from Tom Nemet, Nemet Im- 
ported Cars, Jamaica, N. Y., con- 
tains a message for all dealers: 

“It’s a buyer’s market, now,” say 
my fellow imported-car dealers, 
“and things have changed.” They’re 
right, but they tell only part of the 
story. It is a buyer’s market, but 
it is also an opportunity for the 
real professional to show his stuff. 

By the real professionals, I 
mean the dealer who thoroughly 
knows his customers, his cars and 
his service operation. Real knowl- 
edge of each of these three key 
elements gives him a chance to 
outsell the opportunists who grab- 
bed the imports merely as an 
afterthought addition to their do- 
mestic lines. 

Our troubles really began when 
domestic dealers, with no appropri- 
ate knowledge or interest, took on 
foreign cars as a stopgap until the 
compacts arrived. They tried to sell 
imports the way they sold their 
American cars: By the chrome trim, 
gadgets, colors and price. Once they 
sold them, they lost interest. 

Their mechanics didn’t really 
learn how to service the small ones 
and, when replacement parts were 
needed, their minimum parts stock 
wasn’t satisfactory. As if this 
weren’t enough, they treated their 
foreign-car customers as if they 
were cranks or oddballs. One can 
understand their reasons—after all, 
they were interested and experi- 
enced in the Detroit product and 
in Detroit-conditioned custom- 
ers. The import was only an op- 
portunity for a quick profit. 

But for the specialist in imported 


* * * 


Chrysler Corp. 


The daily rate of retail sales of 
Chrysler Corp. cars March 11-20 
was the highest of any mid-month 
period since last November, E, C. 
Quinn, vice-president-sales division, 
said. 

Retail sales of Chrysler Corp. 
cars for the March 11-20 period 
were 16,714, a daily rate of 2,089. 
This daily rate was 23 percent 
above the mid-February period and 
26 percent above the mid-January 
period. It was also 19 percent above 
the daily rate of sales for the first 
10 days of March, Quinn said. 

* * * 





An Opportunity for Pros... 


Guide for Import Dealer 


woman isn’t a key factor here. 
They know our cars pretty well. 
Under the hood is not a No-Man’s 
Land for them. 

What can we learn from this? 
We must know our cars as well as 
they do. The suspension, motor, 
controls, steering—all are keys to 
sales. The customer knows what 
he wants and why he wants it. We 
must be prepared to point out the 
mechanical and engineering fea- 
tures that make our cars “special.” 
We must remember that we are not 
running a large chain store. Every 
imoprted car salon is a specialty 
shop with customers that deserve 
special treatment. 

Second, the cars themselves are 
specialized vehicles: Sport or lux- 
ury, grand touring or economy. We 
must capitalize on the very special 
virtues of our product. If we don’t 
know them ourselves, how can we 
expect our customers to? 

In our dealings with our buyers, 
we must define to them (just as 
they will define to us) those 
qualities that make our cars dif- 
ferent from the mass-produced 
Detroit product: Quality of work- 
manship, real economy, handling, 
ease of maintenance and so on. 
As we appreciate these things, so 
will our customers, 

Third, and most important, the 
service we give is the key to our 
success. Here is where we penalize 
ourselves most if we cut price. 
Bargain-basement merchandising 
means bargain-basement service. 
Pride of workmanship and real 
service follow-through don’t exist 
unless we are prepared to pay the 
price for them. 

Good mechanics are worth pay- 









Motor Co, 
Chevrolet), Albuquerque. 














Union Launches 
Signup Campaign 
At Youngstown 


By Francis J. Gawronski 
Staff Writer 


A UNION campaign to organize 
600 automobile sales and serv- 
ice personnel has been launched 
in the Youngstown (O.) area. 

The first step toward organiza- 
tion of dealership personnel in Ma- 
honing and Trumbull Counties was 
taken when 230 workers indicated 
on pledge cards that 
they wished to join 
the Auto Merchants 
Union, Lodge 1519. 

Charles Replogel, 
union president pro 
tem, said the group already has the 
31 percent necessary to petition the 
National Labor Relations Board for 
a union charter. 

Dick Arnold, president, Youngs- 
town Automobile Merchants Assn., 
said that the prospective union 
members now have steady jobs, 
good wages and many fringe bene- 
fits. 

Meanwhile, union organizers 
also have been active in Parkers- 
burg, W. Va., where the National 
Labor Relations Board has order- 
ed representation elections among 
service employes at four dealer- 
ships. 

Dealers included in the NLRB 
order are Chittum Buick Co. 
Thomas Pontiac Co., Mullen Mo- 
tors Co, (Dodge) and Matlack Mo- 
tors, Inc, (Plymouth). Workers will 
vote for or against union represen- 
tation by Local 299, Sheet Metal 
Workers International Assn. 

ES * * 
N PONTIAC, salesmen at John 

McAuliffe Ford, Inc., voted 

(Continued on Page 69, Col. 3) 
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Lipman Motors 
Is Brand Name 
Retailer-of-Year 


NEW YORK.—Lipman Motors, 
Inc. (Rambler), Hartford, has been 
designated “Brand Name Retailer- 
of-the-Year” in the auto dealers 


category. 


Four other auto dealers were 
cited for outstanding brand promo- 
tional activities in ’60, and were 
picked to receive Certificates of 


Distinction. They are: 


Van Curler Motor Co., Inc. (Lin- 


coln-Mercury-Rolls), Schenectady, 
N, Y.; Follestad Rambler, Inc, 


Everett, Wash.; Broast Motors, 
Inc. (Dodge), Buffalo, and Galles 
(Cadillac-Oldsmobile- 


Dealer Morris Lipman and the 


other winners will receive their 


awards during a dinner in their 


honor at the Waldrof-Astoria Hotel 
on May 4. More than 1,500 business 
and civic leaders will attend. 


These firms were chosen by a 
panel of judges made up of the top- 
place winners in each category of 


Dodge 

Dealer orders for the Lancer in 
the first 20 days of March were 80 
percent higher than in the com- 
parable period last month, accord- 
ing to Dodge General Manager 
Byron J. Nichols. Orders for the 
Dart increased 76 percent, he re- 
ported, and Polara orders were up 
116 percent. 

He also said retail sales in the 
first 20 days of March were 18 per- 
cent higher than in the like period 
last month. He said 11,542 cars were 
sold in the March 1-20 period, com- 
pared with 9,787 in the Feb. 1-20 
period. 

Nichols reported that dealers’ 
daily sales rate in the second 10 
days of March was 35 percent 
higher than in the first 10 days, 





cars, neither his automobiles nor 
his customers are a one-shot propo- 
sition. They are his business. They 
produce in us the same kind of 
enthusiasm that the domestic deal- 
er has for his Mammoth V-8 and 
his conformist customers. 

The opportunists have hurt us, 
but they have also given us an 
opportunity to cash in on our 
specialized knowhow and on their 
obvious weaknesses. 

First, we know our customers. 
They aren’t the same breed as the 
purchasers of domestic cars. They 
are relatively well educated, well 
mannered and well heeled. Depth 
research has told us that the im- 
port is a man’s purchase; the little 


last year’s competition. 
* * * 





ing for, must be paid for. An ade- 
quate parts supply is a must and 
it costs money. Time is the key 
basis of good maintenance and time 
costs money, too. 

No dealer who pays only lip serv- 
ice to new-car preparation, war- 
ranty work and maintenance can 
satisfy his customers after the 
quick sale. No customer who is dis- 
satisfied with service will be satis- 
fied for long with the car itself or 
with the dealer. Instead of slight- 
ing service, we must recognize that 
it is also a specialized item and 
capitalize on it. 

Do we show our customers and 
customers-to-be, our equipment 
and parts stock? Do we demon- 

strate our pride in our mechan- 


Late Report... 


Used-Car Market 


: The overall average price of used cars sold at wholesale auction 
increased $6 last week to $1,043, according to Automotive News’ 
index. 

Increases amounted to $50 on ’61s, $11 on ’58s, $6 on ’57s and 
$3 on ’59s. The price of ’54s remained unchanged. Losses were 
$3 on ’56s, $7 on ’60s and $8 on ’55s. All three models, however, held 
above previous lows. 

At a group of representative auctions last week, the sales ratio 
was 74.4 percent, compared with 74.8 percent the previous week. 


Auction reports begin on Page 60. 








ics? Is our shop clean and busi- 
nesslike? Are our orders written 
up in a precise, thorough way? 

Do we stand behind our work? 
Service—not price-cutting—is the 
key to success. 

Buyer’s market or not, competi- 
tion or no competition, we will find 
that our greatest opportunities lie 
with our special customers, our 
special automobiles, and our special 
service. 

“Special” means different and the 
difference is qualitative. If we fail 
to demonstrate this qualitative dif- 
ference, we can only blame our- 
selves when we fail. 





Brand Name Winner— 


Morris Lipman, right, Lipman Motors, 
Inc. (Rambler), Hartford, who has been 
named “Brand Name Retailer-of-the-Year" 
in the auto dealers category is shown 
here with Roy Abernethy, executive vice- 
president of American Motors. Lipman will 
receive an award during a dinner in New 
York on May 4. 











RAMBLER 
Leads the Upswing! 


EARLY MARCH SALES 
AT ALL-TIME 
RECORD HIGH: 


Rambler news is good! Early March sales are running at an all-time 








record rate. Rambler dealers sold more Ramblers in the first third 


of March than in any similar period in Rambler history! 


Yes— Rambler and Rambler dealers lead the economic upswing 
as more and more car buyers discover that Rambler Excellence 


gives them a quality bonus on every car dollar they invest. 


Rambler dealers sell twice as many compact cars per dealer as 
most other dealer groups ... enjoy profits well above the 


industry average. 


Wouldn’t You Like To Be A Rambler Dealer 
And Share In Rambler’s Success? 


We have the proved product for the 
exploding Compact Car Market... 
there are still a few franchises 
available in select markets... 


YOU HAVE THE OPPORTUNITY! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 
ees oa 
ADDRESS. = a 
Cnr. =< ZONE eee ee 


PHONE NO.__ 





(Please Print) 3-27 
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Dealer Finds Promotion Pays— 


A little ingenuity paid off with big dividends for Madison Motors, Inc. (Ford), Phoe- 
nix. The dealership arranged to provide two 1961 Thunderbirds to be put on display 
in the driveways of model homes in a new subdivision outside Phoenix, The dealer 
had his cars viewed and inspected by over 100,000 people in a two-week period. In 
addition, the subdivision was announced to the public in full-page ad in the Arizona 
Republic. The entire page was devoted to photographs of the 11 different model 
homes being offered, and a Thunderbird was prominently featured in seven photos. 


| perce marpennld and anti-man- 
agement camps stepped up 
their efforts last week to corral 
proxy votes from Chrysler Corp. 
shareholders. 

Special attention was being paid 
to Chrysler Corp. dealers, most of 
whom have held varying amounts of 
shares in the company for as long 
as they have owned franchises. 

Sol A. Dann, one of two leading 

opponents of the present man- 
agement, began the task of mail- 
ing a proxy appeal to all holders 
of 100 shares or more. He esti- 
mated that nearly 1,000 of Chrys- 
ler Corp.’s 6,400 dealers in the 
United States would receive this 
message, 

James M. Robbins, the other cri- 
tic, reported receipt of a pledge 


from an eastern group of dealers 
of proxies for 21,000 shares. Rob- 
bins predicted on the basis of re- 
ceived proxies, which he has not 
overtly solicited, that his proposal 
to restrict the membership of the 


Chrysler Dealers Eyed... 


Proxy Quest Steps Up 
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Chrysler board would receive more 
than one million votes at the an- 
nual meeting April 18. 

* * * 

ANN, who last week received 

proxies from dealers amounting 
to nearly 2,500 shares, will try to 
delay the annual meeting date at a 
hearing today (March 27) before 
Detroit Federal District Judge John 
Feikens. The Detroit attorney will 
contend that not enough time now 
exists before the scheduled date for 
the meeting to conduct a proxy 
fight. 

Chrysler Corp. also was active on 
the proxy front last week. Several 
dealers reported being approached 
by field men or district sales man- 
agers, while a New York proxy firm 
retained by the company laid plans 
for appeals to shareholders in that 
area. 

The company advised its share- 
holders in the proxy statement 
that “officers and regular em- 
ployes of the corporation may 





Automotive AIR CONDITIONERS give 


your 


customers original equipment quality at low, low cost! 


When you handle the famous Eaton Air Conditioners, you can offer 
your prospects all the customized features that they expect to get 


only in expensive built-in units. 


CHECK THESE 


SALE-CLOSING FEATURES: 
Modern Custom Styling 


Compact Space-Saving Design 


Eaton Air Conditioners are made and warranted by Eaton 


Manufacturing Company, pioneer manufacturer of automotive air 
conditioners and components for original equipment installation. 
The name ‘“‘Eaton” helps you sell and helps keep customers sold. 

In addition to superior quality and low price, Eaton backs your 
selling effort with local advertising and sales helps. 


NEW 
1961 COLOR 


Furnished in beautiful Empire Gray, 
or units can be easily painted to 
match car interiors. 





LIBERAL CO-OP 
ADVERTISING PLAN 


Advertising allowance for local media 
—newspaper, radio, outdoor boards. 
Newspaper mats, radio transcriptions, 
and outdoor paper furnished free. 


For Comp/ete 
Information 
Write, Wire, or Phone: 


3055 WILSHIRE BLVD, 
LOS ANGELES 5, CAL 


\ LYNN & 
BROOKS 


SALES PROMOTION 
MATERIALS 


Dealer selling aids include a colorful, 
attention-getting counter display and 
free descriptive hand-out folders. 


NEW 12-MONTH OR 
12,000 MILE WARRANTY 


A big selling point. We believe this 
is one of the most liberal warranty 
agreements in the industry! 


Fast Cooling 
Automatic Temperature Control 
Manual Control for Extra Cooling 

Wide Angle Air Distribution 
Foot-Level Cooling 
Variable Air Flow 


Easy Under-Hood Installation 


EATON 
Tempatrol® 


Fan 


Drive 





Thermostatically Controlled 
Fan Drive Increases Usable H.P.— 
Reduces Fan Noise. 

All air conditioners use some engine 


horsepower. By automatically cutting 
out the fan when engine cooling is not 


needed, the Eaton Tempatrol® Drive 


1485 BAYSHORE BLVD, 
SAN FRANCISCO 24, CAL, 


saves horsepower to offset that used by 
the air conditioner. Available with 
Eaton Air Conditioners as an optional 
extra cost accessory, the Tempatrol® 
Drive is an important selling feature. 


1000 4th AVENUE SOUTH 212 COLORADO BUILDING 
SEATTLE 4, WASHINGTON 


DENVER 2, COLORADO 


EATON MANUFACTURING COMPANY - Heater Division + Cleveland 4, Ohio 











solicit proxies personally, or by 
telephone, telegram or special let- 
ter.” 

Proxies sent directly to Robbins 
or Dann are in addition to those 
voting for the Robbins or Dann 
resolutions, but which are being 
received by Chrysler at its proxy 
mailing address of P, O. 499, New 
York, The company last week de- 
clined to say how many of these 
ballots either had substituted the 
names of Robbins or Dann or had 
instructed management’s proxies to 
vote for the critics’ resolutions. 

* * * 
N LETTERS to Dann accom- 
panying their proxies, Chrysler 
dealers made the following com- 
ments last week: 

Virginia Plymouth, formerly De- 
Soto: “It cost Chrysler Corp. mil- 
lions of dollars and long years to 
build the present dealer organiza- 
tion. The present management has 
destroyed more in two years than 
can be rebuilt in five, if ever... 

‘I wonder, besides Chrysler 
stockholders, who would keep a 
president and board of directors 
at $1,886,438 per year that decided 
to scrap a good product, with a 
good name and a good reputation 
of over 2,800 dealers.” 

Texas Chrysler-Plymouth: 
“Please vote this proxy for 
shares as your judgment may de- 
cree.” 

North Dakota Chrysler-Plym- 
outh: “After careful consideration 
of all the issues, it seems to me 
that your views are more nearly 
what I have in mind than anything 
that present management of Chrys- 
ler has to offer... 

“I believe firmly that this com- 
pany has a bright future, provided 
the present mess can be straighten- 
ed out ... There is no reason why 
Ford and General Motors should be 
riding high, when Chrysler Corp. 
has the finest engineers and the 
finest products ever made in this 
country.” 

Florida Plymouth: “I hope you 
can accomplish something construc- 
tive at the national level, and per- 
haps save the lives of some of the 
remaining ‘captive’ dealers.” 


* * * 


NEW YORK Chrysler-Plym- 

outh dealer, enclosing his proxy 
to Dann, said he had been ap- 
proached by a field representative 
to vote for management and had 
asked the company man to mail his 
proxy back to Dann. 

Robbins reported receipt of a 
proxy for 20,000 shares from a 
single shareholder, while Dann got 
a handwritten note from an attor- 
ney promising him a block of 18,000 
shares. 

Robbins announced he would 
cast all his proxies for two res- 
olutions at the annual meeting. 
These are his own, limiting the 
number of management directors 
to one-fourth of the board mem- 
bership (or four out of 18) and 
Dann’s proposal for cumulative 
voting. 

The Royal Oak (Mich.) indus- 
trialist, a former Chrysler engineer 
and Chrysler-Plymouth dealer, said 
he was inclined not to support 
three other Dann resolutions and 
might vote for the management 
slate of 18 directors so as to insure 
votes for the one-fourth restriction 
and cumulative voting. 

* * * 
-paEs said he would vote against 
the management slate of direc- 
tors, but had not yet decided 
whether he would nominate his 
own nominees from the floor at the 
annual meeting. 

Dann will ask Judge Feikens to 
impound all Chrysler proxies to in- 
sure an “accurate” count on the 
management nominees and the res- 
olutions. 

He advised shareholders last 
week that they are not required 
to surrender their proxies at the 
door to attend the annual meet- 
ing, which will be held in the 
Chrysler Training Center at Cen- 
ter Line, Mich., northeast of De- 
troit. 

Chrysler, meanwhile, was the re- 
cipient of an unconditional order 
restraining former President Wil- 
liam C. Newberg from continuing 
with a $5% million suit against 
L. L. Colbert, company chairman 
and president. 

* * * 
vex order, signed by Circuit 

Judge Henry L, Beers, remains 
in effect until resolution of another 
Newberg suit seeking to dissolve 
the $455,000 settlement reached 


(Continued on Page 67, Col, 1) 
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on your own? 


You’re a sales manager or general manager of a 
successful dealership. That makes you a success. 
But with your experience and savvy, you could go 
still farther. In a dealership with your name over 
the door. And you can, now, as a Dodge dealer. 


: a ne i. 
eo ae 
BBO a 


A new era began at Dodge in 1960, with the 
introduction of the low-price Dart. Dodge dealers’ 
market coverage immediately went up to 73%, 
their sales almost doubled. 

It was a year of record profits for them. 


This year another new Dodge was added to the line. 
The compact Dodge Lancer, priced below Dart 

and about the same as Comet, Corvair and Falcon. 
Market coverage went up again, to more than 
90%. And it is interesting to watch, month 

after month, 1960 Darts bringing in more trade-in 
dollars than comparable models of either 

Ford or Chevrolet. 


This year, too, the high-potential Dart Pickup was 
introduced. Along with the complete Dodge truck 
line, it gives our dealers almost blanket 

coverage of the growing truck market. 


Through this period of expansion, the number of 

Dodge dealers has been closely controlled by 

the Dodge Market-Programmed Sales Agreement. 
This is designed to benefit our dealers, of course. 
It gives each one of them a higher unit sales 

and profit opportunity to work with. 


But there are a number of good locations open 
and available now, in cities of all sizes. And we 

can arrange up to 75% of the financing needed to 
get a dealership established and going for 
successful Sales Agreement applicants, through 
the Dodge Dealer Enterprise Program. 


If you have a strong hankering to be out on 

your own, and feel you can do it, why not? 

To get things started, write to John B. Naughton, 
General Sales Manager, Dodge Division, 

7900 Joseph Campau, Detroit 11, Michigan. 

Tell him all about yourself and where you'd like to be 
on your own. He’ll take it from there. 


Canadian inquiries should be addressed to: A. L. Hancox, Director of Sales, Chrysler Corp. of Canada, Ltd Windsor, Ontario. 
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Alternative Carrier Needed, ICC Told... 





Ford Defends Piggyback Rates 


WASHINGTON. — Ford Motor 
Co., in what may prove to be the 
first significant stand taken by an 
auto maker on the pros and cons 
of shipping cars by new, cheaper 
rail methods, 
Commerce Commission that manu- 
facturers are threatened by the 
“growth of motor carriers’ mon- 
opoly position” in the auto-hauling 
field. 

Because of this “growth,” Ford 
said, the auto industry both wel- 
comes and needs the “alternative 
method” of transporting cars 
now offered by the rail carriers. 

Ford’s position was defined in a 
statement filed with the regulatory 
agency in connection with two 
piggyback cases pending before the 
ICC. : 

In these cases, the National Auto- 
mobile Transporters Assn. on be- 
half of the highway auto-haul in- 
dustry, has complained of numerous 
reduced rates offered by most East- 
ern railroads on car piggyback 
services. 

NATA has assailed the lower rail 


told the Interstate | 


rates, and indirectly the piggyback 
| service which makes them possible, 
by arguing that the reduced charges 
are designed to steal business from 
| the truckers. 


The organization also maintains 


Shipline to Stress 
Hauling of Autos 


DETROIT. — T. J. McCarthy 
Steamship Co. has announced it is 
disposing of its four ore-carrying 
boats in order to concentrate on the 
hauling of autos between Detroit 
and other Great Lakes ports. 

T. J. McCarthy jr., vice-chair- 
man of the firm, said the recent 
upturn in auto sales indicates a 
good 1961 season. 

“We found it desirable to go out 
of the ore-carrying business be- 
cause of the decline in the demand 
for such transportation, the current 
low steel production and the heavy 
inventories of ore on lake docks at 








the present time,” he added. 





that such rates of the rail car- 
riers are too low to bring any 
profit and therefore are unreason- 
able under the provisions of the 
Interstate Commerce Act. 

Defending the rates, Ford said 

that rail multilevel service in- 

volves far more inconvenience for 
the auto shipper than does truck 
service. 

Ford cited the fact that the ship- 
per must hire truckers at both 
origin and destination to haul the 
autos to and from the rail ramp, the 
longer “in-transit” time usually 
associated with rail movements and 
the additional paperwork necessi- 
tated by the multilevel shipments. 


“In view of the above disability,” 
Ford declared; “and in view of the 
coordinating duties imposed on a 
shipper using this type of rail serv- 
ice, it is obvious that the rail rate 
level must be sufficiently low as 
to compensate the shipper for its 
reliance on this more cumbersome 
means of transportation. 


“We submit that the rail rates 








“I like everything but those 
bucket seats.” 





in question are sufficiently low to 
accomplish this purpose and also 
to give the shipper an attractive in- 
ducement to use this alternative 
means of transportation.” 

As for NATA’s contention that 
the rail rates are illegally low, 
Ford said, those same motor car- 
riers have “enjoyed a virtual 
monopoly of this business in the 
past and... are fighting strenu- 
ously to keep any competitive 


Be sure to inspect the full range of 





An exclusive showing for automobile dealers is scheduled for 
Sunday, April 2nd between the hours of 10:30 A.M. and 1 P.M. 


2ND FLOOR 


INTERNATIONAL AUTOMOBILE SHOW 


NEW YORK COLISEUM 


- APRIL 1ST—APRIL 


OTH 


BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 
680 Fifth Avenue, New York 19, N.Y. 
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form of transportation from en- 
tering this field...” 

Ford declared, “We submit that 
these differences (in delivery costs 
by rail and by truck), which in 
several cases show only nominal 
savings in using TOFC (trailer-on- 
flatcar) service, even if they are 
accurately stated by the NATA, 
which they are not, are no more 
than are required by the economic 
facts of life to induce the shipper 
to use the more cumbersome rail 
TOFC method in moving its pro- 
ducts to the dealers. 

“In short,” Ford added, “these 
differences in cost are fully justi- 
fied, even on the basis of NATA’s 
comparison figures, by the dis- 
abilities of rail TOFC service.” 

Ford also asserted that, despite 
NATA claims to the contrary, 
truckers would “earn as much rev- 
enue from this business as they 
ever did before the advent of TOFC 
service.” 

At another point in its state- 
ment, Ford indirectly brought up 
the subject of how lower rail 
rates on autos work to the ad- 
vantage of the dealer and, ulti- 
mately, the consumer. 


“The benefit to the shipper and 
consuming public in being able to 
employ a more economical alter- 
nate means of transportation in 
making certain movements by rail 
is self-evident,” Ford said, 

“In spite of the inconvenience 
inherent in rail TOFC service,” it 
added, “the use of rail carriers will 
make possible a saving to the ship- 
per which in turn will operate ulti- 
mately to the benefit of the con- 
suming public. This fact alone sup- 
ports the propriety of the (Inter- 
state Commerce) Commission’s up- 
holding the validity of these rates.” 

Yet another reason why the ICC 
should bless lower rail charges for 
auto shipments, Ford said, is the 
result of the introduction of rails 
as an “alternate means” of moving 
vehicles. 

The company noted, “It is vital 
to a shipper, such as Ford, that it 
have available alternative methods 
of transportation in the movement 
of its products to the market. 

“Unfortunately, competitive and 
alternative methods have been 
lacking for the past several years 
and now, for the first time, the 
auto industry is faced with the 
welcome prospect of a new means 
of transportation in this area.” 

Truck movements of autos in 
America, Ford continued, have in- 
creased in recent years in almost 
direct proportion to decreases of 
such traffic moving by rail. 

“From 1926 to 1960,” Ford said, 
“the percentage of automobiles 
transported by motor carriers has 
risen from approximately 20 per- 
cent to just over 90 percent, and 
the number carried by rail has de- 
creased from something over 72 per 
cent to less than 9 percent.” 

The company said the decline of 
rail participation in auto shipments 
has been “even more ominous” in 
recent years in the case of Ford. 

Summing up its position in a six- 
point conclusion—one which almost 
diametrically opposes that of the 
Teamsters Union and NATA—Ford 
laid before the ICC the following 
recommendations in determining 
the legality of rail rates on auto 
shipments: 

‘1. There is a need for these 
rail rates as an alternate means of 
transporting vehicles to the market. 

“2. The level of the rates has 
been shown to be reasonable and 
necessary in order to attract this 
business. 

“3. The use of rails in making 
these movements constitutes an 
economic use of the transporta- 

tion system best suited for these 

moves and is to be encouraged. 

“4. The rates in question give the 
rail carriers an opportunity to re- 
enter a field and to earn new rev- 
enues where formerly they were 
excluded from the enjoyment of 
this traffic almost entirely by the 
motor carrier industry. 

“5. The shipper needs and bene- 
fits by having an alternative and 
competitive method of transporta- 
tion in the movement of its pro- 
ducts to the markets. Not only does 
this have a salutary effect gen- 
erally on the rates of the carriers, 
but it gives the shipper a flexibility 
so necessary to its operations. 

“6. The rail rates here under 
review will redound ultimately to 
the benefit of the consuming pub- 
lic.” 
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TIME is the shape of the imported car market 


Circulation concentration in the top 100 counties for Of America’s 3,070 counties, only 100 ac- 


IMPORTED NEW CAR REGISTRATIONS SS a 
i RO ETE count for 56.7% of the nation’s imported 


Holiday 54.2% new car registrations. TIME delivers 58% 
AUS ECYC of its circulation in these areas—more 
Sports Illustrated 51.4% , 

EET A CT TOL than any other magazine over 500,000. 
REMC aeetsise7 Foreign car owners are the adventurous, 
SITES OT SE Sina in the prosperous, the trend-setting families. 
Look 43.7% Hee 

cc ee Seer ear ee TIME takes you inside their homes, makes 


Saturday Evening Post 42.3% them top customers for almost anything. 


All percentages based on R.L. Polk &Co. new-car registration data and latest available publishers’ 
reports. TIME (3/23/59) « Holiday (March 1957) « Life (10/26/59) « Sports Iliustrated (3/2/59) 


+ U.S. News & World Report (3/28/58) »* Newsweek (3/23/59) « Reader's Digest (April 1959) TIME TO REACH 2 550 000 TOP-OF-THE-MARKET FAMILIES 


¢ Look (3/18/59) + Better Homes & Gardens (April 1959) « Saturday Evening Post (3/14/59) 





Bendix Builds More Brakes 
for More Different Vehicles than 
any other manufacturer 



























You get the 
right answers 
from Bendix... 


Brake headquarters of the world! 





Whether you're designing a go-kart or the biggest highway 
hauler, it pays to put your braking problems up to Bendix. 
You benefit from the experience Bendix has accumulated 

in designing and producing more than 141,000,000 brakes to 
meet the needs of every kind of vehicle that rolls 

and must be stopped. 


Our current production schedules call for more 
than 400 different types of automotive brakes alone. 
Bendix® brakes also have wide application on machine 
tools and other industrial equipment. 


Whatever your braking problems, you get the right answers 
at Bendix, where we conduct the biggest brake research 

and testing program in the world. For an analysis of your 
needs, call, wire or write our Automotive Brake Department, 
Customer Applications Engineering, at South Bend, Indiana. 


- — 
$755 
awe awe = WRITE FOR FREE BENDIX BRAKE CATALOG! 

- we @ Brand-new 82-page design guide for brake engineers. Shows 
brakes for virtually all applications; discusses hydraulic, 
mechanical and band-disc types. Gives complete axle load 
ratings, torque capacities, installation data. Distills 40 
years of Bendix brake experience in logical, graphic presentation. 
Write to Bendix Products for your free copy today! 





" Sendlje7 Bendix bivisron South Bend, inp. 
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AUTOMOTIVE NEWS PLATFORM 

{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 





Air of Fear Unwarranted 
By Economic Facts 


a. other day we queried several hundred auto dealers 
in various parts of the country on the state of the auto 
industry and what could be done about it. 


One reply that was repeated by many: Tell President 
Kennedy to stop playing up the recession talk. 


This, of course, is something no party has a monopoly on. 
Now and then when he was president, Dwight D. Eisenhower 
would say something that could be translated: “Don’t buy 
automobiles.” 


Many people think that the auto industry is so strong that 
nothing hurts it. And nothing could be farther from the 
truth, for the new-car business is particularly sensitive to 
public attitude. 


The desire for a new car can be quickly dampened by 
uncertainty for the future. 


So, while we don’t think we should try to brush aside the 
unpleasant facts of life, neither should we play them up 
out of proportion. 


The danger is that, if we keep our eyes focused on the 
5,700,000 who are unemployed, we shall also make jobless 
some of the nearly 65,000,000 who are employed. 


An atmosphere of fear is not warranted by the economic 
facts. 





Coming 
Events 


% Evrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloy’. 

April 12—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. 

April 12-13— Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 
April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 
April 23-25—Arizona Automobile Dealers 

Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh, 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-16—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

May 18-20—Washington State Auto Dealers 
Assn., Davenport Hotel, Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 11-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N. Y. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 
N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


%& Feb. 17-25—Chicago Automobile Show, 
McCormick Place, Chicago. 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 1I1-18—Philadelphia Auto Show, Phila- 
delphia. 


General 


April 6-8—Northwest Automobile Dealers 
Parts & Service Managers Assn., Win- 
throp Hotel, Tacoma. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 

May 1417—39th Annual Convention and 
Show, Automotive Engine Rebuilders 
Assn., Fontainebleau Hotel, Miami Beach. 

Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 

%& Nov. 8-10—Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 
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"We wish to take advantage of your ‘come in and see 
how easy it is to own a new Zipmobile’ invitation.” 


Letterbox 
‘How Naive ? 


2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request, 


Plot Seen 

Discount buyers, I wonder how 
naive the manufacturers and AUTO- 
MOTIVE News think we, the dealers, 
are? 

In reference to Dearborn Ford 
Motor spokesman, I believe this 
gentleman where he says very few 
sales of automobiles are made di- 
rectly to discount houses. To this 
extent, Ford Motor Co. has done 
the worst violating of unethical 
practices imposed on the automo- 
tive retail industry. They sell these 
through discount houses or any 
other medium that they can use to 
force their merchandise onto the 
public and to the dealers. 

A franchise today means noth- 
ing, as any discount house can go 
to a Ford dealer, General Motors 
dealer, Rambler dealer and most 
of the Chrysler dealers, and buy 
a car from $25 to $50 up to $100 
over dealer’s cost, provided the 
car is registered direct from deal- 
er to final retail customer, 

In many cases, it can be bought 
without any strings attached. One 
party, I noticed, says he “saved 
$2,000 on a purchase of an Oldsmo- 
bile.” Either this party doesn’t 
know how much he saved or how 
much he paid for his car, and in 
many instances this is true. They 
actually pay more for these cars 
through discount deals than 
through a franchised dealer. 

I am sure that 75 percent of the 
automotive dealers do not condone 
Automotive News’ hush-hush and 
whitewashed attitude of discount 
selling, or the factories whitewash 
and cheap alibis of condoning such 


The Big Stories 


35 Years Ago—1926 


A new idea in the management of large corporations was intro- 
duced when two dealers were nominated for election to the board of 


directors of Dodge Bros., Inc, 


20 Years Ago—1941 


Under the automobile industry’s aid-to-defense program, Ford 
Motor Co. announced it had effected an 80 percent saving in nickel, 
50 percent in aluminum and 50 percent in zinc, three critical materials 
on which the government had placed priorities. 


10 Years Ago—1951 


Automobile and truck scrappage totalled 2,842,551 vehicles in 1950, 
an increase of nearly 50 percent above the 26 year average of 1,898,675. 








Address Editor, Automotive News, Detroit 7, Mich. 





practices, which they are all guilty 
of. 

If this is the trend of automotive 
industry, then the franchised dealer 
is on the way out and marketing 
centers of super-market type will 
be replacing the franchised dealer; 
and this may be the answer to mer- 
chandising new automobiles, be- 
cause a small dealer cannot con- 
tinue to operate under the present 
market status as it stands today. 

I firmly believe the factories are 
working towards this goal as a 
slow process of elimination through 
forcing dealers out through bank- 
ruptcy, leaving only a few rich ones 
in the game. 

I do not believe that discount 
selling can ever be controlled 
until the factories get more con- 
cerned with marketing and less 
concerned with production. 


When dealers are overloaded and 
overstocked and flooring costs 
mount and profits drop, there is no 
alternative but to dump this over- 
supply of cars to discount houses 
or any other method he can use to 
liquidate, in order to satisfy floor- 
ing company demands to pay- 
downs. The factory has been paid, 
so they do not worry about the 
dealer. 

General Motors advertise their 
most profitable year since 1955. 
How about their dealers? They 
have run their ’60 models and are 
still running them into the 1961 
market. I believe any company, if 
they carry the model two years and 
credit them all to one year’s sales, 
could increase their sales volume 
for that year by a large margin. 

No, I do not believe that the deal- 
ers are gullible enough to believe 
that the factories are not responsi- 
ble largely for the promotion of 
all the discount houses and uneth- 
ical marketing trends that are 
being fostered on both the public 
and the dealers of the United 
States—oO. L. Mappox (Chrysler- 
Plymouth-White-Autocar), Sidney, 
Neb. 

* * * 

Eprror’s Nore: Dealer Maddox 
draws some unwarranted conclu- 
sions. For the record, AUTOMOTIVE 
News believes the franchised 
dealer is essential to distribution 
of cars and trucks. Rather than to 
whitewash discount-house opera- 
tions, we sought to expose to the 

(Continued on Page 20, Col. 1) 
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REPORT TO FORD DEALERS 


_ As on TV—Tennessee Ernie Ford points out 
quality extras that clinch extra Ford sales 










1. Some ’61 cars have three-piece bumpers. But 
they’re not as strong as the one-piece bumpers 
you have on the ’61 Ford...front and rear. 


%. 


— 





oe 


de 


3. Open Ford’s trunk and let your prospects run a 
hand over the inside. There’s a lining to protect 
luggage, not just a plastic coating. And the floor 
is flat to make packing easy. 





5. Open the door, too, and rap on the inside of the 
roof. Invite prospects to do the same. Under the 
headlining, they’ll feel Ford’s thick insulation, 
not just bare metal. 









2. This Center-Fill fueling is another superiority 
you can point out when comparing the ’61 Ford 
to other low-priced cars. It keeps gas from 
spilling on the rear fender. 





4. While you’re comparing, draw attention to the 
rear windows. On Ford, they roll all the way 
down, a real convenience. On some cars, even 
today, they roll only part way down. 


Blame il pelenam ciel ion 
TO TAKE CARE OF ITSELF 





6. And always stress Ford’s “‘takes-care-of-itself”’ 
features: 30,000-mile lubrications, 4,000-mile oil 
changes, self-adjusting brakes, etc. Ford is 
beautifully built for selling! 


FORD DIVISION backs you best 


Ford Motor Company, 
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A Saab Promotion— 
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How They're Pushing Sales... 


Dealer Ad Ideas 





Easter Bunnies for All 
OHN GIMMA CHRYSLER, New 
Orleans, ran a series of teaser 
ads leading up to an Easter pro- 
motion. The ads noted that 1,000 
live rabbits, 10 United States Sav- 
ings Bonds, candy and prizes will 
be given away Easter Sunday. 

The firm will place Easter eggs, 
with a name of a prize attached 
to each, in the showroom and the 
service and parts departments. 
Every child who visits the dealer- 
ship with his parents on Easter 
Sunday will receive an Easter 
bunny. 

* * * 


Wanted: Cautious Driver 


EMBERS of the Elkhart (Ind.) 
Auto Dealers Assn. used a 
newspaper ad to promote safety for 


In near zero temperature, four Boston models showed next summer's swimwear| children by drivers. The ad was de- 


to a surprised crowd of skiers at the Mt. Snow (Vt.) heated outdoor pool. Stunt was 
sponsored by Saab Motors, Inc., to prove car's go-in-snow claim. To reach poolside, 
models had to drive on top of eight feet of snow. To call attention to the car, they 
strapped water skis on ski rack. 


signed as a “wanted” poster, carry- 
ing the fingerprints and picture of 
a boy with a toy gun. 

“Wanted, alive by you, me and 


THE 
DOOR IS 
CLOSING 


Soon, it will not be 
possible for dealers to 
enroll in the 
NADA Executive Group 
Life Insurance Program 
without physical 
examinations. 


ba 





CONSIDER AGAIN THE FEATURES: 


@ low cost group insurance for dealers and 
their key employees 

@ no physical examinations regardless of age 

@ tax deductible, in most instances 


The door will remain open only a short time 
longer. Now is the time for dealers to enroll 
to provide added protection for themselves 
and for their key employees. 


Remember, when you gamble on insurance 
protection ... you don’t lose; your widow and 
your children lose! 


NATIONAL AUTOMOBILE 


EAL \ 
D ERS ASSOCIATION  \+Nidapelay’ 


\SSeciat'® 








e 
their key employees 


Clip and mail 


Fae ne ee ne eee ere 


NADA Insurance Trust 
2000 K Street, N.W. 
Washington 6, D.C. 


Send complete information to: 


NAME 


DEALERSHIP. 





optional modes of settlement and flexibility 
as to payment of premiums 


added insurance protection for dealers and 


l 

|Crockett Rifle. In his pocket may 
| be found a penny, a rubber ball, an 
|old flashlight battery. 

“Approach with caution: If seen 
from moving vehicle at 40 mph, 
allow at least 125 feet to stop... 
311 feet on ice or snow. While 
driving, keep your eyes moving, aim 
all automobile drivers,” the caption] high in steering, see the big pic- 
said. Details read: |ture, leave yourself an out and 

“Age; 5 to 10 years old (more or| make sure he sees you, Hopefully, 
less). Height: Comes in an assort-|Mom and Dad.” 
ment of sizes. Eyes: Brown, blue * *  & 
hazel or green. Names and alias:| 7: . 

Toby, Chuckie, Paul, Tom, Al, Billy, “'veaway Promotion 

Joe, Dickie and perhaps using many| J AMAR HORNE, general man- 
others. General habits: Dashes|*~ ager of Russ Bramblet Ford, 
across street without looking. Often | Atlanta, has worked out a new pro- 
runs between parked cars. Rides| motion plan. Newspaper ads invited 
bicycle in unstable manner across|readers to visit the showroom in 
alley entrances, up and down nar-| February and participate in a draw- 
row streets. Does not signal inten-|ing for $100 worth of groceries. 
tions or warns you of his presence.| The drawing was held the last day 
Depends on motorists to watch out| of the month, 

for him. Harold Smoot, sales manager, 

“This boy is wanted: At school| says, “This has been a very success- 
for questioning in the proper use| ful way to build floor traffic. Our 
of the ABCs and to learn the mean-|March ads ask people to register 
ing of the word safety. He is want-|here for $100 worth of free lawn 
ed at home to run errands, to pick|/ and gardening equipment. When 
up clothing and toys scattered | they register, they must deposit the 
about, to watch Lassie on TV. Most/| ticket stub at the cashier’s window 
of all this boy is wanted for love. |in our service department. The 

“Be careful: He may be armed drawing will be held March 31. 
with a water pistol or Davy “The registration stubs also build 
a fine list of contacts for new-car 
|sales. The half of the ticket left 
with us gives name, address, tele- 
phone number, plus the type, make 
and year of their car. A very up-to- 
date list. We will probably continue 
this plan with a new type of give- 
away in April.” 

* * ok 


Two Debuts, One Party 


se first showing of the new 
Rambler American convertible 
in Las Vegas, Nev., was a feature 
of the grand opening of Bidulph 
Rambler, 1715 Fremont. 

An organist provided musical en- 
tertainment for guests attending 
the opening celebration, 

* * * 


Atwood Cites Engineers 
TWOOD CHEVROLET  CO,, 
Vicksburg, Miss., paid tribute 

to the city’s 375 engineers in an 

ad in the Vicksburg Post in observ- 
ance of National Engineers Week. 

The ad said in part: “May we 
pay tribute to the thinking men 
who individually manufacture and 
deliver the one product that affects 
us all so vitally—progress.” 

a * * 


Small Billboard 
Used to Plug 
Small Autos 


DEALER who starts small 

needs to use advertising adapt- 
ed to his own size, according to 
Aubrey Orval & Mac (Rambler), 
Houston, The dealership has used 
junior-size billboards for six years 
to draw attention to the firm and 
to the make of cars it sells. 

Not long ago, a special teaser 
campaign contributed so much to 
additional sales, according to 
G. W. McCarter, owner, that he 
won a sales contest and a trip to 
France. 

The junior billboards displayed 
just three letters—A, O and M—on 
a background of orange, yellow and 
brown. They remained up for three 
weeks in 60 locations. Milton Pop- 
kin, head of Popkin Ad-ver-tis-er, 
the billboard firm, said motorists 
began calling his office to find out 
what the letters meant, but Popkin 
didn’t Iet on. 

At the end of the teaser period, 
the billboard firm added the iden- 
tifying information to the posters— 
a line across the top naming the 
firm as Aubrey Orval & Mac. 
Words in the center carried a sales 
message (Always Offer More) and 
a bottom line tied the firm to Ram- 
bler sales. It was a compact theme, 
advertised on the compact medium 
of junior billboards. 

Sales shot up, McCarter reported 
to Popkin, Of the eight Rambler 
dealers in metropolitan Houston at 
that time, Aubrey Orval & Mac be- 
came the No. 1 outlet. 

This was reflected in the followup 
poster on the same theme, carry- 
ing the line across the bottom, 









STREET AND NUMBER. 


CITY-STATE 


(ee ee ee ee ee ee ee ee ee ee 


“Still Houston’s No. 1 Rambler 
Dealer.” 

Because the firm also became the 
No. 1 dealer in Rambler’s Southern 
zone, McCarter won a trip to Eu- 
| rope. 





———————— 
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Mercedes Rises to Fourth Place .. . 





VW Tops All in Sales Per Dealer 


By John K. Teahen Jr. 
Associate Editor 
A SPARKLING performance by 
Volkswagen enlivened an other- 
wise dreary 12 months in the im- 
ported-car sales-per-dealer column 
last year. 

VW compiled an average of 307 
sales per franchise in 1960, far and 
away the best record achieved by 
any make—imported or domestic in 
recent years. 

By comparison, Ford and Chev- 
rolet, the domestic leaders, ac- 
counted for 240 and 210 sales 
per dealer, respectively, last year. 
It was no contest from a volume 
standpoint, of course. Chevrolet 
outsold VW by a 10 to 1 margin, 
and Ford had a 9 to 1 edge over 
the German import. 

Volkswagen registered 159,995 
cars in 1960. It started the year 
with 470 dealers, climbed to 502 
on July 1 and finished with 569 re- 
tailers. In 1959, VW moved 120,442 
new cars, an average of 285 per 
dealer. 

























tribution is controlled by a United 
States manufacturer.) 
* + bd 


fourth place to sixth; Simca fell 
from sixth to 10th, and Taunus 
dipped from ninth to 12th. Opel, 
Vauxhall 
lost ground. DKW showed a slight 
year-to-year rise, but this line did 
not assume a captive role until 
midway in 1959. 

Among the independents, Hill- 
man suffered the biggest loss, 
skidding from seventh to 15th 
place. 

Three makes dropped out of the 
Top Twenty in sales per dealer last 
year. They were Borgward, Opel 
and Singer. Replacing them were 
Citroen and Lloyd. (Because of a 
tie, there were 21 nameplates on 
the select list in 1959.) 

* * * 

7. AvuToMoTIVE News analysis 

covered 54 imported makes and 
found that only six of them aver- 
aged more than 30 sales per fran- 
chise in 1960. They were Volks- 
wagen, Renault, Fiat, Mercedes- 
Benz, Volvo and English Ford. 


Eight others averaged between 20 


Ford Tractor 
Steps Up Output 
Of 3 New Units 


DETROIT. — The exacting de- 
mands of industrial operations and 
the growth potential for special pur- 
pose materials handling and earth- 
moving equipment have led to a 
broadening of Ford Motor Co.’s 
line of four-wheel tractors and spe- 
cial tractor- mounted _ industrial 
equipment, according to Merritt D. 
Hill, general manager of the Trac- 
tor and Implement Division, 


Two new series of industrial 
tractors—the 2000 and 4000—and a 
new front-mounted loader went into 
volume production at Ford’s High- 
land Park (Mich.) tractor plant and 
Des Moines implement plant about 
three months ago, and now are be- 


* * * 


geotagged was a distant second 
with 79 sales per dealer last 
year, and Fiat was third with 44. 
They held the same spots in 1959, 
but Renault averaged 116 cars that 
year, and Fiat accounted for 90. 

Fifth-place Volvo was the only 
other nameplate in the Top Twenty 
to retain its 1959 ranking. Volvo 
averaged 39 sales per franchise in 
1960, compared with 57 a year 
earlier. 

Mercedes-Benz captured fourth 
position last season with 41 sales 
per dealer. In 1959, M-B was 
eighth with a 36-car average. 

Also moving up appreciably in 
the standings were Saab, which 

climbed from 11th to seventh, and 
Austin-Healey, which jumped from 
14th to a tie for eighth. 

Mercedes was the only captive 
import to win a higher niche in 

* * * 





Sales Per Dealer: 
Imported Cars 


How imported-car dealers fared in sales 
per franchise, 1960 vs. 1959: 


= Model oa. ing stecked by dealers of Ford trac- 
1—307 Volkswagen 285— 1 | tors and implements throughout the 
2— 79 Renault 116— 2 | country, Hill said. 
3— 44 Fiat 90— 3 L. E. Dearborn, general sales 
4— 41 Mercedes-Benz 36— 8 | Manager, said the tractors in both 
5— 39 Volvo 57— 5 | series have many new features in 
6— 34 English Ford 64— 4 |common, outstanding of which are 
7— 28 Saab 32—11 |a cast steel one-piece front axle 
8— 27 Austin-Healey 26—14 |rated at 5,000 pounds capacity, 
9— 27 Triumph 38—10 | power steering, foot throttle, com- 
10— 25 Simca 50— 6 | fort seat, and rugged rear axles. 
1l— 24 Peugeot 28—12 | Both also use Ford’s “Red Tiger” 
12— 23 Taunus 35— 9 |four-cylinder, in-line, overhead- 
13— 22 MG 28—12 | valve engines and are available 
14— 21 Porsche 20—16 | with diesel, gasoline, and LP-gas 
15— 19 Hillman 38— 7 |fuel options. There also are four 
16— 18 Morris 23—15 | transmission options. 
17— 16 DKW 15—18 The industrial loader, designated 
18— 15 Citroen * |the 720, has a 2,000-pound lift ca- 
18— 15 Jaguar 14—209 | pacity and 4,000-pound breakaway 
18— 15 Lloyd * |capacity, Dearborn said, and is 
* Borgward 16—17 | recommended for installation on the 
* Opel 15—18 | 4000 series tractors. 
* Singer 14—20 eaten nent near meer 

Don’t miss the Auto Dealer Changes col- 


*—Not in Top Twenty. umns, They’ll keep you abreast of what 


is happening in the field. 





New VW Deal in Oregon— 

Peter-Paul Motors is the new Volkswagen dealership in Gladstone, Ore. The dealer- 
ship, including the 10,000-square-foot building, represents a $200,000 investment by 
the owners, Peter Whittlesey and Paul Koch. From left, Koch, Whittlesey and Gil 
Staender, salesman, watch workmen install the firm's new sign. 


the sales-per-dealer lineup. (A cap- 
tive import is a make whose dis- 


| peor age FORD dropped from 


and Metropolitan also 





and 30 sales: Saab, Austin-Healey, 
Triumph, Simca, Peugeot, Taunus, 
MG and Porsche. 

Thus, 40 makes accounted for 
fewer than 20 sales per franchise 
last year. There were 21 makes 
which registered six to 19 new 
cars per outlet, and 19 which 
totalled five or less. 


Only 21 of the 54 makes (the Top 
Twenty plus Ferrari) were able to 
average one sale per dealer per 
month, or 12 sales for the year. 

The figures emphasize the neces- 
sity of dualling in the imported-car 
field and explain why many dealers 
have half-a-dozen or more makes 
in the showroom. 

* *” ~ 
Co handling the four 

British Motor Corp. lines had 
an average of 75 sales from their 
Austin, Austin-Healey, MG and 
Morris models, while a Renault- 
Peugeot dual was worth 103 — 79 
Renaults and 24 Peugeots. 

In a class by themselves are 
the 150 establishments that handle 
Volkswagen and Porsche. Those 
dealerships averaged 328 sales 
last year. 

Some of the low-volume imports 
also are excellent partners from a 
dualling standpoint. Rolls-Royce 
and Bentley, which always are 
combined with a domestic make or 
other imports, averaged 10 sales 
per dealer in 1960. 

But each of those sales brought 
in $15,000 or more, and each in- 
cluded a healthy profit for the 
dealer. As one observer phrased it, 
“Who would have the gall to ask 


for a discount on a Rolls or a 


Bentley ?” 


1.8 Million Impor 


ONSTANT enlargement of the 

potential for service, parts and 
tradein sales in the imported-car 
field is apparent as the number of 
imported cars on the nation’s high- 
ways continues to grow. 

According to Automotive News’ 
estimates, there were 1,859,859 
imported postwar autos in opera- 
tion in the United States as of 
Jan. 1. 

A year ago, imports in operation 
totalled an estimated 1,422,163. As 
recently as July 1, 1958, there were 
only 696,855 imports on the road. 

Net gain in imports in operation 
during 1960 amounted to 30.78 per- 
cent. In the previous year, the 
number of imports on the road in- 
creased 66.74 percent over the Jan. 
1, 1959, total of 852,909. 

* * * 


F THE total imports in opera- 

tion, nearly 42 percent — or 
more than 777,000 — are more than 
two years old. This age classifica- 
tion, of course, is where the parts 
and service begins to grow. A year 
ago, fewer than a half-million im- 
ports were in this category. 

A year from now, more than 
1% million imports will be more 
than two years old. From this, 
it would appear that service busi- 
ness in the import field has 
barely been scratched. 

The real gain in service, parts 


Bridge, Canada Ford V-P, 


Retiring After 40 Years 
TORONTO.—A 40-year career in 

the auto industry will end Friday 

(March 31) with the retirement of 


>|Robert S. Bridge, manufacturing 


vice-president of Ford Motor Co. of 
Canada, Ltd. 

Bridge joined Ford of Canada in 
1946 and served with the company 
during the greatest period of its 
modern expansion. After Bridge’s 
retirement, A. C. Moore will con- 
tinue as general manufacturing 
manager. Bridge was associated 
with General Motors from 1922 to 
1925 and with Chrysler Corp. from 
1925 to 1946. 


Davis Leaves $304,043 


DAYTON.—The estate of John S. 
Davis, former treasurer of Davis 
Buick Co. has been valued at $304,- 
043 in probate court here. Mr. Davis, 
who died last December, had oil 
and real estate interests in addition 
to his interest in the auto dealer- 
ship. 





Imported Cars in Operation 
By Model Year 


(As of Jan. 1, 1961) 
1960 1959 1958 1957 
1,545 2,019 1,868 890 
4,898 4,295 1,576 1,536 

16,119 15,003 5,041 2,867 
1,037 2,465 3,075 2,987 
4,527 7,371 6,110 
2,459 


2,296 

1,250 958 
2,172 2,170 
23,166 40,984 
20,289 36,938 
1,174 3,312 
26,496 
5,654 
829 

2,154 
13,334 
13,873 
17,080 
14,525 
3,049 
38,096 
465 

11,963 
3,080 
87,196 
372 

297 

4,485 
33,990 
1,179 
688 

1,903 
6,349 
875 

22,010 
22,009 
460 

116,546 
17,924 


1956 
279 
960 

2,438 

56 


3,213 


Mercedes-Benz ..... 
Metropolitan 





65,891 
6,175 


Volkswagen 
Volvo 
Miscellaneous 


12,878 


495,119 587,627 356,762 190,796 88,290 141,265 1,859,859 
© 1961, Automotive News 
* 


* * * 
& o 
sin Use in U.S. 
were 1960 models, 587,627 were ’59s, 
356,762 were ’58s, 190,796 were ’57s, 
88,290 were ’56s and 141,265 were 
older units, ’55s through ’46s. 

Over this period of time, ac- 
cording to figures compiled by 
the United States Department of 
Commerce, a total of 2,227,341 
new and used cars were imported 
into the U. S. Of this number, 
2,147,670 were new and 79,671 
were used. 

A total of 83.50 percent of these 
cars are still in use. A year ago, 
with 1,422,163 cars in use out of 
the 1,756,469 that had been im- 
ported by that time, 80.97 percent 
; of those brought in were still on the 

: highway. 

Erie Forge & Steel Buys In the above compilations, “model 
Continental Rubber Works year” is equated to calendar year, 

ERIE, Pa.— Continental Rubber| since few imports operate on a 
Works has been acquired by Erie| model year comparable to that in 
Forge & Steel Corp. as part of the|the domestic industry.. 
latter’s diversification program, ac- Automotive News’ estimates on 
cording to H. C. Lackey, Erie|the number of imports in opera- 
Forge president. tion are based on Department of 

Continental, which produces/Commerce statistics, reports from 
molded extruded rubber goods,|factory branches, distributors and 
wrapped hose and related products,|other informed industry sources 
will be operated as an Erie Forge|and previously published bootleg- 
subsidiary, Lackey said. ging estimates. 











and tradein potential comes among 
the imports that are ’57 models 
and older. As of Jan. 1, there were 
420,351 imports in this age group. 
A year earlier, there were only 
252,742 imports of this vintage. 

But a year hence, there will be 
approximately three-quarters of a 
million imports in this age group 
(58 or older, then). 

In other words, the hottest area 
for potential import shop and show- 
room business just about doubles 
with every year that passes. 

* * * 


F ALL imported autos on the 
road at the census date, 495,119 





Saab Servicemen Attend Champion Clinic— 


Champion Spark Plug Co., Toledo, played host recently to a group representing the 
service department of Saab Motors, Inc. Third from left is Larry Koles, Champion 
regional technical service manager. Also shown in the photo, from left, are Saab staff . 
members Charles Higgens; Thomas Murphy, assistant service manager; Donald Glover; 
Robert Wehman, service manager; Kenneth Gates; Shawn Irwin; Ted Lewis, and Ted 
Verstappen. The group is shown boarding Champion's plane in Boston prior to their 
flight to Champion's service school in Toledo. 









In the Letterbox 
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view of the industry facts about 

them and viewpoints toward them. 
ok + * 

Story on Levelizers Disputed 


I noticed in your Jan. 30 issue, 
in an article entitled ‘Makers drive 
hard for good, low-cost leveling 
devices,” the statement that “two 
foreign cars now have what might 
be termed semiautomatic levelizers, 
meaning units which may be turned 
on by the driver whenever there’s 
a load in the vehicle’s rear end. 

“These are the Citroen DS-19 
and the ID-19, which have an air- 
oil suspension, and the Mercedes 
300-D, a $10,000 vehicle with in- 
dependent rear suspension.” ~ 

Perhaps my personal car, a 1960 
Citroen ID-19 igs not representative, 
but the leveling feature of the sus- 
pension has always been fully auto- 
matic. It has been my understand- 
ing that all Citreon ID-19s and DS- 
19s ever made have been the same. 

The overall height control is ad- 
justable from the driver’s seat, but 


the car always compensates for 
fore-and-aft loading automatically 
at any ground-clearance setting 
that has been selected, 

To my knowledge there is no way 
that the driver can level this car by 
direct control short of disassembly 
of the leveler linkage. 

Although I am not personally 
familiar with the Mercedes 300-D, 
I was under the impression that 
this system of an electrically pre- 
loaded auxiliary torsion bar was 
also completely automatic in 
that the fore-aft loading actuated 
the switch which turned on the 
motor to preload the leveler bar. 
If I am correct, this system, too, 

is completely out of the direct con- 
trol of the driver and therefore 
fully automatic. 

Your statement also implies that 
the two Citroens are in the $10,000 
class of the Mercedes 300 and there- 
fore far out of the price class of 
the majority of domestic cars. 

Nothing could be further from 


the truth. The ID-19 Deluxe delivers 
in the middle $2,000 range port of 
entry, and the DS-19 is slightly 
over $3,000 P.O.E. 

These prices include the air-oil 
suspension with levelizer, heater 
and disc brakes. The DS-19 prices 
also include power steering, power 
brakes and a semiautomatic trans- 
mission. 

The Citroens, of course, have in- 
dependent rear suspension also, a 
fact which ig completely irrelevant 
to the use of an automatic leveler. 
I am sure that you do not intention- 
ally want to mislead your readers, 
so I thought I would bring this cor- 
rection to your attention.—CHARLES 
J. Cottins, Route 1, Box 212, Rock- 
ville, Va. 

* * * 


Where’s the Rambler? 


In reading the March 6 issue of 
AUTOMOTIVE News, with reference to 
the entries in the Mobilgas Econ- 
omy Run, Rambler is conspicuous 
by its absence. I’m sure that we 
aren’t the only ones who are con- 
scious of the fact that the Rambler 
entered only two Rambler American 
Customs, omitting their most popu- 
lar selling car, the Classic, along 
with their Ambassador series. 


There is no doubt in anyone’s 





“By golly, your deal does sound 


better ... I’ll be right over.” 





mind that the big-motored, small 
American will do very well in the 
Economy Run, Then American Mo- 
tors will come up with the banner 
headline, “Rambler Wins Mobilgas 
Economy Run,” and you will have 
to dig deep into the copy to find 
that these cars were the lower vol- 
ume American and nowhere will 
you find that they didn’t pit the 








Some tires 
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don’t need 


2 CES 


to be nylon—yours do! 











Our young friend above is partial to tires—any tires. But on the highway—where safety 
is the prime consideration—only the best will do. And nylon cord tires deliver the 
maximum in durability, safety and blow-out protection. Why? Because nylon’s superior 
resistance to major causes of tire damage —flex breaks, heat, moisture — means tires 
better conditioned to withstand the grueling effects of repeated road impacts. For safer, 
longer-wearing tires, the answer is in cords of Allied Chemical’s Golden Caprolan® nylon. 


X 





Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y. 
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Classic against the competition they 
have. 

Although this couldn’t be used as 
a complaint to the Better Business 
Bureau, it must prey on the con- 
science of a deeply religious man 
such as the president of American 
Motors, George Romney, to lead the 
American consumer into this pit 
fall. 

Let’s face facts. The Rambler 
Classic will not give as good gas 
mileage as the Lark V-8, which the 
past two Mobilgas Economy Runs 
proved. 

We don’t have an axe to grind, 
but believe such tactics are mis- 
leading the motoring public. I can 
certainly see where American Mo- 
tors can afford to give U. S. Sav- 
ings Bonds to its buyers when the 
base price of a Rambler Classic 
Custom Sedan is $258 higher than 
a Lark Regal sedan. And, to top 
this off, Rambler doesn’t even put 
foam cushions in the back seat of 
this model anymore. 

Also conspicuous by its absence 
in the Pure Oil Economy Run was 
the Rambler Classic. As one grand 
old American said: “You can fool 
all of the people some of the time, 
and some of the people all of the 
time, but you can’t fool all of the 
people all of the time.”—E. Steve 
LeFevre, LeFevre Motor Co. (Stude- 
baker, Brookings, S. D. 

Eprror’s Note: The above letter 
was written before American Mo- 
tors withdrew the American Cus- 
toms. 





* * * 


Smaller Compact Wanted 

I would like some information 
about the possibilities of a small 
(Metropolitan to Simca size) Ameri- 
can car with automatic transmission 
and possibly power steering coming 
out in the near future. 

I am a small woman who needs 
a second car for local shopping and 
errands. None of our compacts are 
|comfortable enough (driver’s seat 
slopes too much, should be higher 
and the back straighter and seat 
not as deep—more like those on 
trucks or some station wagons) and 
all are too large. 

If, as far as you know, nothing 
along these lines is coming out soon. 
I'll have to buy a current compact 
but T’ll not be happy with it.— 
Mrs. D. MELLON, 1063% S. Sycamore, 
Los Angeles 19, Calif. 

* * * 
Packard Passion 


At the suggestion of Studebaker- 
Packard Corp., I am writing to as- 
certain if there is a Packard Auto- 
mobile Club.—Epwarp F.. Bruce, 1091 
Dunbar Ave., Columbus, Ga. 

Epitor’s Note: Anyone know? 
* 


* * 
Safety Slogan 
Because more automotive readers 
will find it here (including the Na- 
tional Safety Council), may I pre- 
sent this admonition to encourage 
highway safety. Read this by com- 
bining NOT EVEN or EVEN 
| MONEY, take your choice. 
DRIVE SAFELY, THE ODDS 
ON YOUR LIFE 
IS NOT EVEN MONEY! 
The noun, “odds,” both singular 
and plural, is correctly used here. 
I was sure, but I looked it up.— 
Erwin L. Scuwatt, Atlantic City. 
* * * 


Likes Fitz 

When can we expect to hear 
again from John T. Fitzgibbons? I 
have read many aarticles, letters, 
etc., in various trade papers over 
the years, but have never seen any- 
thing equal to his letters, either in 
content or the style in which he 
writes. How about a letter a month? 
—JosePpH M. Benson, parts man- 
ager, Nickey Chevrolet, Chicago. 
Us. 





* * * 


Letter Draws Rebuke 


I have just read the autobiog- 
raphy entitled “I Love Me,” writ- 
ten by a John T. Fitzgibbons, in 
your Feb. 20 Letterbox. 

Why not recommend this gent 
to J. F.. Kennedy as his personal 
adviser as all the heads of indus- 
try seem to be donkey asses except 
Mr. Fitzgibbons, even those men 
who designed and built the cars 
that made money for him. 

Articles such as his are nau- 
seating! Why clutter up a fine pub- 
lication with such stuff?—-STewartT 
W. Monroe. 

Eprror’s Note: Writer of the 
above letter is a former general 
sales manager of Chrysler Divi- 
sion. 
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LOOK INTO THE OUTSTANDING 
PROFIT OPPORTUNITY OF Gt 


THE TOYOTA LINE OF FINE CARS 


Check this line up. Toyopet TIARA, the biggest 
little economy car in America—4-door sedan, 
2-door station wagon and 2-door pick-up mod- 
els. And Toyota LAND CRUISER, the most pow- 
erful, all purpose 4-wheel drive vehicle in the 
world! —hardtop and soft tops. Toyota dealers 
get 'em all and sell 'em all—at a nice fat profit. 


WHAT’S SO SPECIAL ABOUT THE NEW TIARA ? 





Plenty. Look at Tiara’s styling. It’s the only im- 
port designed for American freeways, thruways, 
turnpikes...and our ideas of comfort. Crisp, 
sculptured lines and smart 2-tone nylon and 
vinyl interiors. Try it out for performance —the 
Tiara’s 75 HP engine gives it more power than 
the other two leading imports combined. Check 
the gas mileage...the Tiara gives up to 36 
MPG. Finally, the customers will go for the price 
—only $1613 POE. Add up all the extras, like 
the push-button controls, 16.5 cu. ft. of usable 
trunk space, and back-up lights and you’ll know 
there’s profit for you in the Tiara for '61! 


WHAT'S SO SPECIAL ABOUT THE LAND CRUISER? 


5 








Ask a sportsman, contractor, rancher—any man 
who needs to go on when the roads run out! He 
needs a 4-wheel drive vehicle that’s built with 
beef, brawn and muscle. And that’s what the 
Land Cruiser’s got. Its 135 HP, ruggedly built, 
6-cylinder engine flattens steep 54 % grades. Its 
sturdy 6-speed transmission converts all those 
extra horses into usable power for heavy haul- 
ing or high speeds. Check the price of the Land 
Cruiser. It’s right! 


WHAT’S SO SPECIAL ABOUTA TOYOTA FRANCHISE? 


Toyota distributes its own cars—through regional 
offices throughout the United States. This gives 
Toyota dealers swifter communications with the 
factory, faster delivery, and direct contact saves 
you money. Toyota supports its dealers with 
national, regional and local-tagged advertising. It 
provides service instruction and free parts manu- 





als; free promotional materials and sales aids and 


much, much more. 


Get with Toyota! It’s the import car 
franchise with the biggest profit 
potential for 61 


TOYOTA 


MOTOR DISTRIBUTORS, INC. 


8701 Beverly Boulevard, Los Angeles 48, California 
231 Johnson Ave., Newark 8, New Jersey 












AMBRO AUTOMOTIVE CORP., 

United States importer of Brit- 
ish Motor Corp. cars, has reiterated 
plans to concentrate merchandising 
efforts on sports cars and small 
economy sedans in 1961. 

C. A. Haigh, sales manager, said 
“Detroit compacts have had little 
or no effect on the sales of sports 
cars. We intend, therefore, to 
strengthen our position in this field 
where competition from domestic 
manufacturers does not exist.” 

Sports car models made by BMC 
and marketed in America by Ham- 
bro are the MG, Austin marae and 
Sprite. 

Total number of sports cars ‘regie- 
tered in the U. S. from January 
through November, 1960, was 52,210, 
Haigh said, and of these 27,963 were 
BMC products, a 53.6 percent share 
of the entire market. 

“By devoting most of our adver- 
tising and promotiona] efforts on 
five automobiles instead of 10, we 


Hambro Accents Sports Cars .. . 


Import-Car News Notes 
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will build our sales volume with 
cars that Detroit does not provide,” 
he said. “We do not want to com- 
pete with American manufacturers, 
we merely want to supplement their 
production.” 

* * * 


Porsche 


é ees European firms with a com- 
bined history of more than 150 
years have begun building bodies 
for Porsche. They are D’leteren 
Freres, Brussels, Belgium, and Kar- 
mann, Osnabrueck, West Germany. 
When both firms are in full produc- 
tion, Porsche output will rise from 
31 cars to 50 cars daily. 

D’leteren Freres, a 100-year-old 
company, will produce 10 Porsche 
roadster bodies daily and will as- 
semble the cars at their plant in 
Belgium. Karmann will build 15 
Porsche bodies daily and ship 
them to Stuttgart for final as- 
sembly at the Porsche factory. 

The backbone of Porsche produc- 

tion will be continued by the West 





German firm of Reutter, which will 
go on making 25 cars daily. In the 
new production organization the 
firm of Drauz, in Heilbronn, West 
Germany, will be omitted as a sup- 
plier of Porsche roadsters because 
of a labor shortage. 

* * 


Austin Taxi 


AN AUSTIN cab has been placed 
in service in Montreal, complete 
with traditional baggage space be- 
side the driver, a glass partition 
which “isolates” passengers from 
the cabbie and the old-style floor 
gear-shift. 

The black, trunkless taxi is owned 
by Westmount Taxi Inc., and is the 
only one in Montreal area, although 
there are quite a few in other parts 
of Canada. 

It carries seven passengers com- 
fortably. 

A spokesman of the company 
said that the diesel engine “is the 
vehicle’s greatest advantage over 
North American cabs,” pointing 
out that “the cost of fuel is one- 
third that of a regular taxi.” 

Westmount spokesmen said that 
other taxi companies in Montreal 
have expressed interest in the ve- 
hicle and may begin buying them. 
The cost, he said, is about $1,000 
higher than the lowest-priced Cana- 
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Here is high-fidelity FM radio listening at its best. Now 
you can cash in on this most wanted feature. Granco FM 
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dian sedan, “but the thing will last 
for years and years.’ 

He said that he expects at least 10 
years’ use from the vehicle. 

+ * * 
Triumph 
ITING government figures show- 
ing that record ’60 exports from 

the United States to Great Britain 
topped imports by 36 percent, Alan 
F. Bethel, presi- 
dent, Standard- 
Triumph Motor 
Co., Inc., endorsed 
President Ken- 
nedy’s appeal for 
caution against 
import boycotts. 

The President 
said such _ boy- 
cotts could open 
the way to coun- 
te Ac ti¢-n 
abroad that 


Alan F. Bethel 
could have a negative effect on the 
American economy. 

Bethel said many products ex- 
ported in ’60 were ordered by the 
British auto industry from United 


These include dies, 
tire-building machinery, stainless 
cold rolled steel sheets, spray- 
painting equipments, bolts, screws, 
nuts and rivets. 

“Therefore, any plan to help the 
American economy by curtailing 
the import of British cars,” he said, 
“would probably have the reverse 
effect. It would reduce the demand 
for American-made materials and 
components for cars. Ee 


Auto U nion-DK W 


UTO UNION-DKW cars won 

first and second place in their 
class at the Auto Cross event dur- 
ing the Auto Cross and Ice Racing 
Rally, Franconia, N. H., J. Bruce 
McWilliams, Mercedes-Benz Sales, 
Ine., sales vice-president, an- 
nounced. 

The rally is held each winter 
under the sponsorship of the New 
England region of the Sport Car 
Club of America. The Auto Cross 
is run over a circuit on frozen 
Dodge Pond at Franconia. The cars 
had standard tires and were not 
specially equipped. 

* * 


States plants. 


* 
Jaguar 
HARLES H. HORNBURG JR., 
Jaguar distributor, has report- 
ed that in California, Jaguar had 
the biggest sales month (December) 
for the entire year, and ended in 
eighth place among 57 various im- 
ports sold. 

He also said that in Los Angeles 
in December, Jaguar was in third 
spot among the imports. Volks- 
wagen was first, followed by NSU, 
which was having an importer’s 
warehouse sale at “cost” prices 
($995). 

ck * * 


British Imports 


eames 1960 car imports brought 
Canada’s leading seaports $10,- 
000,000 in harbor dues and long- 
shoremen’s wages, a British Motor 
Industry exhibit pointed out to 
visitors to the recent Canadian Na- 
tional Sportsmen’s Show in Toronto. 

The exhibit was sponsored by 10 
Canadian subsidiaries of British 
automotive companies which pro- 
duced over 60 percent of the more 
than 130,000 cars unloaded at sea- 
ports in 1960. 


The exhibit showed how car im-|% 


ports contribute to Canadian em- 
ployment on the docks and high- 
ways, in automotive sales and serv- 
ice work and in the export indus- 
tries. 

ok o* oe 


Henschel 


ENSCHEL-WERKE, GmbH, 

Kassel, West Germany, an- 
nounced that it produced 60 percent 
more trucks last year than in 1959 
and 120 percent more than in 1958. 
Sales totalled $100 million in 1960, 
compared with $62.4 million in 1959 
and $46.3 million in 1958. 

In addition to trucks, Henschel’s 
products include generators, road- 
building and construction machin- 
ery, marine diesel engines, machine 
tools and rolling mills for the steel 
industry. 

* * es 
Mercedes-Benz 


ERCEDES-BENZ 220-SE sedans 
were first and second place 
overall winners in the Rally 
Algiers-Central Africa, according to 
L. A. Fleener, president, Mercedes- 
Benz Sales, Inc., South Bend. 
Drivers of the first place car 
were Karl Kling and Rainer 
Gunzler, who repeated their over- 











all victory of first place in a 
Mercedes-Benz in 1959. They set 
a new Sahara Desert speed 
record this year of 74.8 miles an 
hour. The second place car was 
driven by Sergio Bettoja and 
Herman Eger. 

Beginning at Bangui, Central 
African Republic, the rally’s route 
was 7,145 miles north of Algiers, 
Algeria, requiring 16 days of travel. 
Driving conditions included sand 
and slush, rocky and pitted desert 
roads, with intense heat during the 


day and bitter cold at night. 
* * * 
A NEW plan, offering delivery 
of a Mercedes-Benz while tour- 
ing Europe has been announced by 
Mercedes-Benz Sales, Inc., South 
Bend, 


Heinz Waizenegger, Mercedes- 
Benz national sales manager, said 
the plan is to stimulate tourist de- 
liveries of Mercedes-Benz cars in 
principal European cities and at 
the Daimler-Benz factory, Stutt- 
gart, West Germany, which is cele- 
brating its Diamond Jubilee this 
year. 

American tourists can order 
their cars at European retail 
prices from their local dealers, 
use them for travel in Europe 
after delivery and receive service 
on the vehicles from their dealers 
after they return home. 

“Tourists deliveries rose approxi- 
mately 13 percent in 1960 over the 
previous year,” Waizenegger noted. 
“Orders already received indicate 
they may total about 3,700 in 1961. 
Every effort has been made to 
make overseas deliveries easy and 
convenient. 

“Booklets to assist purchasers 
using the plan are available at 
Mercedes-Benz dealerships,’ Waiz- 
enegger continued. “In addition to 
explaining the plan, they provide 
information on passports, interna- 
tional driver licenses, international 
road signs, traffic laws, insurance 
requirements, ocean shipping regu- 
lations and general travel tips.” 

* ca * 


Volkswagen 


OLKSWAGEN of America, 

United States importer and dis- 
tributor of the German car, has 
found that one of its 600 authorized 
dealers has been in business almost 
100 years. 

Gibbes Machinery Co. opened its 
doors under that name for the first 
time in 1877, and began selling autos 
in 1909, a VOA spokesman said. 
The firm switched to VW in 1955, 


he added. 
A NEW factory is to be built by 
Peugeot at Mulhouse, France, 
about 40 miles from Sochaux, site 
of the present plant. The plant will 
supplement the existing production 
facilities for the 403 and 404 mod- 
els. 

One of the reasons given for the 
new plant is the limited labor force 
at Sochaux. Another is the antici- 
pated demand for the 404 model. 

ok & * 


* * * 


Peugeot 


Citroen 
HARLES STUART MOTOR CoO., 
2757 N. W. 36 St., Miami, has 
been named a dealer for Citroen 
Cars Corp. 


* * 





Tire Mileage Record?— 


This is said to be one of the original 
tires on a 1956 Volkswagen, Model 113, 
sedan owned by Robert E. Walton, Home- 
stead, Fla. According to Joseph R. Grogan 
jr. general manager, Over-Keys Motors, 
Inc., Homestead, Walton purchased this 
car in 1957, at which time it had approxi- 
mately 20,000 miles on it. He has driven 
it an additional 77,000 miles, and as of 
Feb. 21, 1961, this car had a total mile- 
age of 97,510 and it still wears the original 
tires, Grogan said. 





| 
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ALIGN YOURSELF WITH 


FIAT 


the most INTERNATIONAL of them all 


Five hundred U. S. dealers are now members of the happy Fiat 
family. Fiat cars are sold in 120 countries all around the world. 


They know that Fiat’s word is its bond. They know it backs 
its dealers with good counsel and alert co-operation. In just 
four years in the U. S. Fiat stands out because:— 





1. Fiat offers a full line of cars—through the low priced and popular @.. Fiat has a good dealer structure and a good service structure, 

priced categories, including a red hot sports car, The Fiat Spider. assuring owners of real CONTINUITY of RESPONSIBILITY and 
VALUES. 

@. The dealer can select models he knows will go in his area. 5. Fiat is authentically BIG—not just in size, but in experience, 


3. Psychologically —and actually —Fiat has Price and ECONOMY, concepts and global reputation. 


and PROFIT-MARGIN advantages, with more models down close to G.. Fiat does consistent STAND-OUT ADVERTISING, nationally 
the $1,000 mark. and locally. 


FIAT MOTOR COMPANY, INC., 500 Fifth Avenue, N. Y., N. Y. 











$1198" 


600 MODEL 


$2595" 


FIAT 1200 SPIDER 








$1385" 


1100 MODEL 


$998" 


500 BIANCHINA 








“SUGGESTED PRICES, PORT OF ENTRY, N. Y. 


GET ACQUAINTED AT THE FIAT EXHIBIT—INTERNATIONAL AUTOMOBILE SHOW-WIDEN YOUR PROFIT OPPORTUNITY 












Capsule Reports .. . 


Auto News in Brief 





roller bearings, according to Frank 
J. Donovan, president and general 
manager. 

services, wages and taxes. President; During the 20 years, 


OSHAWA, Ont.—General Motors 
of Canada paid out a record $505 


million last year for materials, | 
Donovan 


said, Kaydon developed the first 
successful method of deep-flame 
hardening ball and roller paths on 
large diameter bearings. The proc- 
ess leaves the balance of the bear- 
ing races unhardened to allow drill- 
ing, tapping and cutting of gear 
teeth, he said. 


* * * 


E. H. Walker said the total was 
$40 million over 1959 spending and 
nearly $100 million more than in 
1958. 

Wages and salaries amounted to} 
$73 million last year, and employ- | 
ment averaged 13,500. The figures 
do not include spending by the six 
other GM companies in Canada or 
by GM’s more than 1,200 Canadian 
dealers. 


Winzeler Gear Catalog 


CHICAGO.—_-Winzeler Mfg. & 
Tool Co., 7355 W. Wilson Ave., Chi- 
cago 31, Ill., has issued a 16-page 
catalog covering its line of stamped 
gears. Copies of the catalog are 


available on request. 
* * 


* * * 


AMC Cites Accountants 


DETROIT. — Top accountants of 
Rambler dealerships across the 
country have received certificates 
of merit and electronic desk clocks, 
according to American Motors 
Corp. One accountant in each of 
the company’s 23 zones was hon- 
ored. 


Autolite Reverses Plan 


To Move Toledo Operations 


TOLEDO. — Electric Autolite Co. 
| will continue to produce generators 
and starting motors here rather 
than transfer the operations to Bay 
City, Mich., according to Francis 
M. Wistert, vice-president. 

The company announced last fall 
that it would transfer the work to 
Michigan. Reversal of the decision 


* * * 
Kaydon Engineering Marks 


20th Anniversary in May 
MUSKEGON, Mich.—Kaydon En- 
gineering Corp. will observe in May 
its 20th year in the designing and 
manufacture of precision ball and 
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was dictated by “changing eco- 
nomic and competitive factors,” 
Wistert said. 

a * * 


Philadelphia Is Testing 


Antismog Units on Its Cars 


PHILADELPHIA. — Plans to in- 
stall devices on all city-owned 
autos to reduce air pollution are 
being studied here, according to 
Deputy Public Property Commis- 
sioner John E. Francis. He said the 
devices have been installed on six 
vehicles for efficiency tests. 

Donald C. Wagner, managing di- 
rector, warned by the Air Pollution 
Board that the air-pollution prob- 
lem was steadily increasing, gave 
permission to purchase some of the 
devices for test purposes. The city] - 
purchased six crankcase ventilating 
devices from Oildex Corp., Tulsa, 
Okla. 





* * * 


One in four auto accidents in 
the daytime involves a backing 


Valley Goes for Cars 








LOS ANGELES.—Forty-five per-| car. 
cent of the families in the San Fer- 
do Vall tw mor 
Sie pena en 7 - the National Automobile Dealers 


cars, according to a 1959 survey, 
compared with 30 percent for the 
entire Los Angeles County. Only 
4 percent had no car. 

* * * 


Parts Rebuilders Moving 


From Chicago to Washington 

WASHINGTON. — The Automo- 
tive Parts Rebuilders Assn, will 
move in the last week of March 
from its Chicago headquarters to 







Assn. Building here. 

APRA will close its Chicago of- 
fices on March 27 and reopen in 
Washington April 3. 

* * * 
‘Spring Service Tonic’ 
Recommended for All Cars 

DETROIT.—A “spring service 
tonic” for automobiles after the 
winter season in all parts of the 
country is recommended by Robert 
M. Phillips, Cadillac general serv- 
ice manager. 

Heading Phillip’s list of tonic 
suggestions is an inspection of all 
safety items and lubrication of all 
fittings. In addition to engine oil 
and filter changes, Phillips recom- 
mends lubricating the generator, 
distributor and door seals, and 
checking fluid levels in the battery, 
radiator, brake master cylinder, 
power steering pump, transmission, 


rear axle and accessory equipment. 
* + * 


Rinshed-Mason Acquires 


French Paint Company 

DETROIT. — President Frederick 
G. Weed, Rinshed-Mason Co., has 
announced the purchase of a con- 
trolling interest in Etablissements 
Weeks S. A. of France by Rinshed- 
Mason §, A. of Lausanne, Switzer- 
land. 

Etablissements Weeks S. A. was 
founded in 1888 with headquarters 
in Paris and two manufacturing 
plants at St.-Just-En-Chaussee 
(Oise), France. It has been supply- 
ing automotive and industrial 
paints throughout the world under 
the name Vit-Lak. 

* * * 


Goodyear Offers New Tire 


For Stock-Car Racing 

DAYTONA BEACH.—A new 
stock-car racing tire was unveiled 
here by Goodyear Tire & Rubber 
Co. for the third annual running 
of the Daytona 500-mile race. 

Labelled the Stock Car Special, 
the tire has been specially design- 
ed to increase tread life despite 
expected increase in speeds over 
the 500-mile route, according to 
Tony Webner, Goodyear racing di- 
rector. 

* * * 


Gould-National Expands 


ST. PAUL.—Gould-National Bat- 
teries, Inc., has announced the pur- 
chase of the sintered battery 
plaque operation of Cleveland 
Graphite Bronze Divisions, Clevite 
Corp., Cleveland. The operation will 
be moved to St. Paul about April 1. 

* * * 


Chrysler Stamping Plant 


Receives Safety Award 

DETROIT. — Employes of Chrys- 
ler Corp.’s Vernor South plant here 
have earned an Award of Merit 
from the National Safety Council 
for achieving a perfect industrial 
safety record over a 16-month pe- 
riod. 

The stamping plant’s 1,200 em- 
ployes worked a total of 2,618,692 
manhours without a disabling in- 
jury from Sept. 10, 1959 to Jan. 11, 
1961. 

* * * 


New Resin for Auto Enamels 


Introduced by Monsanto 

ST. LOUIS.—Monsanto Chemical 
Co.’s Plastics Division has intro- 
duced a new resin for producing 
glossy, durable automobile body en- 
amels that, it says, cure quickly at 





temperatures as low as 180 degrees 
F. without catalysts. 

The new material, whose trade 
name is Resimene 872, is an etheri- 
fied melamine formaldehyde resin 
solution of 50 percent solids con- 
tent in isobutanol. William T. Watt, 
surface coating sales manager, said 
the material is used with alkyd 
resins to make baking enamels par- 
ticularly suited for finishing cars, 
appliances and other metal] pro- 
ducts. 

ak ok cs 


Cities Service Offers Tips 


On Personal Management 


NEW YORK.—“How to Manage 
Yourself,” a 106-page book de- 
signed to help businessmen “make 
the fullest use of their abilities, 
talent and training,” has been pub- 
lished by Cities Service Co. 

Free copies are available from 
the company’s Department of Busi- 
ness Research and Education, 60 
Wall St., New York 5, N. Y. 

ok * * 


3 Divisions Split Work 


In Reorganization of ICC 


WASHINGTON. — Under a re- 
organization effective March 1, the 
Interstate Commerce Commission 
has announced that three divisions 
have taken over the work formerly 
handled by four. 

Division One will handle operat- 
ing rights: Division Two, rates, 
tariffs and valuation, and Division 
Three, finance, safety and service. 

* 

































Harvester Aids Colleges 


LOS ANGELES — International 
Harvester Co., through its farm 
equipment and motor truck district 
offices, has announced a contribu- 
tion of $2,500 to the independent 
colleges of Southern California, Inc. 

* * * 


Colorful Driver’s Licenses 


INDIANAPOLIS. — The _ State 
Senate has passed a bill calling 
for color photographs of motorists 
on the next driver’s license they 
obtain. 

* * * 


S-P Deal Long on Service 


ALHAMBRA, Calif.—Tom Sher- 
lock, new owner of the Studebaker- 
Mercedes deal here, reported there’s 
a total of 548 years’ automotive ex- 
perience among his 33 employes. 
The dealership, formerly known as 
Bob Wondries Motors, is at 1333 
W. Main St. 


* * * 
Thum, Ford, Lloyd Named 
Metals Society Directors 


CLEVELAND.—In a major re- 
alignment of its headquarters staff, 
the American Society for Metals 
has appointed Ernest E. Thum, A. 
P. Ford and Albert L. Lloyd staff 
directors. 

Thum will 
torial services; 


be director of edi- 
Ford, director of 


communications, and Lloyd, direc- 
tor of administrative services and 
finance. 





Sleeper Cab Popular— 


Fifty-five percent of the orders that 
are being received for Ford's H-Series 
diesels—new for 1961— include the op- 
tional sleeper cab, according to J. F. 
McLean, Ford truck marketing manager. 
The all-fiberglass sleeper compartment 
adds only one inch to H-Series bumper- 
to-back-of-cab dimensions. With an 83-inch 
BBC including sleeper, H-Series tilt-cab 
tractors—powered with either diesel or 
gasoline engines — can handle 40-foot 
trailers in states having 50-foot overall 
limitations. The design of the sleeper, 
coupled with fiberglass construction, also 
permits addition of the sleeper without 
increasing chassis weight. The sleeper 
compartment is also an option on the 
700-and-up ‘‘C" Series tilt-cabs. 








front 
We mean a lot of po 


wer 


e! 
y the SAAB Starts at once, even at 
temperatures of 20° low 
have to change the oil of 
families are 


c OF forei 


‘99 ~in the 
» look into the SAAB. 


many &conomies, Get 


«++ Get the facts on a SAAB 
+++ drive a SAAB today! 











FOREIGN CAR PARTS 
HIGH DISCOUNTS! 


c Regional Distributors Wanted 7 
Albert Wepper Corporation 
Factory Representatives 


53 Park Place New York 7, N. Y. 
Tel. WO 4-0966 





A Full Line of Parts 
For All Foreign Cars 


ENGINE PARTS 
BRAKE PARTS 
IGNITION PARTS 
CLUTCH PARTS 
MUFFLERS 
GASKETS 
SUSPENSION PARTS 
CRASH PARTS 


See us at BOOTH 231 








The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 
Ne EL A 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
* * 















ALL-NEW QUICK-COOLING 


ARTIC-KAR 


ENGINEERED ESPECIALLY FOR 


eT AN 


Providing the high-style appear- 
ance of original CORVAIR equip- y 
ment, this ‘‘built-in’’ ARTIC-KAR ye 
is engineered exclusively for Cor- 
vair, Lakewood, etc. Of vital im- 
portance is the specially-designed 
compressor mounting which ren- 
ders it unnecessary to alter engine 
cover, raise flooring, or do special 
body work. 


PLUS SPECIAL 
AIR CONDITIONERS FOR 


GREENBRIAR 
°CORVAN 


AND OTHER CHEVROLET TRUCKS 


DISTRIBUTORSHIPS 


AVAILABLE! 
ARTIC-KAR Air Conditioning 
(NOW IN ITS 12TH YEAR) 
Assures FASTER SALES 
and TOP PROFITS! 



































DEALERS AGREE THAT 
PROFITS MUST COME 
FROM ACCESSORIES! 


An ARTIC-KAR air conditioner provides 
substantial extra revenue to ease the profit 
squeeze. 














This FUTURA dash unit effec- 
tively cools the Greenbriar and 
Corvan for average requirements. > 
Where extra cooling is needed (for 
extra heavy passenger loads or 
transporting perishables) a second 
evaporator, operating off the same 
compressor and condenser system, 
is installed in rear of vehicles. 


















This NORTHSTAR dash unit gpacalty is 
preferred for cooling deluxe and standard 
pessenges cars and station wagons. The 

USKY trunk unit is available for chauffeur- 
driven automobiles. 


...and for all CHEVROLETS 
and Other Makes, including 


Compacts and Foreign Cars 


z Send details to 








co. 
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CAPITOL REFRIGERATION, INC. 









WRITE TODAY ... for dealership 
details, descriptive literature, and profit 
Opportunities with ARTIC-KAR — Amer- 
ica’s complete line of auto air conditioners. 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


RIN, Italy.—Lancia igs prepar- 

ing to produce 1,000 Flavia mod- 
els per week, and the American- 
British firm of Hardy-Spicer in 
England will benefit from the in- 
crease since it has received an 
order for “Birfield” universal joints 
for the car’s front-wheel drive. 

This joint permits the movements 
of the driveshafts which connect 
the independently suspended front 
wheels with the differential, and 
it also permits the joints to slide 
in ball bearings inside the joint 
housings. 

This is necessary to allow length- 
ening and shortening of the shafts 
since distances between the center 
of the wheels and drive outlets 
change with the springing. 

This is not the.cheapest way to 
make front-wheel drive work, but 
it may be the most efficient way. 

* * * 
Fire Engines for Hungary 


— Hungarian government has 
purchased four special fire fight- 
ing vehicles from England. Thorny- 
croft, Rolls-Royce and Pyrene co- 


operated in producing the vehicles. 
x * + 


VW Training Program 


_peapdiesesgm training for dealership 
personnel 

wagen 1500 model has begun. De- 
liveries are not expected before 
September. 


* * * 


Lagonda to Return 


see sources say the Lagonda 
will reappear later this year, 
and the new version reportedly will 
be a “sporting” rather than a 
“sports” model. 

It will have an Aston-Martin six- 
cylinder engine, disc brakes all 


on the new Volks-| 


around and independent suspension 
of all four wheels. Styling will be 
done by Italian and Lagonda spe- 
cialists. 

* ok * 
Hydra-Matic for Jensen 
— Jensen 541-S sports coupe 

now offers a Rolls-Royce ver- 

sion of General Motors’ Hydra- 
Matic Drive. The car is powered 
by a six-cylinder engine that de- 
velops about 160 horsepower. 

* * * 


License Arrangement 
| igaewennicie: Laystall Engineering 


WASHINGTON. — Paul Rand 
manship of the Federal Trade Com- 
| mission, launched an attack on 
“regulatory lag” at his nomination 
|hearing before the Senate Com- 
merce Committee. 


He outlined plans which he in- 





|'Automaties Ordered 
'For 70 Pet. of Tempests 
| PONTIAC.—Since the introduc- 





| tion of Pontiac’s Tempest last fall, | 


| nearly 70 percent of these new cars 
| have been ordered with automatic 
transmissions, 

A conventional synchromesh 
transmission is standard equipment 
'on the Tempest. 








Lower Prices, No Red Tape... 


For Delivery Abroad 


NEW YORK. — Many import 
dealers have found a growing mar- 


ket among tourists who wish to} 


take delivery of new cars in Eu- 
rope. 

Last year, of the 750,000 Amer- 
icans who visited the Continent, 
approximately 300,000 toured by 
automobile, Many of these, of 
course, used rented vehicles, but 
an increasing number are buying 
cars abroad to.be used during the 
tour and then returned to the 
United States. 

Most factories have overseas de- 


Shatterproof Hits 
AMA’s Position 
On Glass Safety 


DETROIT.—The battle of words 
over the relative safety merits of 
laminated and tempered glass con- 
tinues to rage. 

Shatterproof Glass Corp., Detroit, 
manufacturer of both types, last 
week insisted that laminated, which 
has been in use for 25 years, still 
is the safest kind of automotive 
glass. 

The statement was made in re- 
buttal to a report by the Automobile 
Manufacturers Assn. contending 
that there is no choice as far as 
safety is concerned between lam- 
inated and tempered. 

The AMA report was in reply to 
earlier charges that tempered glass 
was less safe, and that auto makers 
should be required to use laminated 
for all glass areas. 

“The automotive industry has re- 
cently switched to the use of tem- 
pered glass in side windows, obvi- 
ously to save a reported $8 to $12 
per car, at the cost of safety to 
driver and passengers,” said a 
spokesman for Shatterproof, a big 
supplier of replacement glass. 

He argued that tempered glass 
becomes weaker and less safe with 
age, and said that the manufactur- 
ing process for tempered cannot be 
perfectly controlled. 

“Imperfect tempered glass will 
break into sharp, cutting pieces, 
not the harmless particles claimed 
by the AMA, and not until it is 
broken can it be tested,” he added. 





livery plans which involve substan- 
| tial savings and no red tape. 
American citizens, 
take delivery of a car in Europe, 
pay no tax nor duty to the Euro- 
pean country. When the car is re- 
turned to the U. S., they pay duty 
on the used-car value. Furthermore, 


for his own use, the car is exempt 
from the 10 percent federal excise 
tax. This tax is applicable to used 
imports only when they are im- 
ported for resale. 

Cars delivered overseas are built 
to U. S. specifications. 

Purchases should be arranged 
well in advance. Three to four 
weeks is sufficient in most cases, 
but for some makes the order 
must be placed eight to 10 months 
ahead of time. 

Typical overseas prices to Amer- 
ican buyers include the following: 
Volkswagen, $1,285; Renault Dau- 
phine, $1,135; Fiat 1500 Spider, 
$2,870; Mercedes-Benz 220-S, $3,192; 
MG, $1,765; Porsche 1600 coupe, 
$3,063; Simca Etoile, $1,195; Tri- 
umph TR-3, $2,088, and Volvo 544, 
$1,780. 

There is no delivery charge for 
Volkswagen in most cities, for 
Simca or Citroen in Paris or for 
Mercedes-Benz or Porsche in Stutt- 
gart. Elsewhere, delivery charges 
range from $15 to $235, according to 
city and make, 

All-risk insurance, including 
unlimited public liability, bodily 
injury and property damage, 
comprehensive fire and theft and 
$50 deductible collision can be 
purchased for about $40 a month 
on a car listing at $1,400. Two- 
month coverage costs about $55. 

Necessary travel documents cost 
less than $15 as a rule. 





When the time comes to ship the = 


car back to the U. S., typical rates 
to East Coast ports range from 
about $170 for an MG to about $265 
for a Mercedes-Benz 220. Cost on a 
Volkswagen is about $190. 





Berkeley Splits Continental 

BERKELEY, Calif.—Creation of 
a Continental Department headed 
by Harry Millar has been announced 
by Berkeley Motors (Lincoln-Mer- 
cury). Millar has been with Berke- 
ley Motors 12 years. 


announced that its Cromard| nent. 


Dixon, Kennedy nominee for chair- | 


when they| 


when an individual imports a car| 


cylinder sleeves, which are used by 
diesel engine makers, will be pro- 
duced under license in India, South 
Africa, Spain and Yugoslavia. 

The latest types are hard chrome 
plated and are only about one milli- 


meter thick. 
* * * 


Girling to Germany 
IRLING, the disc brake section 
of the Lucas organization, will 
invest about $6.25 million in a new 
plant near Coblenz, on the Rhine 
| River in Germany. The plant will 
| produce brake parts for the Conti- 





Kennedy Nominee Tells 
How He’d Revamp FTC 


tends to submit to his fellow com- 
missioners, He cannot force their 
agreement but he wants their 
cooperation. 

Dixon pointed out that in the 
consideration of restrictive trade 
practices, the hearings examiners 
are about three years behind in 
their work. He noted that some- 
times small businesses have to go 
out of business before their com- 
plaints are handled. 

Dixon would like to center cases 
|}under consideration in one_ spot 
in the FTC so that one group of 
persons could prepare them for 
trial. This system, he hoped, would 
eliminate “undue delay.” Under the 
present system, cases are dispersed 
among various bureaus which fre- 
quently go over the same ground. 


Dixon also wants FTC to have the 
power to issue a preliminary in- 
junction after the complaint of a 
small businessman is investigated. 
| The injunction would be subject to 
court review, and it might save the 
business from going bankrupt be- 
fore its case is decided, he said. 

Dixon advocated splitting the 

present Litigation Bureau into 
three groups—one to handle de- 
ceptive practices, one for re- 
straint of trade cases, and the re- 

maining one to handle new fabric 
labeling. 

The nominee told Senator Andrew 
F. Schoeppel, Kansas Republican, 
that he hopes to establish good re- 
lationships with the Bureau of 
Standards and that he hopes it will 
agree to test products for FTC. 

Schoeppel’s query apparently re- 
ferred to the battery-additive case 
—AD-X2—which caused hard feel- 
ings between the two executive 
agencies. 


Cleveland Puts Freeze 


On Compact Cars 


CLEVELAND.—Maryor A. J. Cele- 
brezze said last week that the city 
won’t buy any more compact cars 
for a while. The city now owns 143 
compacts and 508 standard-size 
cars. 

The mayor disagreed with a re- 
port of Frank Cunningham, motor 
vehicles commissioner, which show- 
ed that it costs the city $212.32 a 
year to operate a compact, and 
$421.22 for a standard car. 

“We won't sacrifice safety for 
economy,” Celebrezze said. ‘“Besides, 
I question Cunningham’s figures.” 





Mechanic School Gets Engine 


GREENSBORO, N. C.— Traders 
Chevrolet Co. presented a new 1961 
Chevrolet V-8 engine to the Guilford 
Industrial Education Center, which 
offers practical training in mechan- 
ics for high school graduates and 
qualified adults. 





PORT-A-WALL 5 


TOPPER 


Buy them black 

and make them white 
with the new 
Port-A-Wall Topper 





Bearfoot Airway Corporation 


Automotive Division ® Wadsworth, Ohio 
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Lawsuits Affecting Dealers .. . 


Court Decisions 





By Leo T. Parker 
- Attorney at Law 


<r e to a late higher 
<% court decision, an auto dealer’s 
insurance policy is rendered void if 
the dealer violates any clause in 
the policy. 

For example, in 
Eureka - Security 
Fire & Marine 
Insurance Co. v. 
Maxwell, 276 Fed. 
(2d) 132, it was 
shown that an in- 
surance company 
issued a fire and 
theft policy to an 
auto dealer named 

‘ Maxwell. This pol- 
Leo T. icy contained a 
clause to the effect that the policy 
automatically became void if the 
dealer sold an auto subject to a 
conditional sale. 

The dealer sold a vehicle under 
a conditional-sale contract and as- 
signed the contract to a finance 
company. Later the buyer defaulted 
in making agreed payments and 
the dealer repossessed the auto, 
which thereafter was extensively 
damaged by fire while on the deal- 
er’s lot. 

In later suit, the higher court 
held the insurance company not 
liable for damages to the vehicle, 
saying: 

“The courts have no power to 
make contracts of insurance, and 
when it appears upon the face of 
the contract by clear and unam- 
biguous language that exclusions 
of risks are incorporated therein, 
then it is the duty of the court to 
enforce the contract as _ written. 
We reach the conclusion that... 
Maxwell, by repossessing subject 
to provisions of the conditional- 
sale contract, auto was specifically 
excluded from such coverage.” 

* aK * 





Parker 


Court Implied Notice 


Een speaking, an in- 
jured employe forfeits his right 
to recover compensation under the 
State Workmen’s Compensation 
Act if he and his employer fail to 
report promptly the injury to the 
Industrial Commission. Last month, 
however, a higher court held this 
usual law not applicable if other 
definite proof is given that the em- 
ploye sustained the injury within 
the scope of his employment. 


For instance, in Kronig vs. 
Nolan Motor Co., 351 Pac. (2d) 1, 
the testimony disclosed that one 
Kronig was employed by Nolan 
Motor Co. While at work in 
1947, Kronig sustained a hernia 
which he did not have repaired. 


Thereafter, in 1958, while tighten- 
ing a head bolt on an auto on the 
job, he strained the area in the 
vicinity of the previous hernia. He 
continued working until later in the 
day, when he notified his foreman 
of the injury, left the job and con- 
sulted Dr. Hastings, who found 
that his hernia had been aggra- 
vated. 


Although Nolan Motor Co. had 
not reported Kronig’s injury to the 
Workmen’s Compensation Commis- 
sion until 10 months later, the 
higher court awarded Kronig com- 
pensation under the State Work- 
men’s Compensation Act. This 
court said that there was substan- 
tial evidence to prove that Kronig 
sustained a personal injury arising 
out of and in the course of his 
employment resulting in aggrava- 
tion of a pre-existing hernia. 

* * + 


Anti-Trust Laws Violated 


. H. KELLY, St. Louis, wrote as 
follows: “Is it unlawful for a 
club of automobile dealers to cir- 
culate a price list among them- 
selves? If the suggested prices are 
higher than those of the automo- 
bile manufacturer, does this avoid 
legal complications ?? 

A few weeks ago a higher court 
answered this first legal question 
in the affirmative. The listed 
prices may be higher or lower 
than the manufacturer’s  sug- 
gested prices, without variation 
of legal liability. 

For example, in Plymouth Deal- 
ers’ Assn. v. United States of 
America, 279 Fed. (2d) 128, the 





testimony showed facts, as fol- 
lows: The Plymouth Dealers’ Assn. 
was charged with violation of the 
Sherman Act. It was convicted by 
a jury and fined $5,000. The asso- 
ciation appealed to the higher court, 
which, however, approved the ver- 
dict on the basis of testimony, as 
follows: The Plymouth Dealers’ 
Assn. printed and published a price 
list of Plymouth automobiles and 
circulated it to its members. 


Inasmuch as autos are sold at 
their cost plus a retained gross 
profit, and the manufacturer’s cost 
does not vary in the restricted 
market area, the gross profit is the}... 


| tory’s suggested retail price, a 24 

percent gross profit would result; 

|if sold at the association’s suggested 

| retail price, a 33% percent gross 
profit would result. 

} * * * 


No Restraint Seen 


oe lawyers for the association 
argued that publication of list 
| prices on autos is not a restraint 
of trade in any sense of the word, 
and therefore no antitrust law was 
violated. 

In other words, the list price 
was merely a guide to permit 
its members to give larger allow- 
ances on tradeins, a “packing” 
that did not affect the price, and 
hence was no restraint of trade. 
The higher court said: 


“By the agreed uniform list price, 
Plymouth list price became $2,340 


Pramod 


|only variable. If sold at the fac-| 











rather than $2,130. The ‘fixed, 





°62 Chicago Auto Show 
Scheduled for Feb. 17-25 


CHICAGO. — The Sth annual 
Chicago Automobile Show will be 
held next Feb. 17-25 in McCor- 
mick Place, according to Maxwell 
S. Evans, president of the spon- 
soring Chicago Automobile Trade 
Assn. 

This year’s show, held for the 
first time in the new McCormick 
Place, drew a record turnout of 
789,734 visitors. 





uniform list price’ was not precisely 
followed in many, in fact in most, 
instances. It was not intended to 
be so used. The fact that there 
existed competition of other kinds 
between the various Plymouth 
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dealers, or that they cut prices in 
bidding against each other, is irrele- 
vant.” 

This higher court went on to ex- 
plain that the Supreme Court of 
the United States has adopted the 
law that certain acts constitute per 
se violation of the antitrust laws, 
and no explanation of why the act 
was done, nor what its effect might 
be in a particular case, is of any 
consequence or materiality. In this 
respect, the court quoted: 

“There are classes of restraints 
which from their ‘nature or char- 
acter’ are unduly restrictive, and 
hence forbidden by both common 
law and the statute. While there 
may be some question as to whether 
certain acts do or do not constitute 
per se violations, there can be no 
question but that fixing prices is 
one of the three most readily recog- 
nized and generally acknowledged.” 





NOW...the 


new 


McQUAY-NORRIS 


- ...$ynonymous 


The MI-IOOO engine bearing has an “extra thin” 
babbitt lining only .001 of an inch thick, electrolytic- 
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with quality 


























ENGINE BEARING 


EXTRA 


Durability 












Conformability 
Imbedability 


the new MI-IOOO 
ENGINE BEARING 


1. Precision Steel Back 


3. Barrier Plate 


4. One thousandth of an inch 
Babbitt Overlay 


5. Pure Tin Flash 





ally applied on a hard and durable sintered copper- 


lead base. The MI-IOOO has the fine anti-friction 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet won’t pound 


out under the most 


The combination of the MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 


severe service. 


longer, but also cuts gas and oil costs. 


Let. your McQuay-Norris Wholesaler supply you with 


the new MI-IOOO engine bearing! 


McQUAY- NORRIS 
MANUFACTURING CO. 
ST. LOUIS e TORONTO 


2. Sintered Copper-lead Lining 


McQUAY 
NORRIS 







































idea Here’s howto become airborne inan automobile ( 


—legally. Imagine floating scant inches off the 
for tomorrow 


roadway in this ducted-air vehicle of tomorrow. 
oe s OT Sige! You’re in a fast, compact two-seater and the rush ( 





1. The design capitalizes on the remarkable 
properties of USS High-Strength Low-Alloy 
Steel of outstanding strength, toughness, 
impact resistance and weldability. By taking 
advantage of these steels with a minimum 
yield point of 50,000 psi, the body can be 
built from 15% to 33% lighter for mobility, 
economical operation and lower power re- 
quirements. Yet.that same strength means 
built-in durability and resistance to abuse. 
The ductility of USS High Strength Steels 
permits relatively difficult formations and 
makes these steels ideal for this design. To- 
day USS High Strength Steels—Cor-TEN, 
MAN-TEN, TRI-TEN, PAR-TEN and EX-TEN 
brands—have established a tradition in 
design: less weight with greater strength. 











ty Use modern, dependable steels for modern, dependable automobiles. 










of air you hear comes from three fans that con- like our low-level ‘‘airster.” They’ll need the 
trol elevation, propulsion and direction. This is combination of strength, lightness and durability 
one way to be windblown in style.mT here’s little that only steel can give them. Here’s how today’s 
doubt that the future will see ducted-air vehicles USS Steels could help put this car on the road. 


2. Different steels are used throughout the car for 
maximum performance. The contour seats are formed 
of coated steel sheets. The canopy retraction hinge 
and pin are roll-formed, high-carbon steel to withstand 
stress deformation. The single panel that makes up the 
rear quarter is stamped stainless steel and will stay 
showroom bright for the life of the car. 

Cockpit is stamped from a single sheet of thin gage 
cold-rolled carbon steel (notice the deep deformations 
requiring steel’s great ductility), and the body pan is a 
single stamping of high strength steel for strength, 
rigidity and reduced section. The high velocity power 
tube is fabricated seamless steel tubing built to take 
rugged treatment. The fan components are stamped 
from another high-strength low-alloy steel, offering at- 
mospheric corrosion resistance 4 to 6 times that of 
carbon steel. 








—— 
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for lightness, toughness for durability, surface finishes for style. When 
you want steels that will match your imagination, write United States 
Steel, Room 6271, 525 William Penn Place, Pittsburgh 30, Pennsylvania. 

USS, COR-TEN, MAN-TEN, TRI-TEN, PAR-TEN and EX-TEN are registered trademarks 


These are but a few of the imaginative uses of steel in this car of 
tomorrow. Today, there are over 160 steels used in automobiles, and 
thousands more available to the designer. There is a steel for practically 
any combination of properties the designer can dream up... strength 


United States Steel 
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Ibum of Imported Cars 








ALFA ROMEO GIULIETTA SPIDER—Twin 
overhead camshafts . . 
mission fully synchronized . 

. 80 horsepower . 


- four-speed trans- 
- 89-inch 


wheelbase . . - « $3,520. 












MERCEDES-BENZ 220S—Swing axle with 


. fuel injection 
. 124 


compensating spring . 


DKW 750—lInboard brakes on front} OPtional . . . 108-inch wheelbase . . 
horsepower . . 


. $4,583. 104-inch 


wheels . . . front-wheel drive . . . torsion- 
bar suspension on all four wheels .. . 
two-cycle, three-cylinder engine . . . 34 
horsepower . . . $1,665. 

a 


wheelbase . 












AUSTIN A-40—Sedan with station-wagon 
styling . . . unitized body .. . designed 
by Farina . . . four-speed transmission .. . 
$1,795. 

cd 








1500 — Outside trunk 





METROPOLITAN 





lid . . . side window vents . . . unitized 
body ... 85-inch wheelbase . . . 55 horse- 
power... $1,673. 


PORSCHE ROADSTER—Transverse finned 
brakes . . . wraparound bumpers. . . fully 
synchronized, four-speed transmission . . . 


$3,780. 





ENGLISH FORD ANGLIA—Reverse-angle 
backlight . . . four-speed transmission . . . 
90.5-inch wheelbase . . . 41 horsepower 
o +s ONO. 






mm 





AUSTIN-HEALEY SPRITE—Unitized body 
with complete hood assembly hinged at 
rear for easy accessibility to engine. . . 
four-speed transmission ... 48 horsepower 
. . . 80-inch wheelbase . . . $1,795. 


MG-A 1600—Disc brakes on front wheels 
. four-speed transmission . . 
. . 80 horsepower. . 


. 94-inch 


wheelbase . . $2,444. 





RENAULT CARAVELLE — Rear engine, 
water cooled . . . four-speed transmission 
optional . . 
horsepower . . 


FIAT 1500 SPYDER—Four-speed transmis- 
sion . . . integral construction . . . 92.1- 
inch wheelbase . . . 90 horsepower . . . 
$3,298. 


. 89-inch wheelbase . . . 40 
- $2,395. 
& 















BMW 700 SEDAN —Two-cylinder, air- 
cooled aluminum engine, mounted in rear 
. . four-speed, fully synchronized trans- 


mission .. . independent suspension, front 
.. 35 


MORRIS 1000—Unitized body .. . in- 
dependent front suspension by torsion bars 
. four-speed transmission . . . 86-inch 


and rear . . . 83.5-inch wheelbase . 

horsepower . . . $1,648. wheelbase . . . 37 horsepower . . . $1,574. 
co 

e ss ” 





HILLMAN MINX—Automatic transmission ROVER 3 LITRE—Unitized construction 


optional . . . gearshift on standard trans- 
mission mounted on floor or steering col- 
umn 
horsepower . . 


. disc brakes in front 
. 115 horse- 


with stub frame . . 
. 110.5-inch wheelbase . . 
power .. . $4,620. 


- 96-inch wheelbase . . . 57 - 


- $1,875. 








NSU SPORT PRINZ—Swing axle in rear 
\ . . + four-speed transmission .. . independ- 
ent suspension on all four wheels .. . 
78.8-inch wheelbase . . . 36 horsepower 
. + « B1998. 


BORGWARD BIG SIX—Air suspension 

. six-cylinder engine ... swing axles 
in rear... four-speed transmission; auto- 
matic optional . . . 105-inch wheelbase . . 
100 horsepower. 











SAAB 95—Can seat seven, sleep two or 
pack cargo of 950 pounds in addition to 
driver ... front-wheel drive .. . 42 horse- 
power... four-speed transmission optional 
«+ + $2,265. 


JAGUAR 3.8 SEDAN—Uses XK engine 
with dual overhead camshafts and dual 
carburetors 
+ « « automatic transmission optional .. . 
107.4-inch wheelbase . 
oo 0 Bate 


OPEL REKORD—Restyled to accent Amer- 


. four-wheel disc brakes 





ican features . . . wraparound grille .. . 
100-inch wheelbase . . . 64 horsepower 


. . 225 horsepower 
‘one a 


CITROEN DS-19—Air-oil suspension . . . 
disc brakes .. . reclining foam-rubber seats 
. . « front-wheel drive .. . 123-inch wheel- 


base ... 75 horsepower . . . $3,245. 








PANHARD—wUnitized body . . front- 


wheel drive . . two-cylinder, opposed im- 


SIMCA ETOILE—Ten mechanical 
three-speed transmission . . . independent | aluminum ‘‘front transaxle” . . . disc brakes | aluminum engine packaged with four-speed | provements, including improved low gear, 
front suspension . . . 89.8-inch wheelbase | on all four wheels . . . 104-inch wheelbase | transmission and differential . . . 101-inch| easier shifting and improved rear sus- 
oes HAM: . . . 78 horsepower . . . $3,680. wheelbase .. . 50 horsepower . . . $1,795.| pension . . . 50 horsepower . . . $1,658. 


LANCIA FLAVIA—Aluminum engine with 


DATSUN BLUEBIRD—Full foam seats .. . 











PEUGEOT 404—Sliding sunroof .. . 
slanted four-cylinder engine ... 
. » 72 horsepower. 





chassis 
. aluminum engine block . . . four-wheel 


independent suspension 94.5-inch 
wheelbase . . . 50 horsepower . . . $1,995. 
* 





SUNBEAM ALPINE—Larger engine for 
1961, along with stiffer crankshaft, adjust- 
able controls for brake, clutch and acceler- 
ator . . . disc brakes in front. . . 86-inch 
wheelbase . . . 84 horsepower . . . $2,595. 





TOYOPET TIARA—Unitized body . . 
transistor radio . . . electric wipers .. . 
94.6-inch wheelbase . . . 157 inches long 
. . . 75 horsepower . . . $1,613. 





TRIUMPH TR-3—Disc brakes in front... 
four-speed transmission . . . rear seat op- 


tional . . . 88-inch wheelbase . . . 100 
horsepower . . . $2,835. 
e 





VAUXHALL VICTOR—Fully synchronized, 
three-speed transmission . . . unitized body 
. .. 98-inch wheelbase . . . 55 horsepower 
oo + $1,958. 





VOLKSWAGEN—#est-selling of all im- 
ports ... 94.5-inch wheelbase . . . torsion- 
bar suspension . . . unitized body... 
36 horsepower . . . $1,565. 

* 





engine 


VOLVO P-1800 — Four-cylinder 
. four-speed sports transmission . . . 


unitized body 
100 horse- 


disc brakes in front... 
. - 96.5-inch wheelbase ... 


power. 
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The Renault line covers the economy market like no single car could hope to. At 
the top of the line, the Renault Caravelle, a dashing and highly styled convertible- 
coupe with an optional hard top, listing for $2385*. / Next in price, the siz- 
Zling Renault Gordini, America’s newest—Europe’s finest economy car, $1596* 
/At its new low price, $1585*, the famous Renault Dauphine ( America’s larg- 
est selling 4-door import) is exploiting a whole new price market —and 





sales are rising dramatically. /When it comes to low price, 
the Renault 4CV really means business. Here’s a well ap- 
pointed, 4-door sedan for only $1095*. / The operating econ- 
omy and advanced design that distinguishes Renault cars, 


applies equally well to the Renault Truck, which costs and 

weighs far less than conventional panels—yet gives more unobstructed cargo 
space. / Renault’s history of excellence and strong 12/12 warranty stand 
behind the Renault Dealer’s “Full House’’. What kind of a hand do you hold? 


FOR INFORMATION ABOUT AVAILABLE DEALERSHIPS, WRITE: COMMERCIAL DIVISION, RENAULT, INC., 750 THIRD AVE., NEW YORK 17, N. Y. 


“Ine. 













Announcing the Appointment of 


Richard D. Bischoff 


Eastern Manager of 






Eprror’s Note: This is one of a 
series of articles designed to ex- 
plore the selling features of 
American cars. 

+ * + 
By L. H. Houck 
Travelling Correspondent 
MANS efforts to set up obstacle 
courses to test automobile per- 
formance are puny compared to the 
magnificent work of Mother Nature. 

No man-made obstacle course 
or test track could approach a 
2,000-mile trip through Kentucky, 
Tennessee and parts of Georgia 
in five days of continuous rain 
and flooding, - 

For all the difference it made to 
the 1961 Pontiac Ventura it might 
as well have been a duck, Nature 
and weather set a mean stage. A 
couple of days of rain might be 
normal for most courses but, when 
it rains for five days and nights, 
you suddenly realize that some of 
i rigging is worth as much as the 

ull, 

I’m referring to the defroster push 
button. When the windows fog up 
in a Pontiac you press one button, 
easily found in the gray gloom of 


Stanley Publishing Company, to 


Vice President 








Dick Bischoff has been in automotive publishing his entire career... 
the last 6 years as Eastern Manager of Stanley Publishing Company. 
The New York office at 51 East 42nd Street (Murray-Hill 2-7152) will 
be expanded during 1961 to double its present size with additions to 
the staff as well ag staff facilities. Dick Bischoff understands all 
phases of advertising and marketing to the automotive industries and 
is well qualified to help with your sales promotion plans. 







Stanley Publishing is the House of Sales-Queries® (Reader inquiries meaning sales). 


ee] STANLEY PUBLISHING CO. 


431 S. Dearborn St., Chicago 5, Ill. 
® WAbash 2-0636 





Transportation Supply News 

Fleet Product News 

Jobber Product News & Jobber News 
Jobber Product News Show Daily 
JPN Directory and Buyers’ Guide 
Fleet Directory & TSN Buyers’ Guide 
Business Gifts and Awards 











This 1919 Stanley Steamer is owned by the 
Stanley Publishing Company. It is the SPC 
“Mascot” ... The “POWER” of the Stanley 









New York @ Philadelphia @ Cleveland 
Publishing Action Newspapers tod is com- * : 
Detroit @ Tulsa @ Los Angeles parable te the “Power” of the Stanley Steamer || T2in, fog and threatening snow 
San Francisco @ Portland in its day. clouds. You often need it fast. 
* * 












A Night in the Rain 


OO’ THE third day, when the 
Ventura had been out all night 
in a heavy rain at a motel, she 
gave a couple of coughs when nosed 
into Nashville’s heavy Murphrees- 
boro Rd. traffic. The shudder that 
had the ominous sound of a car- 
buretor freezing up. 

In seconds, it had passed—Miss 
Pontiac was merely shaking the 
water off her skirts and chiding us 
for not warming her up properly. 
That was the extent of the trouble 
with the Pontiac on this 2,000-mile 
lane that had plenty of turnings. 

This model Pontiac is a sporty 
and fast automobile. Its newly 
designed Hydra-Matic transmis- 
sion was so well adjusted that 
you hardly noticed the city streets 
that are suffering from harden- 
ing of the traffic arteries. | 

Congested areas set up their own 
brand of individual cussedness for 
the driver. Mix well with low 
visibility, rain and a heavy traffic 
hell-bent on getting home where 
it’s dry, and you have ideal test- 
ing conditions for engine, trans- 
mission, power steering and brakes. 

The Ventura is above the Cata- 
lina in the Pontiac line and under 
the Star Chief and Bonneville. 
There are only two Ventura models 








Coming Soon! 














The 1961 
Automotive 


News 
ALMANAC 








It’s used year ’round, sells year ’round! 
Here are just a few of the features 
| more than 47,000 automotive execu- 
tives and car and truck dealers will 
find in the 25th annual ALMANAC: 


e Industry trends Production figures 

e New and used car sales © Commercial 
! vehicle data © Buyers’ guide to more than 
2,000 automotive firms. 


NEW YORK.—The new series of 
merchandising plang which Fiat 
has offered to distributors and deal- 
ers has been widely acclaimed, says 
Vincent Garibaldi, president of Fiat 
Motor Co., Inc. 

Within three days after the 
program was announced at dealer 
meetings across the country, 
more than 700 Fiats were ordered 
from distributors, he said. Fiat’s 
field men indicate that retail sales 
are also rolling very well, he said. 

Fiat 
share of the levelling market for 
imported cars in this country, Gari- 
baldi said, adding that he antici- 
pates a profitable year in 1961 for 
all Fiat franchises. 

The new campaign, designed to 





RESERVE SPACE NOW! 
Published April 24 
FINAL FORMS CLOSE APRIL 3 







REPRESENTATIVES: 
NEW YORK: Murray Hill 7-6871. Edward J. Kruspak, Howard E. Bradley. 
CHICAGO: State 2-6273. J. Goldstein, William H. Gallagher. 
DETROIT: Woodward 3-9520. R. L. Webber, William R. Maas, Roy Holihan. 
SAN FRANCISCO: Douglas 2-8547. Jules E. Thompson. 
LOS ANGELES: Hollywood 3-4111. Robert E. Clark. 


lowing points: 
1. Since Feb. 26, all suggested 
models, excepting the roadsters and 


to stimulate spring sales. 

2. These price changes are being 
heavily advertised at Fiat expense 
in daily newspapers and other 
media. 

3. The warranty of all Fiat auto- 
mobiles sold on or after Jan. 1 is 
extended to six months or 6,000 
miles, with full coverage and no 

strings attached. 

4. An incentive program for gales- 


The Newspaper of the Industry 









965 E. JEFFERSON DETROIT 7, MICH. 
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The Man Behind the Wheel... 
Sales Testing the Pontiac Ventura 


New Merchandising Plan 
Boosts Sales, Fiat Says 


is confident of a_ sizeable} 


give best possible support to the|l, 
individual dealer, includes the fol-| : 


port-of-entry prices on all Fiat|™ 


Jollys, have been reduced in order] j 


1961 | 





guided muscles, The Ventura was a 
10:25-to-1 ratio V-8, developing 267 
horsepower with a two-barrel car- 
buretor. It can be had with straight 
transmission and lower ratio for 
burning regular fuel but the test 
car used high-test gas sparingly— 
probably not a lot of difference in 
dollars. 

The Hydra-Matic is a new three- 
forward-speed transmission with 
aluminum housing which includes 
integral flywheel housing, which 
provides substantial weight reduc- 
tion compared with older models. 
Hydra-Matics are not all alike in 
the Pontiac line—they fit the car 
and engine. 

Two other small accessories 
proved almost as important as 
engine and tires in the five-day 
rain — windshield wipers and an 
outside rear-view mirror with re- 
mote control. From a knob under 
the dash you can set the outside 
mirror perfectly, quickly and 
easily—no muscles required. 


The two-speed electric wipers 
had 18-inch blades operating at 65 
and 80 cycles per minute, wiping 
861 square inches of the windshield 
area. 

When the weather is fine, trying 
to sell these two items create about 
as much attention as an extra 
quart of water going over Niagara 
Falls—but nothing can be more 
important to a car owner. The 
wipers were equal to all the water 
Nature could throw. 

* * * 


Easy on Oil 

ACK at the home ranch, we 

checked the odometer for miles, 
and the trip log showed the oil filler 
cap as unmolested as a guest towel. 
The new crankcase holds four 
quarts, five with filter. The 2,000- 
plus miles had dropped it a little 
less than a quart. 

This Ventura cruised in all 
weather at 70 with just a cracked 
throttle and it soon tells you 
there’s plenty more where that 
came from, 

But what I liked about it, be- 
sides its being immune to weather, 
was the docile way it handled in 
heavy traffic, under’ conditions 
which our English friends some- 
times call “muggy.” 


—the two-door and four-door hard- 
tops. We had the two-door. 
* Oo * 




























Interior Is Roomy 


E’VE never liked two-doors but 

we grew to love this roomy 
interior. The doors are wide. The 
’61 Pontiac is a little lower, four 
inches shorter and 2% inches nar- 
rower, yet retaining the wide-tread 
design. 

When you slide a couple of thou- 
sand miles under the newly de- 
signed front-end and new peri- 
meter-type frame, you'll get the 
idea that it will never overturn acci- 
dentally. New hinges let the doors 
open as much as five inches wider. 

The windshield corner has been 
reduced to almost nothing and 
the front-seat steering wheel 
clearance has been extended 12 
percent. There is much better 
over-hood improvement — 17.5 
percent over last year. This steer- 
ing wheel clearance is important 
for those with an expanded girth. 

The characteristic Pontiac push- 
button control of defrosting and 
heater operation has been retained. 
For those who have never enjoyed 
this control, it’s time to start. 

* Eg x 


Data on Engine 
A PONTIAC Trophy 425 engine 
presides over the Pontiac’s 






Car Tested: 
1961 PONTIAC 
VENTURA 


Model: Two-door hardtop 
sports coupe. Seat belts standard. 

Engine: Trophy 425, V-8, dis- 
placement 389 cubic inches; 
torque 405 at 2400 revolutions per 
minute; 267 horsepower at 4200 
revolutions per minute. Compres- 
sion ratio 10.25:1; two-barrel 
carburetor; bore and stroke 
4 1/16 by 3% inches. 

Transmission: New Hydra- 
Matic, three speeds forward, new 
aluminum housing, reduces 
weight. Control by lever on steer- 
ing column. Cannot be pushed to 
start. 

Overall length 210 inches; 
width 78.2; height 55.6; wheel- 
base 119; tread 62.5; turning 
circle, curb to curb 46 feet; road 
clearance 6 inches; overhang 
rear 57 inches. New fuel tanks 
hold 25 gallons. 
Tires; 8.00x14, 

























men, providing $20 for each car 
sold and six $500 bonus prizes 
monthly, is being maintained. 

At present, Garibaldi said, Fiat 
has 485 dealers. Parts depots and 
service schools in Van Nuys, Calif., 
and Maspeth, N. Y., insure prompt 
deliveries of parts and efficient : 
technical maintenance everywhere, | engine develops 267 horsepower and has 
he said. a displacement of 389 cubic inches. 


a * * * 


= 
Pontiac Power— 


This is the power plant on a 1961 
Pontiac Ventura sports coupe. The V-8 





Pontiac Test Car— 


This is the Pontiac sales tested by Automotive News. The car is Ventura two-door 
sports coupe. It came equipped with seat belts and the new Hydra-Matic transmission. 
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HIT OF 


THE SHOW! 


VOLVO 


Cash in on complete 
’61 line featuring 


sensational new 
P-1800 Sport Coupe! 







SEE for yourself why VOLVO places among top 10 in import 


car sales in U. S. 


DISCUSS exclusive dealer franchise opportunities for you in 
key markets — including some metropolitan areas. 


COME to International Automobile Show, Booth 301, New York 
Coliseum, April 1 through April 9. 


7 TT 


PV-544 2-Door Sedan. Famous through- 
out the world for sports-car performance 
plus family-car convenience. Rugged, de- 
pendable, economical to run. Comes in 


122-S Deluxe 4-Door Sedan. Luxury and 
beauty in a roomy 4-door sedan that’s got 
all the pep and power Volvo’s so famous for. 
The Volvo 122-S is one of the best buys on 


210 Station Wagon. Volvo performance 
and economy plus station-wagon conven- 
ience! The 210 features new Volvo four- 
speed transmission; one-piece windshield 


three models. 


the road today. 


VOLVO 10-POINT DEALER PROFIT PLAN 


1. Complete range of models. The 1961 
Volvo line offers three 2-door sedans, one 
4-door sedan, the 210 station wagon, and 
the new P-1800 sport coupe. 


2. Among top five imports. Volvo ranks 
among the first five in imported car sales 
per dealer. 


3. Coast-to-coast parts & service. Volvo 
stocks an abundance of parts in strategic 
locations all over the country. 


4. Competitively priced. Many features 
which come as standard equipment on 
Volvo cost ‘‘extra’’ on other cars. For ex- 
ample, at no extra cost Volvo comes with 
heater & defroster, electric windshield wip- 
ers, directional signals, white side-walls, 
cigarette lighter, tool kit, and more. 


5. Territorial protection. No unfair compe- 
tition, no crowding of dealers. Open-point 
dealer development based on R. L. Polk 
county registrations. 

6. Superb Swedish engineering. Every- 
thing about Volvo says quality, craftsman- 
ship, engineering skill. For example: weath- 


er-tight construction throughout .. . zero 
to 50 in 10 seconds flat . . . outstanding 
roadability . . . 28 to 32 miles per gallon... 
seven coats of enamel... 17 cu. ft. of trunk 
space ... beautiful interior appointments. 


7. Fast-growing popularity. Volvo delivers 
what people demand in a car: economy & 
quality; comfort & convenience; safety & 
protection; pleasure & performance; pride 
of ownership in how it looks and drives. 


8. Rally & race track records. Brilliant 
performances at Lime Rock, Sebring, Day- 
tona Beach, and elsewhere here and abroad 
add to Volvo’s reputation as a superbly 
well-built car. 


9. Heavy advertising & sales promotion. 
During 1961 Volvo will back up its dealers 
with the largest advertising and promo- 
coun campaigns ever put behind the Volvo 
ine! 


10. Add Volvo for profits. With a small in- 
vestment, you can add Volvo to your pres- 
ent franchise and realize extra profits with- 
out increasing your overhead. 


and roll-down windows; new padded in- 
strument panel. A real family bargain. 





VOLVO SALES PERSONNEL WILL BE AT INTERNATIONAL 
AUTOMOBILE SHOW TO TALK ABOUT VOLVO AND YOU. 
IF YOU CAN’T MAKE IT, SEND THIS COUPON TODAY! 


MAIL COUPON TO VOLVO DISTRIBUTOR NEAREST YOU 


Swedish Motor Import, Inc. Auto Imports, Inc. 
452 Hudson Terrace 3301 W. 12th St. 12925 Riverside Drive 


Englewood Cliffs, N.J. Houston 24, Texas Sherman Oaks, Calif. 


Gentlemen: Please send me the full story on a Volvo Dealer Franchise—in confidence 
and without obligation. 


Volvo Distributing, Inc. 


Name 
Firm & Position 


Address 
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Auto Personnel 





Joseph C. Bradley has been ap-| trict, 
pointed manager of Ford Motor| assistant sales manager. 


has moved to Atlanta as 
Collins 


Credit Co.'s new Detroit West/ succeeds Robert E. Dudley, who 


branch office, 

John S, Jenks has been appoint- 
ed manager of the Detroit North 
branch office, succeeding Bradley. 
The new Detroit West branch office 
is at 24558 Michigan Ave., Dear- 
born. 

* * * 


4 Officials Get New Posts 
In Seiberling Sales Shakeup 


Four sales officials of Seiberling 
Rubber Co. have been given new 
assignments in a reorganization of 
the sales departments. They are: 

F. G. Hager, 
from truck-tire 
sales manager to 
manager of the 
department; W. F. 
Firick, from oper- 
ations manager in 
government sales 
to operating man- 
ager; J. D. Jones, 
from original 
— equipment truck- 

ee tire sales to as- 

F. G. Hager sistant manager 
of manufacturers sales, and Robert 
O. Schuermann, from special repre- 
sentative in passenger-tire sales to 
a similar position in truck-tire sales. 


* * * 
Autolite Shifts Gage 

James L. Gage has been named 
chief product engineer at Electric 
Autolite Co.’s5 new Decatur (Ala.) 
operations. Formerly chief engi- 
neer, ignition and controls at 
Autolite’s central engineering head- 
quarters in Toledo, Gage will have 
engineering responsibility at the 
new plant which will produce dis- 
tributors, regulators and other 

light electrical items. 

Bs * * 


Acme Paint Appoints 


New Sales Manager 


George Weaver has been ap- 
pointed sales manager of Industrial 
and Automotive Production Divi- 
sions, Acme Qual- 
ity Paints, Inc., 
Detroit, accord- 
ing to G. H. Rob- 
ertson, vice-presi- 
dent and general 
manager. 

Weaver has 
been handling 
some of Acme’s 
automotive ac- 








counts. He has 
many years’ ex- 
perience in both George Weaver 


industrial and automotive finishes. 
ok * 


Hawthorne Named Chief 


In U. S. Rubber’s Tire Unit 


Kenneth B, Hawthorne has been 
appointed general product man- 
ager, U. S. Tires Division, United 
States Rubber Co. He formerly was 
director of general promotion for 
Johnson & Johnson, pharmaceutical 
firm, 

He will be responsible for coor- 
dinating and directing all activities 
of the U. S. Royal product groups: 
Passenger and commercial tires, 
tread rubber and batteries and ac- 
cessories. 

oe * co 


AACA Elects Brown 


Executive Director 

The Automotive Air Conditioning 
Assn., Dallas, has 
elected D. A. 
Brown as execu- 
tive director for 
the calendar year 
1961, succeeding 
G. R. Hollings- 
worth, director. 
Brown is vice- 
president and 
general manager 
of A. RR. A. Mfg. 
Co, Grand 
Prairie, Tex. 
* * * 


Lincoln-Mercury Realigns 


Field Sales Personnel 

A. E. Jacobsen, former Lincoln- 
Mercury Kansas City district man- 
ager, has been appointed Atlanta 
district sales manager, succeeding 
William A. Toms, who was trans- 
ferred to Dearborn as the division’s 
national fleet representative. 

John J. Collins, formerly general 
field manager of the Boston dis- 





D. A. Brown 





was promoted to St. Louis dis- 
trict sales manager. 
* * * 


Elliott Succeeds Decker 


As AC Purchase Director 


James L. Elliott jr. has been 
named director of purchasing at 
AC Spark Plug, succeeding Joseph 
K. Decker, who recently was ap- 
pointed equipment sales manager. 

John R. Wilson jr. succeeds 
Elliott as director of production 
engineering. 

* * * 
Regional Service Managers 


Appointed by Dodge 

Clifford E. Fey has been named 
Dodge Kansas City regional serv- 
ice manager, succeeding W. H. 
Eaton, who has been appointed 
Detroit regional service manager. 

Prior to his appointment, Fey 
was Dodge St. Louis regional 
service counsellor since January, 
1959. From 1955 to 1959, Fey was 








Chrysler St. Louis regional service 
representative. 
* x * 


Ford Unit Picks King 


As Industrial Relation Chief 


Ford Motor Co. has appointed 
William J. King as industrial re- 
lations manager of its recently es- 
tablished Automotive Assembly 
Division. 

King joined Ford in 1945 and 
since 1958 has been industrial re- 
lations manager of the company’s 
Transmission and Chassis Division. 

* *~ * 


Three Vice-Presidents 


Named by Borg Clock 

Karl M. Keck, L. Rodney Burgh- 
off and Sam Dinerstein have been 
appointed vice-presidents of Borg 
Clock Division, Amphenol-Borg 
Electronics Corp. 

Keck, formerly sales manager, is 
marketing vice-president; Burghoff, 
former factory manager, manufac- 
turing, and Dinerstein, former en- 
gineering manager, engineering. 

* * e 


Resolute Insurance Names 


Pittsburgh Representative 
Henry A. Levaur, until recently 

a Ford dealer in Fall River, Mass., 

has been appointed a special agent 





of Resolute Insurance Group, Hart- 
ford. 

Levaur will represent both the 
Resolute Insurance Co. and the 
Resolute Credit Life Insurance Co. 
in the Pittsburgh area. 

oe * * 


Shields Gets New Duties 


At Superior Coach 

Thomas E. Shields, administra- 
tive assistant to the plant manager 
of Superior Coach Corp.’s Southern 
Division, has been named manager 
of sales training and promotion of 
the corporation. 

Shields had been administrative 
assistant to the plant manager in 
Kosciusko, Miss., since October, 
1957. Prior to that, Shields was 
located at the Lima plant, where 
he was associated with the Adver- 
tising and Sales Promotion Divi- 


sion. 
* * Ba 


National Car Rental Board 


Names Hankey Chairman 


Tad Hankey has been elected 
chairman of National Car Rental 
System, Inc. He is owner-man- 
ager of National Car Rentals in 
Los Angeles. 

Elected with Hankey to three- 
year terms on the board were K. 
C. Glaser, Minneapolis; Robert W. 
Miller, San Antonio; and E. J. 





Morse, Miami. Elected to two- 
year terms were William M. Young, 
Philadelphia; Henry A. Ramey, 
Newark; George Ailshie, Denver; 
and E. J. Barrett, San Francisco. 
Charles Hillard, Fort Worth, Ralph 
Bowers, Kansas City, and L. L. 
Steward, Phoenix, were named to 
one-year terms. 
* * * 


Clayton Appoints Moon 
General Sales Manager 


Elwood N. Moon has been ap- 
pointed general sales manager by 
Clayton Mfg. Co., El Monte, Calif. 
He assumes sales administrative re- 


sponsibility for 
Clayton’s steam 
generator, steam 
cleaner and dy- 
namometer  divi- 
sions. 

Clayton also 
announced that 


J. <A. Cortright 
is retiring from 
administrative 
duties, but will 
continue as sales 
vice - president. 
He will continue to manage special 
promotions of Clayton products to 
management of selected industries. 
Moon formerly was an assistant to 
Cortright. 


Elwood N. Moon 


DELCO-REMY CUSTOMIZES 


Fork Trucks—power steering pump, high and low 


lift pump, and propulsion motors. 


here are a few ways these 


Buses—heating, defrosting and air conditioning blower motors. 


Fire Trucks—siren, hose reel and pump primer motors. 





* electrical energy for the 


Highway Trucks—power lift gate motors. 


If you have a special power-motion problem, a customized Delco- 
Remy d.c. motor may be your answer. Like power steering pump 
and propulsion motors for fork-lift trucks ... blower motors for buses 
..- hoist motors for tow vehicles—and many others. Whatever it is, 
Delco-Remy can fit your design needs exactly! Here’s why: 


Delco-Remy draws on a complete stock of mass-built components to 
keep unit cost down. Then, using the skill and know-how of over 
40 years, engineers combine components for specific torque, speed 
and power output requirements. Special provisions can be made, too, 
for extra high efficiency demands. And every Delco-Remy d.c. motor 
is built to pass rigid reliability standards. 




















Billboard Battle ... 
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Auto Advertising 


By Martin L. Whitmyer 
- Staff Writer 

Secretary of Commerce Luther 
H. Hodges has announced that he 
is not relaxing the standards gov- 
erning the maximum permissible 
size of outdoor advertising signs 
along the National System of Inter- 
state and Defense Highways. 

As a result, the maximum 150 
square foot limitation originally 
promulgated in 1958 remains in 
effect. 

Secretary Hodges’ decision was 
in accord with recommendations 
from Clarence D. Martin, under 
secretary for transportation, and 
Federal Highway Administrator 
Rex M. Whitton not to approve a 
proposal that would increase from 
150 to 300 square feet the size lim- 
itation of certain advertising signs 
erected or maintained adjacent to 
the Interstate System. 

The 150 square foot limitation 
applies to signs erected within 660 
feet of the right-of-way of pro- 
tected portions of the interstate 


system in those states which agree 
to carry out the national policy 
established by Congress in 1958. 

* * * 


Valiant Cites Murphys 


The nation’s 500,000 Murphys 
were the subject of a national auto- 
mobile ad campaign which was 
launched on the eve of St. Patrick’s 
Day. 

The ad asks the question, “Who 
took the overhauls out of Mrs. 
Murphy’s Valiant?” 

An advance copy of the ad, along 
with a souvenir shamrock, was 
mailed to persons with the name 
Murphy from coast to coast from 
Murphy, N. C. The four-color ad 
features a green Valiant station 
wagon. 

* * * 


Houston Chronicle on TV 


The Houston Chronicle has an- 
nounced its sponsorship of a half- 
hour travel show on television. The 
new series, “Horizons Unlimited,” 
will be televised once monthly on 
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KTRK-TV, Houston outlet for ABC. 
It is the first such television pro- 
gram to appear in Houston under 
the sponsorship of a newspaper. 
+ * * 


Co-op Ads on Upswing 


A recent survey of its members 
by the Assn. of National Advertisers 
shows that almost half of all com- 
panies with co-op ad plans boosted 
their invesement in 1960 over 1959. 

About 30 percent spent the same, 
while slightly more than 20 percent 
cut their co-op spending. The aver- 
age co-op plan accounted for 15 per- 
cent of the company’s total adver- 
tising-promotion budget, the survey 
revealed. 

* * * 


Ford Spotlights Civil War 


The Civil War is spotlighted in 
the April issue of “Ford Times.” 

Major articles in the monthly 
Ford Motor Co. magazine form a 
motorists’ guide to Civil War sites 
and describe, with illustrations, 
the scheduled July 22 re-enact- 
ment of the first Battle of Bull 
Run, the “history strip” to Rich- 
mond, Civil War battle names, the 
battle of rifled cannons at Sav- 
annah, Ga., historic homes of the 
South, and “The Pleasures of 
Mobile Bay.” 

The April issue is the second of 


three issues of “Ford Times” to 
carry articles based on observances 
of the Civil War Centennial. Copies 
may be obtained at most Ford 
dealerships. 

* * 


* 
New Rates in Mansfield 


The Mansfield (O.) News-Journal 


announces adoption of the CID plan 
for national advertisers in its new- 
est rate card effective May 1, 1961. 

Discounts are available in 
standard sizes from 100 lines to 
full pages on the CID frequency 
periods at discounts from 3 per- 
cent to 17 percent. An additional 
option of increased time to fulfill 
the contract allows 2 percent less 
than the normal discount if the 
contract period is doubled. A 
simple bulk linage discount plan 
was announced also allowing 4 
percent discount for 5,000 lines 
in a year and 8 percent discount 
for 25,000 lines in a year. 

The News-Journal also announced 
the availability of full ROP color 
after Aug. 1. One color and black 
rates were reduced by 25 percent 
from the previous rate card. 

* * * 


Times-Mirror Buys Map Firm 

The Times-Mirror Co. Los 
Angeles, has reached agreement 
with the principal stockholders of 


DC. MOTORS FOR SPECIAL JOBS 


motors can help industry 


N.Y.C. R.R. Flexi-Van System—hydraulic pump motors. 
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special needs of power-motion 


Off-Highway Equipment—remote steering motors. 





Tow Vehicles—crane, pump and hoist motors. 


Delco-Remy has built intermittent and continuous duty d.c. motors for 
all kinds of off-the-highway use, for high-lift trucks and low-lift pallet 
trucks, for buses, and police and fire equipment. Is your engineering 
department writing specs for a special purpose motor on your prod- 
uct? Or would you like to improve your present application? Be sure to 
consider a d.c. electric motor for your needs. Write Delco-Remy 
about it. We’ll be happy to give you complete data and assistance. 


From the highway to the stars 


Delco-Remy electrical systems 


DELCO-REMY e 


DIVISION OF GENERAL MOTORS e ANDERSON, INDIANA 








Emergency Vehicles—siren motors. 















H. M. Gousha Co., San Jose, Calif., 
to purchase the road map firm for 
an undisclosed amount of cash. 


Annual sales of the 35-year-old 
designer and publisher of road 
maps of North and Central America 
exceed $4 million. The net effect of 
the acquisition will be to increase 
earnings per share on Times-Mirror 
common stock, officials said. 

Gousha’s major customers are oil 
companies which distribute the road 
maps free through service stations 
nationwide. Others among its 200 
customers include automobile clubs 
and political subdivisions. 

* * * 


Simca Ad in 5 Magazines 


Simca has scheduled ads for 
forthcoming issues of New 
Yorker, Sunset, Sports Illustrated, 
Road & Track and Car & ‘Driver 
as part of MSimca’s campaign 
stressing reasons why Simca is a 
“real economy buy.” 

The ad makes the point that 
this is true of Simca compared 
with other imports as well as 
when “valued” against the domes- 
tic compacts. 

cd * * 


Bostrom Joins ATA 


Bostrom Corp. Milwaukee, a 
manufacturer of truck seats, has 
become the 32nd member of the 
ATA Foundation, the public infor- 
mation, education and research or- 
ganization for supplier support of 
the trucking industry. 


* a * 
Monroe Booklet Available 


How to improve your car’s com- 
fort and safety is the subject of a 
booklet, written by Sam Hanks, 
director of competition for the In- 
dianapolis Speedway, and distrib- 
uted free by Monroe Auto Equip- 
ment Co., Monroe, Mich. 

The 12-page illustrated booklet 
appeared first as an insert in 
Popular Mechanics magazine. 
Reprints are being made avail- 
able by Monroe to its distributors 
and dealers, to interested groups 
and to the public through dis- 
tribution at automotive shows 
and by other methods. 

Subjects covered include general 
safe driving tips, function of shock 
absorbers in the suspension sys- 
tem, how shock absorbers work, 
the history of their development, a 
simple driver’s check of shock ab- 
sorber condition and installation. 

* * * ‘ 


Look to Up Newsstand Price 


Effective with the May 9 issue, 
the newsstand price of Look maga- 
zine will be raised from 20 cents to 
25 cents a copy. 

Simultaneously, prices on all sub- 
scriptions for longer than one year 
also will be increased, according to 
S. O. Shapiro, circulation director. 

* * * 


Muller Picks Tamman 


Boyd Muller Chevrolet Co., 
Houston, has -retained Frank 
Tamman_ Advertising Agency, 
Houston, to handle its advertis- 
ing and public relations. 

* * ok 


Personnel Changes 


Eldon E. Fox, formerly adver- 
tising and sales promotion manager 
for Edsel and most recently asso- 
ciate manager of the Minneapolis- 
St. Paul office of 
Batten, Barton, 
Durstine & Os- 
borne, to staff of 
Malcolm P. Fer- 
guson, president 
of Bendix Corp. 
... Jay Henricks 
from advertising 
sales staff of 
Time magazine 
to head of his 
own business, Jay aay 
Henricks Asso- E. E. Fox 
ciates . . . John Denson from edi- 





tor of Newsweek magazine to edi- 
tor of the New York Herald-Tribune, 
succeeding Robert M. White II, 
who has resigned. 









PORT-A-WALL ~~ 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 














Bearfoot Airway Corporation 
Automotive Division ® Wadsworth, Ohio 
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U. S. Contract Gives Ford 
Big Lift in Turbine ‘Race’ 


By Joseph M. Callahan 
Engineering Editor 


A DECADE of gas-turbine 
development by the auto 


industry’s Big Three was 
given a tremendous jolt by the re- 
cent $3.8 million joint Army-Navy 
contract awarded to One auto com- 
pany for the development of a 600- 
horsepower gas turbine. 

To Ford Motor Co., which won 
the all-important contract, the 
action will produce an explosive 
expansion of the company’s gas- 
turbine program and possibly the 
eventual mass production by Ford 
of heavy-duty gas turbines for 
both military and commercial ve- 
hicles. 


But for the gas-turbine depart- 


by Joseph M. Callahan 


“IND of the rainbow” for many 
research people these days is 
the inversion layer over a smog- 
shrouded Los Angeles teeming 
with a million or so motorists ap- 
parently searching for a good anti- 
smog device to install on their cars. 

This drive to develop an anti- 
smog accessory was given added 
impetus last year when the Cali- 
fornia Legislature passed a law 
requiring every car in the state 
to use such a device “after two 
or more are approved.” 

This immediately brought visions 
of a $700 million jackpot. No fewer 
than 50 antismog devices for cars 
have been submitted to the State 
Motor Pollution Control Board for 
testing. No recommendation is ex- 
pected for at least a year—if then. 

At present, the auto makers, as 
a partial solution, are installing a 
device on all California-bound new 
cars that returns the unburned hy- 
drocarbons emitted by the crank- 
case to the carburetion system. In 
effect, this is a solution to a phase 


ments of General Motors and 
Chrysler Corp., which lost out on 
the contract despite an allout 
effort, the action may result in 
severely crippling or possibly de- 
stroying these programs. 

Although the actual dollar value 
of this contract is rather slight 
when compared to each company’s 
annual sales, the impact of the 
development contract is particularly 
great now because, after 10 years 
or more of rather successful gas- 
turbine research, the automotive 
managements are diligently weed- 
ing out nonessential spending, 
largely because of the slow sales. 

To comprehend the shock and 
consternation caused in some quar- 
ters by the award of this contract, 
it’s necessary to have a basic under- 
standing of the turbine and how 
the gas-turbine concept of each 
company differs from the others, 
as well as their turbine-develop- 
ment background. 

* * * 


—— gas turbine, like the jet 
engine, is essentially a blow- 
torch that produces terrific exhaust 
or thrust. A jet airplane uses this 
thrust to push against the air in 
the atmosphere and thereby move 
the plane forward. A vehicular 
gas turbine uses the thrust to turn 
turbine wheels which eventually 
turn the vehicle’s rear wheels. 

Both the GM and the Chrysler 
gas-turbine concepts are similar 
in that they have one compressor, 
which compresses the air to about 
four times the pressure of normal 
air; a burner or combustor, 
which mixes and burns fuel in 
this air, causing it to expand 
terrifically; a turbine wheel which 
drives the compressor, another 
turbine wheel which drives the 
rear wheels, and a regenerator, 
which recovers heat from the ex- 
haust gas for heating the in- 
coming compressed air. 

The Ford gas turbine has all these 
features, plus a turbocharging cycle 
that consists of another compres- 
sor, which raises the pressure ratio 
from 4-to-1 to 16-to-1; an inter- 
cooler, a second combustor and a 
third turbine wheel for driving the 
extra compressor. The intercooler 
reduces the volume of the air after 
the initial compression stage, thus 
reducing the work, size and speed 
of the high-pressure compressor. 

One gas-turbine authority who is 
not connected with any of the auto 
companies voiced a rather wide- 

* * aa 


spread opinion when he said ‘the 
Ford approach is an _ extremely 
bold one. The cycle is extremely 
complex—something that you might 
expect in a big power station, rather 
than the simple, portable-type tur- 
bine that most of us feel is neces- 
sary for a vehicle.” 

Ford turbine officials admit that 
their unit is quite complex, but 
they chose this system for one 
paramount reason—they felt it was 
the best way to get part-load fuel 
economy. GM and Chrysler engi- 
neers admit that part-load economy 
is difficult to achieve, but they feel 
they have already achieved a meas- 
ure of this in their engines and 
that they could attain greater part- 

(Continued on Page 52, Col. 1) 


Electric Wheels 
For Cars Studied 
By Jack & Heintz 


eC Tea powered wheels 
for cars, a long-time objective 
of some engineers, are a_ step 
closer today because of a feasibility 
study program just completed by 
Jack & Heintz Co. for the Army 
Ordnance Tank-Automotive Com- 
mand. 

In this method of vehicle loco- 
motion (one of several being re- 
searched at the Army Tank Ar- 
senal in Center Line, Mich.), a 
gasoline engine drives an alterna- 
tor or generator which produces 
electricity that is routed through 
an electric circuit to motors at 
each wheel. 

This permits the elimination of 
many heavy and space-consuming 
components — transmission, prop 

shaft and rear axles—and the use 
of a much smaller differential. A 
car’s tunnel hump could be elimin- 
ated completely. 
* * * 

GavaeA, electrical components 

would have to be added, although 
Jack & Heintz officials claimed the 
net weight reduction would be con- 
siderable. In the vehicle studied, 
a 2%-ton Reo truck that normally 
weighs 11,775 pounds, the weight 
was cut about 1,700 pounds. 

Officials of Jack & Heintz Co., a 

(Continued on Page 42, Col. 3) 
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of the problem that most people}; — 


had overlooked. 

Nevertheless, hydrocarbons are 
still escaping into the California 
atmosphere through the exhaust 
pipes, the carburetor vents, gas 
tank pipes and various other ave- 
nues. 

* 7 * 

N RECENT weeks, three new 

firms have made a stab at solv- 
ing this problem. Only time will tell 
how effective these devices wil] be 
in licking the overall smog prob- 
lem, even if they do everything 
their inventors claim. They have 
been or shortly will be submitted 
to the State of California for test- 
ing. 

One device that seemingly an- 

(Continued on Page 58, Col. 1) 





Big Three's Gas Turbine Leaders and Engines— 

Left: William A. Turunen, head of engineering mechanics at General Motors Research Laboratories, adjusts GT-305 turbine, 
GM's latest. On the floor is earlier GT-304. Center: Ivan M. Swatman, left, leader of Ford's turbine design group, and C. L. 
Bouchard, manager of turbo machines department, look over Ford 704 gas turbine. Right: George J. Huebner jr., Chrysler 
Corp.'s executive engineer for research, shows variable nozzles of Chrysler's latest gas turbine. 








Which Makes Have What? ... 


Guide to Import Features 


Epiror’s Note: European cars today offer a vast variety of engineer- 
ing features in engines, drive-line configurations, suspensions and 
brakes. For readers periodically involved in arguments as to which 
import has which unusual feature, AuToMoTive News presents a run- 
down of 30 of the most common “semi-exotic” features and the current 
import cars which offer them. A “semi-exotic” feature refers to any 
component or arrangement not generally found on either American or 
European cars. 

* * * 
ENGINES 
REAR-MOUNTED: Volkswagen, Renault, Porsche 1600, Fiat 500, Fiat 
600, BMW 700, NSU Prinz, Isetta, Abarth-Fiat, Tatra, Goggomobil T-400. 
FRONT TRANSVERSELY-MOUNTED: Morris 850, Austin 850. 
AIR-COOLED: Volkswagen, BMW 700, Berkeley, D. B., NSU Prinz, 
Porsche 1600, DAF, Fiat 500, Panhard, Vespa 400, Citroen 2CV, Lloyd 
Alexander, Isetta. 

FLAT OPPOSED FOUR-CYLINDER: Hansa Tiger, Lloyd Arabella, 
Porsche 1600, Volkswagen, Goliath 1100, BMW 700, Lancia Flavia. 

FLAT OPPOSED TWO-CYLINDER: BMW 700, DAF, Panhard, Goggo- 
mobil T-700, Lloyd Alexander, Isetta, Citroen 2CV. 

ALUMINUM: Rolls-Royce, Panhard, BMW 700, Skoda, NSU Prinz, 

Tatra. Rover 100 and Sunbeam Rapier have aluminum heads. 
MAGNESIUM: Volkswagen. 

TWO-CYCLE: Auto Union 1000, Berkeley, DKW, Saab, Wartburg, 
Goggomobil T-400. 

FUEL INJECTION: Mercedes 300 SL, Mercedes 220 SE. 
OVERHEAD CAMS: Mercedes 180, 190, 219 and 220S; Facel Vega 
Facellia, Ferrari 251 G.T. Coupe, Lotus, Maserati, NSU Prinz, Alfa- 
Romeo, Jaguar, Abarth-Fiat, Aston-Martin, Porsche Carrera. 
DIESEL ENGINE: Mercedes 180D, Mercedes 190D. 
FRONT-WHEEL DRIVE: Citroen DS 19, ID 19 and 2CV, Auto Union, 
Berkeley, D.B.. DKW 750, Hansa Tiger, Panhard, Saab, Morris 850, 

Austin 850, Lloyd Alexander, Wartburg, Lancia Flavia. 


SUSPENSIONS 

INDEPENDENT REAR SUSPENSION: A.C. Bristol Roadster, BMW 
700, Lloyd Isabella, DKW 750, Fiat 600, Volkswagen, Renault, Hansa 
Tiger, Lotus, Mercedes-Benz, NSU Prinz, Porsche 1600, Alfa Romeo, 
Skoda, Tatra, Triumph Herald, Citroen DS 19, ID 19, and 2CV, DAF, 
Morris 850, Austin 850, Lancia Flaminia and Flavia, Goggomobil T-400, 
Abarth-Fiat, Berkeley Bandit. 

DE DION AXLE: Peerless, Prince Skyline. 

AIR-OIL: Citroen DS 19 and ID 19. 

REAR TRANSVERSE LEAF: A.C. Bristol Roadster, A.C. Ace, Fiat 
1500, Lancia Flaminia, Auto Union. 

FRONT TRANSVERSE LEAF: D.B., Fiat 600, Panhard, DAF, Peugeot 
403, Rover 3-Liter, Abarth-Fiat, Auto Union, A.C. Ace. 

REAR TORSION BAR: Volkswagen, D.B., DKW 750 and Panhard, 
Lancia Flavia. 

FRONT TORSION BAR: Volkswagen, Lancia Flavia, DKW _ 750, 
Toyopet Tiara, Fiat 2100, Mercedes 300 SL. 

REAR LEAF-COIL: Maserati Coupe, Simca Etoile, Fiat 2100. 

AIR SUSPENSION: Borgward Isabella. 

SINGLE-LEAF COIL: Toyopet Tiara. 

RUBBER CONE: Morris 850, Austin 850. 

BRAKES 

DISK: Citroen DS 19 and ID 19, Aston Martin, D.B., Austin Healey 
2000 (front), Facel Vega Facellia (front) and HK 500, Jaguar, Lotus, 
Maserati (front), MG-A 1600 (front), A.C. Ace, Morgan (front), Peerless 
(front), Sunbeam Alpine and Rapier (front), Triumph TR-3 (front), 
Daimler SP 250, Volvo P 1800 Sports Coupe, Austin A-99, Humber Super 
Snipe (front), Rover 100 (front) and 3-Liter, Berkeley Bandit, English 
Ford Consul (front), Zephyr (front), and Zodiac (front). 

FINNED DRUMS: Alfa Romeo, Austin-Healey 3000. 


MISCELLANEOUS 

AUTOMATIC LEVELIZER: Citroen DS 19 and ID 19. 

AUTOMATIC TRANSMISSION: DAF, Hillman Minx, Jaguar, Daimler 
SP 250, Rover 3-Litre, Singer IIIA, Mercedes 300, Austin A-99, Borgward 
Isabella, Rolls-Royce, Humber Super Snipe, Singer Gazelle, English Ford 
Zodiac. 

TRANSAXLE (Without front-wheel drive or rear engine): Lancia 
Flaminia. 

CENTRAL HYDRAULIC SYSTEM: Citroen DS 19 and ID 19. 

SELF-JACKING DEVICE: Citroen DS 19 and ID 19. 


Engineer's 
Showcase 


e@ The principal problem thus 
far with American Motors’ 
die-cast engine is that the 
“cold plugs” on the underside 
of the engine have popped out 
in some cases, causing the 
antifreeze to drain out. The so- 
lution has been to bend the 
plug slightly so that they’re 
less likely to come out when 
the aluminum expands therm- 
ally. 

* * * 

@ Considerable searching is 
being done in the industry for 
some way of eliminating the 
costly cylinder sleeves now 
used with all the aluminum 
engines, 











For customers who drive slowly, any new tire will do 


But people driving at today’s highway speeds need tires that are More and more people are looking for the word “nylon’’ on 
made with nylon cord. That’s because, grade for grade, nylon the sidewall to make sure they get a tire that will give them this 
cord tires offer extra protection against the main causes of tire kind of extra protection. When it’s time for them to replace 


failure—heat build-up and impact damage. At turnpike tires, each year, more and more people choose nylon cord 
speeds, nylon is almost twice as strong as rayon cord, in- tires even though these tires cost them a little more. Your 
cluding Tyrex rayon. Lab tests and road tests prove that, NYLON customers would probably also prefer nylon cord tires on 
grade for grade, nylon cord tires hold up under conditions new cars if they had their choice. Why not make them the 
that could rupture rayon cord tires. offer? It could help close a sale. 


Chemstrand nylon 





Chemstrand makes only the yarn; America’s finest mills and manufacturers do the rest. 
THE CHEMSTRAND CORPORATION - GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. 


DISTRICT SALES OFFICES: 350 Fifth Ave., New York 1; 334 Overwood Rd., Akron, Ohio; 197 First Ave., Needham Heights, Mass.; 129 West Trade St., Charlotte, N. C.; California Office: 707 
South Hill St., Los Angeles 14. Canadian Agency : Fawcett & Co., 34 High Park Blvd., Toronto, Canada» PLANTS: CHEMSTRAND® NYLON— Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE @ NO. 231 OF A SERIES 


Twenty-three years and some 3,000,000 Mercurys ago a proud new 
name was added to the roster of American cars. Many changes have 
been wrought since the first °39 Mercury rolled from the assembly 
line. Countless innovations and design improvements have reached 
the American Road under the Mercury emblem. 


Just consider a few of the “firsts” in its field Mercury can proudly 
claim: Waterproof ignition system, 1951; suspended pedals and 





center-fill gas tanks, 1952; ball-joint suspension, 1954; safety 
steering wheels, 1956; self-adjusting brakes, 1958; and Cushion- 
Link suspension, 1961. 


But in our industry you don’t move forward using milestones as 
hitching posts. The °61 Mercury—wonderful car though it is— 
represents just one more far-reaching stride along the road to a 


greater tomorrow. As forerunner of a bright new generation of finer 


wn 





~MERCURY... HEADING FOR ITS SECON 





| 
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The beautiful 1961 Mercury Monterey convertible. 


i 


D QUARTER-CENTURY OF PROGRESS - 


jcars it points the way to still more exciting new ideas in automotive 
styling and design. 


There is an unrelenting and forward-looking goal at Lincoln-Mercury 
iDivision: to engineer and design better cars year after year. That 
lis why, in Mercury’s next quarter century, you can look to still 
icreater marketing potentials, still finer products. Another reason why 
it’s great to be a dealer in the Ford Family of Fine Cars. 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Cow 
Ford e Falcon ¢ Thunderbird e Comet e Mercury e Lincoln Continental e 

English Ford Line e Ford Trucks e Industrial Engines ¢ 

Special Military Vehicles ¢ Farm and Industrial Tractors and Equipment e 
Aeronutronic— Products for the Space Age e Ford Motor Credit Company e MOTOR COMPANY 


The American Road insurance Company « 


The American Road, Dearborn, Michigan 














Bronze Bearing Features 


Lifetime Lubrication 


The Permawick packaged journal bear- 
ing with lifetime lubrication is said to be 
less expensive than, and interchangeable 
with, general purpose ball bearings in ro- 
tating shaft applications. 

Developed by Tann Bearing Co. Division, 
Tann Corp., 3750 E. Outer Dr., Detroit 34, 
Mich., the sintered bronze bearing assem- 
bly is designed for light to moderate loads 
at moderate speeds. It has a de-rated PV 
value of 25,000, it is said. 





Phosphate Coat Applied 
To National Oil Seals 


A manufacturing improvement adopted 
by National Oil Seals imparts a velvet- 
gray finish to the metal member of the 
seal. The treatment consists of passing 
components of the seal through cleaning 
and phosphate coating baths. The micro- 
crystalline structure of the coating pro- 
vides a better base for cohesion between 
the bonding cement of the metal and 
sealing application material, it is said. 
The coating provides a perfect surface 
for retaining the rust proofing prelubri- 
cant used by National, it is claimed. 
Federal-Mogul Service, 11031 Shoemaker 
Ave., Detroit 13, Mich. 





Tachometer Pickup Designed 
For Auto, Aviation, Lab Use | 


An explosion-proof magnetic tachometer 
pickup has been announced by Electronic | 
Division, Meriam Instrument Co., 10920 
Madison Ave., Cleveland 2. O. The unit 
Model 2040, produces high amplitude, low 
modulation, sine wave signals, in lieu of 
existing AC or DC analog signals, propor- 
tional to revolutions per minute, it is said. 

Designed for use on aircraft and auto- 
motive engines and test stands, the pickup 
can be adapted for any rotating devices 
where a high ratio of electrical impulses 
per revolution is necessary for operation 
of counters, rate meters and electronic 
tachometers, it is said. Standard frequen- 
cies are 60 or 120 impulses per revolution, 
and the 2040 is adaptable to a range of 
one to 240 impulses per revolution. 

* * * 


Data Processing System 


Developed by Burroughs 


Burroughs Corp. Detroit 32, Mich., has 
developed a solid state electronic data 
processing system that is said to overcome 
the shortcomings of even the most ad- 








j time or 
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vanced systems to date—wasted man- 
power and unused speed. 

The B5000 is said to be a versatile, 
ultra-high speed data processing system 
that automatically “adjusts to its own 
environment,’ schedules and keeps track 
of its own work load, and actually tells 
itself as well as its human operator how 
it's doing. 


* * 


Rockwell Division Offers 
Grinder for Long, Odd Stock 


Advanced safety devices plus conveni- 
ent handling of odd-shaped and long 
stock are said to be features of a 7-inch, 
Y_-horsepower grinder developed by Rock- 
well Mfg. Co.'s Delta Power Tool Division, 
411 N. Lexington Ave., Pittsburgh 8, Pa. 
The grinder is available in both bench 
and pedestal models. 

The unit's patented ‘‘Twin-Lite’’ safety 
shields contain double-strength, shatter- 
proof glass to protect the operator's eyes, 
the division said. Inside the shields, bay- 
onet-type bulbs are shaded to prevent 


* 


glare while illuminating the. face and both 

sides of the wheel. Wheels are balanced 

to 1/10-inch-ounce. 
+ 


Hydraulic Brake Equalizer 
Announced by Do-Mor 


The Do-Mor brake equalizer is said to 
balance hydrostatically the uneven pres- 
sures that are fed back into the hydraulic 
system from unequal wheel braking condi- 
tions. Pressure fluctuations are produced 
when the drum becomes heated or by ir- 
regularities in the surface area of the 
drum. 

The equalizer is said to balanc the sys- 
tem by absorbing or suppressing these 
Pressure fluctuations, thus maintaining a 
constant, uniform pressure throughout the 
system. Do-Mor Brake Engineering Co., Box 
266, Orange 7, Calif. 


Mercury Plumb Bobs 
Announced by Starrett 


A line of mercury plumb bobs for use 
in layout work, construction and survey- 
ing has been announced by L. S. Starrett 
Co., Athol, Mass. 

Bobs are available in four sizes and 
weights: 4% inches long by '-inch diam- 
eter, weight 3% ounces; 5% by %-inch, 
weight 6 ounces; 6 by %-inch, weight 
12 ounces and 6% by 1-inch, weight 16 
ounces. 





Truck Mirror Features 


Electric Remote Control 


Standard Mirror Co., Inc., Buffalo, N. Y., 
has announced an electric remote control 
West Coast day-night truck mirror. 

A touch of the switch on the instrument 
panel rotates it and brings either the day- 
subdued comfortable nighttime 
mirror into driving position, and the same 
switch will adjust either mirror for best 
viewing position on the road, for help in 
backing into tight places, it is said. It is 
available with auxiliary spot mirror for 
supplementary viewing such as checking 
diesel stacks. 

















Engineering and Production 
New Products 





Acme Abrasive Attachment 
Designed for Buffing Lathes 


An Acme abrasive belt arm attachment 
that can be installed on adjustable buffing 
lathes of various makes to provide means 
of adding abrasive belt polishing opera- 
tions to existing equipment and to increase 
flexibility of production finishing opera- 
tions has been announced by Acme Mfg. 
Co., 1400 E. Nine Mile Rd., Detroit 20, 
Mich. 

The belt arm attachment is mounted on 
the spindle housing of buffing lathes. 
The belts are spring loaded between a 
contact wheel and an idler pulley. Various 
belt arm attachments will handle belts 
from two up to eight inches in width and 
96 up to 132 inches long. The belt arm 
attachments can also be arranged to adopt 


other specific belt lengths. 
* * ok 


Adjustable Helper Spring 


Announced by Superior 


A three-way adjustable, single-leaf help- 
er spring to fit cars, station wagons, pickup 
trucks and trailers has been announced by 
Superior Industries, 7260 Atoll, North Hol- 
lywood, Calif. 

Engineered to fit all 134, 2 and 2%- 
inch rear leaf springs, the unit is avail- 
able in two models: Model No. 1101 with 
three positions up to 1,000 pounds in- 


creased load capacity, and Model No. 
1102 with three positions up to 1,500 
pounds. The spring-control, single-leaf 


helper spring is said to be the answer 
for a better controlled ride, eliminating 
sway and bottoming. 
.- © 

Diesel Injection Pump 
14 Rue 


* 





Precision Mecanique Labinal, 


Daviel, Paris 13, France, has introduced a 
diesel injection pump which makes use 
of the “‘liquid-stop” principle. The com- 
pany said the unit is small, sturdy and 
easy to maintain. 





Optical Inspection Featured 
On Twist Drill Grinder 


A solution to the chore of keeping small 
twist drills sharpened is offered by the 
Optical ‘‘Tatar’’ drill grinder, distributed 
by Eric R. Bachmann Co., Inc., 27-11 41st 
Ave., Long Island City 1, N. Y. 

This compact bench-type machine holds 
the drills in a quill equipped with self- 
centering chuck or collet. After chucking 
the drill the quill is axially moved until 
the drill point locates a scratchproof sap- 
phire stop. The image of the drill point 
then appears in episcopic projection, 10 
or 20 times magnified, on the large screen, 
where a number of orientation lines permit 
positioning. The quill can be positively in- 


dexed 180 degrees for subsequent grind- 
ing of the opposite cutting edge, it is said. 
* * * 


Monsanto Offers Resin 


For Cooler Enamelling 


A resin for producing glossy and dur- 
able automobile body enamels that are 
said to cure quickly at temperatures as 
low as 180 degrees Fahrenheit without 
catalyst has been introduced by Monsanto 
Chemical Co.'s Plastics Division, 100 Mon- 
santo Ave., Springfield 2, Mass. 

William T. Watt, surface coating sales 








manager, identified the new material, 
tradenamed Resimene 872, as an etherified 
melamine formaldehyde resin solution of 
50 percent solids content in isobutanol. 

* 


* * 





Electronic Device Tests 
Lincoln's Electrical Systems 


EAGER, an electronic detection device 
for the exclusive testing of electrical sys- 
tems and components on the 1961 Lincoln 
Continental has been developed by Per- 
formance Measurements Co., 15120 Third 
Ave., Detroit 3, Mich., in cooperation with 
Ford Motor Co. quality control engineers. 


Housed in a portable cabinet six feet 
tall, four feet square at the base, EAGER, 
the electronic audit gager, checks the op- 
erational efficiency of as many as 339 
electrical systems and/or components on 
a fully equipped Lincoln Continental, it is 
said. Testing of each Lincoln Continental 


takes place on the final assembly line. 
a ee 





Offenhauser Introduces 


Lancer Dual Manifold 


Offenhauser Sales Corp., 5156 Alham- 
bra, Los Angeles 32, Calif., has announced 
a dual manifold for installation on the 
170-cubic-inch, 101 horsepower,  six-cyl- 
inder Lancer engine. 

With modifications, the unit can be in- 
stalled on the Lancer’s optional 225-cubic- 
inch, 145-horsepower engine. The installed 
unit accommodates two stock single-throat 
carburetors. Included in the package are: 
Manifold, a fuel line ‘‘T,’’ accelerator link- 
age (A) and the necessary material for 
installation. An alternate accelerator link- 
age (B) can be formed out of stock accel- 
erator rods by the installer for use with 
the 225 engine. The choke linkage (C) 
also can be formed by the installer out 


of drill rods. 





Lightweight Turbocharger 
Announced by TRW 


Thompson Ramo Wooldridge, Inc., 23555 


Euclid Ave., Cleveland 17, O., has an- 
nounced production of a lightweight turbo- 
charger for a major producer of diesel- 
powered equipment. Designated Model 
317, the unit is the smallest of three mod- 
els designed and produced by TRW's Tur- 
bocharger Division. 

Design features are said to include 
light weight, a simplified bearing design, 
an efficient seal design and easy acces- 
sibility for maintenance inspection. Un- 
usually light weight has been achieved 
through extensive use of aluminum. The 
unit weighs 12 pounds. 








Transmission Features 


Electro-Magnetic Control 


A heavy-duty transmission with electro- 
magnetic clutches that are said to provide 
speed changes and reversing under power, 
without interrupting power source, has 
been announced by Western Mfg. Co., 
3400 Scotten Ave., Detroit 10, Mich. 

Electro-magnetic clutch capacity is 3,060 
pound feet (running). It is identified as 
Model 18700-EC and is available in two, 
three, or four speed changes with a maxi- 
mum reduction 10:1. Manual or automatic 
controlling of speed changes are accom- 
plished with electric switches, tape, cam 
or other remote control. Overall dimen- 
sions are 34 inches, left to right (end of 
shafts); 22 inches, front to back, and 20% 
inches high. Shaft diameters: Input—2.125 
inches, output—3.000 inches. Weight—600 
pounds (approximate). 


* * 





‘Junior’ Model Air Feed 
| Announced by Ses-Matic 


Ses-Matic Press Equipment Division, Spe- 
cial Engineering Service, Inc., 7631 Wy- 


has announced the Ses- 
Feed for feeding light 
coiled material to punch presses at speeds 
up to 250 strokes per minute and with an 
accuracy up to .002. 

The unit has a capacity to feed materials 
up to four inches wide and thicknesses to 
.06 inches. Stroke lengths are adjustable 
up to four inches. Adjustments to accom- 
modate the stock being fed to the punch 
press are made fast and simple, it is said. 
No adjustment is necessary for stock thick- 
ness. The stroke length is adjusted by turn- 
ing the adjusting screw. Adjusting for stock 
width is easily made by repositioning the 
guide roller at the stock entrance end of 
the air feed. 


oming, Dearborn, 
Matic Junior Air 
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Lamb Transfer Machine 


Processes Aluminum Blocks 


A 12-station transfer machine designed 
and built by F. Jos. Lamb Co., 5663 E. 
Nine - Mile Rd., Detroit, Mich., performs 
rough, semifinish and finish operations in 
front and rear faces of die cast aluminum 
cylinder blocks. 

All holes, including dowel, water pump 
impeller, camshaft, transmission case and 
front cover mounting holes, are machined 
in a 27.5 second cycle producing 131 
blocks per hour at 100 percent efficiency, 
it is said. The machine was arranged for 
quick conversion to cast iron block pro- 
duction by providing change gears in the 
work heads. The conversion takes only a 
few minutes per head and does not re- 
quire disassembly of the head. 


* * * 


Borden Chemical Offers 
Vinyl Insulation Sleeving 


Development of a transparent vinyl in- 
sulation sleeving said to resist heat, fungus 
and oil attack has been announced by 
Borden Chemical Co., 1 Clark St., North 
Andover, Mass. 




















up 
with the 


Art Kimmelhoch is a farmer, ag school graduate. He has 
doubled the 160 acres left him by his father. His field crops 
come up earlier and greener. His livestock brings the highest 
prices. His farm plant is well kept. His house is new, 
air conditioned. He gets to Florida every winter, and has a 
daughter in an Eastern prep school. 

Your farm is next door. How do you keep up with 


a 
immelhoc | | S Kimmelhoch? Well, you start by paying a lot of 
attention to SuccessFuL FarminG. Kimmelhoch does! 





So do most of the really prosperous farmers. 

Because every issue has information on markets, methods, 
machinery and materials—that save work, increase yields, 
lower costs, help the farmer earn more. His land allotment, 
barn layout, fertilizer application, materials handling, 
herd size, equipment purchases, prices, 
taxes and profits next year will depend 
to some extent on what he learns from SF 
this year. This magazine means money es ate 
in the bank! It is not merely read—but s arming 
studied, filed, referred to again. And it 
also helps the farm family live better. 

And after fifty-eight years of service, 
SF has earned a respect and confidence 
unmatched by any other medium; and 
a degree of influence reflected in its very 
high readership, and the reception and 
response of its readers to advertising. 

SF subscribers average holding is 
more than 300 acres; and their average 


farm cash income is about 70% above 





the national farm average — represent 
one of today’s choicest class markets. 

If you want your advertising to sell 
something, put it in SUCCESSFUL FARMING. 
And ask any SF office about the twelve 
new State & Regional editions! 


SucCESSFUL FARMING... Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 
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Electrically Powered Wheel— 

Carl Rasmussen, right, assistant chief of the long range forecasting office of the 
Detroit Tank Arsenal, and A. P. Poponek, a Jack & Heintz engineer, examine a mockup 
of an electrically powered wheel. 
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division of Siegler Corp., said 
their study showed that this 
method of locomotion is now pos- 
sible because of their development 
of a variable-speed, variable-fre- 
quency (VSVF) electrical system. 

No prototypes have yet been pro- 
duced, although Jack & Heintz Co. 
and Reo Motors are hopeful of 
being awarded a “phase two” joint 
development contract by the Army 
that would result in the actual 
building and testing of prototype 
vehicles. 

Lt.-Col. Morton Jones, chief of 
long-range forecasting of the Tank- 
Automotive Command, said the 
Army is interested in this method 
of locomotion primarily because of 
the potential weight savings. 

* * 


Long-Range Program 

o. is a prime requirement for 
future Army vehicles because 

every new vehicle, including tanks, 

now being developed must be able 


In Jack & Heintz Program... 


Electric Wheels Studied 


(Continued from Page 36) 





to float or swim. Jones said this 
was based on the current theory 
that in the next war there will 
be a water obstacle at last every 
25 miles. 

If the Army decides to move 
ahead with the electrically pow- 
ered wheel, Jones said “they 
might have something in a tank 
in the next two years, although 


Engineering Institutions 
Draw More Freshmen 


URBANA, Ill.—The freshman en- 
rollment at institutions having cur- 
riculums accredited by the Engi- 
neers Council for Professional De- 
velopment in the fall of 1960 topped 
the year-earlier total by 1.2 per- 
cent. 

After three years of notable de- 
creases in the total number of en- 
gineering students, that figure in 
the fall of 1960 held steady at the 
240,000 reported a year earlier. 





AFTER—MARKET AIR CONDITIONING 
A GREAT OPPORTUNITY FOR EXTRA PROFIT 


OU TUE Sell Wu 


WITH 


MARK TZ 


THE UNDISPUTED 
LEADER IN SALES 


THE TOP SELLER 1 EASIER 10 SELL 


@ The Mark IV program is 
dealer oriented from 
packaging to point-of- 
purchase sales aids. 

@ The unit is engineered 
for easy installation and 
lasting customer satis- 
faction. 

@ The 12 month or 12,000 
mile warranty terms are 
generous, but claims are 
infrequent. 

@ Dealers are backed by a 
nationwide network of 
over 2,100 factory auth- 
orized service centers. 


MARK IV ANNUAL SALES 











@ Mark IV, with a full line of four 
models, fits almost every American 
car, many imports. 


JOHN E. MITCHELL CO. 


3800 Commerce Street @ Dallas, Texas 


39,017 
(Final 
figure) 


America's Top Selling Custom Installed 
Auto Air Conditioner 


AIR CONDITIONING 





repres 


with full details. 


Drop us a card. Our near- 
est distributor or factory 


will call 


entative 














it would probably be 10 years 
before any powered-wheel vehicle 
would be available to troops.” 


Jack & Heintz officials said this 
system would be suitable for com- 
mercial vehicles, too, although it 
appears that cost and other factors 
would be against this. However, 
they feel confident that it would 
be competitive from a price stand- 
point after production tooling and 
research costs are covered. 

LeTourneau earth-moving ve- 
hicles based on the principle of 
the electrically powered wheel have 
been in use for some time. 

* cg * 


ee on the advantages of 
the system, a company engineer 
listed: 

1. Reduced weight. Naturally, this 
could either increase the payload 
of a vehicle or improve its gas mile- 
age and performance. This pos- 
sibly could make way for a nuclear 
shield on a military vehicle. 

2. Greater reliability, since there 
would be fewer components and 
electrical components reportedly 
can be made more durable and de- 
pendable than mechanical compo- 
nents. 

3. Simpler maintenance, for 
approximately the same reasons. 

4. Better ground clearance, be- 
cause the lowest parts of a car are 
generally the drive-train compon- 
ents which this system would 


eliminate. Jack & Heintz claims 
five additional inches of ground 
clearance with this unit. Sup- 


posedly, this would be possible on 
a truck. 

Jones said that an attractive fea- 
ture of the system is that some of 
the exotic power plants of the fu- 
ture—gas turbines and fuel cells— 
would work beautifully with it. 
Fuel cells would make for an ex- 
tremely simple arrangement be- 
cause they could be hooked up 
directly to the weels. 

* * * 


Would Complement Turbine 


H®= SAID a gas turbine would 
be one of the prime candidates 
for this system because it runs at 
high speeds (90,000 to 100,000 rev- 
olutions per minute are sometimes 
attained) and because the turbine 
works particularly well at fixed 
speeds. 

Elaborating on this point, Jones 
said the key to the entire pow- 
ered-wheel system is that every 
type of engine has a range of 
speeds at which it operates best. 
With this system, the optimum 

speed range can be selected for 
each engine because the engine 
would operate at relatively fixed 
speeds, regardless of the load. This 
would permit the use of much 
smaller engines for each vehicle 
and further gas savings. 

A. P. Poponek, a Jack & Heintz 
engineer, said that although the 
powered-wheel idea _ has_ been 
around for many years, this was 
the first such unit to use an alter- 
nator for its electrical source. He 
said the alternator is superior to a 
generator because it has greater re- 
liability, fewer parts and less 
weight and volume. Eighteen rec- 
tifier diodes would be required for 
each alternator. 

* * * 

MONG the other electrical com- 

ponents required are four 15- 
horsepower wheelmotors (13 inches 
long and 13 inches in diameter), a 
static frequency changer for con- 
verting high-frequency current to 
low-frequency current, a power- 
Sensing device, a governor that 
would coordinate the engine and 
the alternator and a rheostat-type 
control for regulating the speed. 
Braking would be accomplished by 
reversing the current to the wheel 
motors. 

At present the principal prob- 
lem in the powered-wheel sys- 
tem is how to dissipate the heat 
at the wheel motors. An oil- 
cooling system is currently the 
best answer. 

In this connection, every United 
States military vehicle has a major 
problem arising from the require- 
ment that it must operate at tem- 
peratures ranging from 65 degrees 
below zero to 130 degrees above 
zero. 


Tire Study Published 


UNIVERSITY PARK, Pa. — 
Pennsylvania State University has 
published a research bulletin on 
rubber and tire friction which is 
said to present a composite pic- 
ture of the how and why of fric- 
tion between tire and road. 
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Our dealers are 


on every “BUG” they deliver! 


The sensational 
rofton 


‘B U 5 


utility vehicle 


Postmen, meter readers, 
and others find the 
‘‘BUG’s” compactness 
make it the ideal job com- 
panion. Tow bar, rear 
seats, folding top, high 
seats, electric winch, and 
other options give it an 


The “BUG” is built for 
both work and piay. Its 
tremendous traction en- 
ables it to ‘float’ on loose 
sand. The 6-speed trans- 
mission turns it into a 
light tractor capable of 
pulling as well as pushing. 


The “BUG’s” work ca- 
pacity is remarkable. It 
carries a payload equal to 
more than its own 1100- 
Ib. weight at 50 mph. 
Small dimensions enable 
it to run through narrow 
aisles while carrying a full 
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The Crofton “BUG” has been in produc- 
tion for over one year. In that time the 


dealer network has 


expanded 4900%! 


Dealers are now located from coast to coast, 
in Alaska and Hawaii, and in five foreign 


countries. 


load. ,e 
e 
° a 
e 
. nec 
application for every job. 5 


The utility “BUG” is 
finding a secure position 
in the industrial world. 
Airports use it for ground 
support equipment; man- 
ufacturers use it for in- 
plant transportation and 
deliveries. .° 


The cold weather acces- 
sory package, consisting 
of a vinyl enclosure, heat- 
er, and snowplow, outfits 
the “BUG” for any win- 
ter-time task. 


%e, 
%e 

Sportsmen are among the 
avid “BUG” boosters. 
The car is ideal for camp- 
ing trips in the mountains 
or desert. Built-in power 
take-off, either rotation, 
direct or reduction geared, 
is available for accessory 
power. 


Be A 
“BUG” Dealer 


if you are looking for 


An automotive product offer- 
ing the dealer an exclusive 
franchise on a compact util- 
ity car. 


A ‘full list’ profit structure on 
each utility vehicle sold. 


A multipurpose vehicle, de- 
signed for byways as well as 
highways, with accessories to 
fulfill almost any need. 


An economy vehicle (35 mpg 
at 50 mph) capable of a trac- 
tor’s work load. 


A utility vehicle with full- 
size capabilities, but ‘com- 
pact’ dimensions. 105 in. long; 
48 in. wide; 63 in. wheelbase; 
40 in. tread. 


A 35-horsepower (at 5200 
rpm), overhead cam, liquid- 
cooled engine; a modern ver- 
sion of the famous Crosley en- 
gine. 24%2x2'\% bore and 
stroke; 44 cu. in. displace- 
ment; 9:1 compression. 


An American-made vehicle 
using standardized automo- 
tive components. 


A vehicle so sturdy and dur- 
able that the manufacturer 
can offer a low-cost power 
package exchange program 
unmatched in the automotive 
industry. 


A vehicle used by industry, 
municipalities, small car en- 
thusiasts, farmers, ranchers, 
sportsmen, and hundreds of 
others. 


An outstanding utility car 
starting at only $1350, plus 
tax, F.O.B. San Diego. Write 
T. M. Mikulanis, Sales Man- 
ager, for complete dealer 
details. 


Gofton 


888 Gut Sr., 1OTH Ave. TERMINAL 
SAN DIEGO!, CALIFORNIA 


BE.montr 3-6387 
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Pity the poor service man who has to track down 
nylon thump (and the car dealer who has to face the 
unhappy customer). Nylon thump is very hard to 
spot, because it could be shock absorbers, wheel bal- 
ance, or rear end trouble. Thank goodness all five of 





America’s car makers had the foresight to eliminate 
this problem on their ’59, ’60 and ’61 cars. They 
chose TYREX rayon tire cord as standard equipment. 
It’s a big selling plus you can be proud to tell your 
customers about, too—for the reasons shown right. 


Tyrex Inc., Empire State Bldg., New York 1,N. Y. TYREX (Reg. U.S. Pat. Off.) is a collective trademark of 
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TIRES MADE WITH TYREX RAYON CORD GIVE YOU THESE SALES-PLUSES: 


@ Give longer tread mileage. FACTS!—not CLAIMS RA YON 
® Run cool for greater safety at highway speeds. TIRE 

FACTS!—not CLAIMS CORD 
® Stronger in resistance to impact. FACTS!—not CLAIMS 


° i ee nee cross-sectional “‘growth.”’ RI .) i S Ry Mi OOT a co it i 


Tyrex Inc. for rayon tire yarn and cord. TYREX rayon tire yarn and cord is also produced and available in Canada. 
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Body plant in Pittsburgh has been 
announced. He had been production 
manager of the Fisher Body plant 
in Chicago. 


pointed director of tool and process 
engineering for the Buick-Oldsmo- 
bile-Pontiac Assembly Division. He 
had been general superintendent at 
the B-O-P plant in South Gate, 
Calif., since August, 1958. 

a * & 


* * 


Cadillac Shifts McCullough 


D A : K f Robert J. McCullough has been 
‘ - , ana Appoints Kaufman named staff engineer in charge of 
1954 to become chief project engi- heirs ” lace’ ; woondind 4 
neer at Bendix Missile Division for | Toledo Division Chief ag agg est gg age tcc aaket 
: : the Navy’s TALOS program. In| Yon R. Kaufman has been named| enginee - 
tesa haere oe eve ge 1960 he moved to the newly estab-| manager of Toledo Division Dana re * * * 
Sia pid eet. Shadtonien.” ‘ae lished Bendix Systems Division at Corp., Toledo. He replaces John H. Good ear Promotes Wilson 
. S : Ann Arbor, Mich., where he was| Jones, who has been appointed as- é y 7 
M. A. Wilson has been appointed 


Sin iaaie snack ee associate technical director. sistant to the ‘ ) 
ae * * # manufacturing manager of tire engineering for 


Technical PERSONNEL CHANGES 





Hoffman Names Abrahams 
T. H, Abrahams has been named 


———— 


* : 
Mogavero Named by GE | J && Appoints Limburg | vite Doman has seosceds W. B. Mlvely, who retired 
Joseph C. Mogavero has been ap-|__Donald F. Limburg has been ap-|), ., , president after 45 years with the company. 
: : pointed service metallurgist for ete 8 ! 
pointed manager, metal production Jones & Laughlin Steel Corp and general man- AMC Sel Riad i 
operations of metallurgical products Stainless and Strip Division in ager of Hayes , setects Junker 


Steel Products, 


thd: Canidiian af- As Chief Quality Engineer 





department, General Electric Co. Detroit 
Mogavero joined General Electric| ~©'TO™ Sat 





in 1946. 
ak 


MacNaughton in New Post 


filiate of Dana in 
Merritton, Ont.; 





Appointment of A. J. Junker as 
chief quality engineer, automotive 
engineering staff, American Motors 


Goodyear Cites Coe— 


A familiar face to the automotive in- 
dustry is that of P. K. Coe, center, shown 
here receiving a diamond pin and con- 


president of B-W- 
H Service Parts, ve a * 
Ltd., a subsidiary Von R. Kaufman 
of Hayes, as well as a director of 
Hayes, B-W-H, and Kelsey Wheel 


ok a 
GM Defense Unit Names D. R. MacNaughton has _ been 
appointed marketing vice-president 


Shaar Aerospace Chief for Performance Measurements Co., 
Camille M. Shaar jr. has been) Detroit. He has been national pro- 
named head of aerospace opera-| duct sales manager for the non- 






Corp., has been announced by R. H. 
Isbrandt, director 
of automotive en- 
gineering and re- 
search. 





gratulations from £. J. Thomas, board eoom oe ee eos Defense | contact gaging department  of|Co., Ltd:, Windsor, Ont. poi ; 
. ystems Division. His headquarters! Daystrom-Weston Division. . = * unker formerly 
ee ee ee ee will be at the Defense Systems| ” . ee served as chassis 


Fisher Shifts Hughes 


The appointment of Frederick W. 
Hughes as manager of the Fisher 


engineer, quality 
control depart- 
ment, Ford Motor 
Co., and chief 
chassis engineer 
Willys Overland 
Corp. His experi- 
ence also includes A. J. Junker } 
research, development, administra- 
tion and design engineering. 
* * ES 


Chevrolet Shifts Johnson 


George H. Johnson has been ap- 
pointed general superintendent of 
production at Chevrolet’s grey iron 
foundry in Saginaw. 5 

ok ok * 


Lumite Appoints Kulish 

The appointment of Anthony Ku- 
lish as stylist of automotive grille 
fabrics for the Lumite Division of 
Chicopee Mills, Inc., has been an- ' 
nounced. 

* * *” ‘ | 
Doll Replaces DeMause 
In Cadillac Engineering ; 

John L. Doll has been named ad- | | 
ministrative engineer at Cadillac 
Division, it was announced by C. F. 

Arnold, chief engineer. Doll replaces 

Leon DeMause 

who has accepted} 

a position of i 
greater responsi- 
bility with Gen- 
eral Motors Over- 
seas. 

As administra- 
tive engineer Doll 
will be in charge 
of design-drafting, 
wood and metal 
shop, the specifi- 
cations and pro- 


for 45 years’ service with the firm. Coe is Division’s laboratories at Santa 
Barbara, Calif. 


He resigned from the Navy in 


B-O-P Promotes Carter 
Richard G. Carter has been ap- 


i ‘AR a AN 


manufacturers sales vice-president at 


Goodyear’s Detroit office. 














Remember when... 


He proved 

he was the 

‘mechanical 
man” 


It’s the fourth game of the 1935 World Series. 

! The Tigers lead, 2-1. And in the last of the ninth 
the Cubs have the tying run on second, win- 
ning run on first, one out. The Cubs’ batter 
hits a sharp grounder to the shortstop who 

shoots it to Charlie Gehringer at second. With 
mechanical precision, Gehringer takes the 
ball, pivots, whips it to first for the game- 
winning double play. 

The ‘‘Mechanical Man’’, as the sports writers 
called him, had come through again. 

In sports or in business the pro comes 
through in the clutch repeatedly because he 
knows from experience exactly what to do. 
That’s the quality you find in the pros of the 
bearing business—Timken Company sales 
engineers. And they’re backed by the Timken 
Company’s 61 years’ experience in improving 
just one kind of bearing—the Timken® tapered 
roller bearing. It adds up to reliability that 
more than meets the higher performance 
standards for parts required under to- 

day’s full year 
warranties. For your 
No. 1 bearing value 
rely upon the bear- 
ing pros. The Timken 
Roller Bearing Com- 
pany, Canton 6, Ohio. 
Cable: ‘‘Timrosco”’. 
Makers of Tapered 
Roller Bearings, Fine 
Alloy Steel and Re- 
movable Rock Bits. 





John L. Doll 
curement departments of the engi- 


_—e 


neering division. Edward C. Sintz 
will replace Doll in the product 
engineering department as assistant 
staff engineer. 

* 
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Hall Lamp Promotes Four 


On Manufacturing Staff 


Four promotions in the manufac- 
turing staff of C. M. Hall Lamp Co. 
were announced. 

N. D. Puscas, who joined the com- 
pany in September of 1960, was pro- 
moted to executive asistant to the 
vice-president.. R. W. Brandt was 
appointed manager, production pro- 
gramming control. W. H. Shankie, 
was given the position of manager, 
industrial engineering. W. L. Hogan 
was promoted to director of manu- 
facturing engineering. 

* ok oe 
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AC Promotes Two 


Two executive appointments at f 
AC Spark Plug Division have been | 
announced. Oliver G. Elliott, gen- 
erel manufacturing superintendent, 
has been named assistant to the 
manufacturing manager. Jacob K. 
| Ziegler, superintendent of spark 
plug manufacturing, succeeds Elliott 
|} as general superintendent. 

* * * 


Fisher Promotes Schaeffer 

Edwin H. Schaeffer has been ap- 
pointed manager of the Fisher Body 
plant in Atlanta. He had been pro- 
duction manager of the Buick-Olds- 
mobile-Pontiac Assembly Division 
| plant in Atlanta. 

* * * 
Delco-Remy Names House t 
Appointment of Perry W. House 

as works manager of Delco-Remy 
was announced. t 
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Bearing Pro Ear! McDonald says: 
“‘In the clutch, you can count on us 
to solve your bearing problems." 


TIMKEN 


tapered roller bearings 
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from the pros of the bearing business 
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Highways & Safety... 


Month’s Traffic Toll 
Dips to 9- Year Low 


The number of traffic deaths in 
January wag the lowest in nine 
years, according to the National 
Safety Council. 

The 2,650 toll was 8 percent 
lower than the January, 1960, toll 
of 2,880 deaths, and was the low- 
est since 2,625 persons died in 
traffic in January, 1952, accord- 
ing to George C. Stewart, council 
executive vice-president, 


He estimated that as a result of 
traffic accidents in January, 100,000 
persons suffered injuries disabling 
beyond the day of the accident. 

Stewart cited severe snowstorms 
across the nation as a probable fac- 
tor in the lower 1961 toll. New York 
City, for example, one of the areas 
hardest hit by snows in January, 
had 30 traffic deaths as compared 
with 50 a year earlier, he pointed 
out. 

Of 46 states reporting January 
experience to the council, 28 had 
fewer deaths than in January, 1960; 
one reported no change, and 17 had 
increases, The states showing im- 
provement were: 

Vermont, Delaware, New 
Hampshire, New Mexico, South 
Dakota, Maryland, New Jersey, 
Georgia, South Carolina, Michi- 
gan, Massachusetts, Washington, 
Kentucky, Maine. 

Tennessee, Ohio, West Virginia, 
Connecticut, Colorado, Indiana, Illi- 
nois, Missouri, Nebraska, North 


Dealers Name 
West President in 


South Carolina 


COLUMBIA, S. C.—T. V. West, 
of Columbia and Georgetown, has 
been elected president of the South 
Carolina Automobile Dealers Assn. 
West, a Chevro- 
let - Oldsmobile 
dealer, succeeds 
Cc. C. Goodwin, 
Sumter. 

Woodrow H. 
Taylor, Bates- 
burg, was elected 
secretary - treas- 
urer. Named re- 
gional vice-presi- 
dents were Sam 

. W. Jones, Colum- 
T. V. West bia; Dave W. Rod- 
well, Georgetown; J. Guy Sullivan, 
Anderson; H. A. Hunter, Conway; J. 
Henry Sitton jr., Greenville, and C. 
B. Morgan, Orangeburg. 

James W. Pickens, Orangeburg, 
National Automobile Dealers Assn. 
director for South Carolina, also is 
an officer of the state association. 

Named directors of the SCADA 
were James N, Pulliam, Columbia; 
F. S. McWhirter, Lancaster; Robert 
T. Clarke jr., Columbia; F, B. 
James, Charleston; Roy E. Smith, 
Beaufort; Joe F. Westbrook, 
Georgetown; W. H. McElmurray, 
Aiken; George W. Ballentine, 
Greenwood. 

Also, J. Mac Segars, Hartsville; 
David Lineberger, Kingstree; O. D. 
Smith, Florence; W. K. Caldwell, 
Dillon; W. Deck Hull, Spartanburg; 
J. T. Neely jr., Rock Hill; J. A. 
Cochran, Chester; Russell Bennett, 
Cheraw, and R. E. Gressette, St. 
Matthews. 


Seat-Belt Bill 


Dies in Missouri 


ST. LOUIS.—Although there was 
no opposition to a bill to make seat 
belts mandatory in all automobiles 
registered in Missouri after Jan. 1, 
1963, a Missouri House of Repre- 
sentatives committee killed the 
measure. 

The Motor Vehicle and Traffic 
Regulation Committee voted against 
passage, despite testimony in favor 
of the bill by the Missouri Highway 
Patrol and the Missouri Safety 
Council. 

The proposal would have required 
all motor vehicles, except private 
carriers, taxicabs, trucks and buses, 
to have the seat belts. 








The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend, Use it often for statis- 
tics, buyer information and personnel data. 








Carolina, Arizona, Iowa, Utah, 
Florida. 

Cities had a 16 percent reduction 
in January in the number of traf- 
fic deaths, according to reports 
from 747 cities of more than 10,000 
population. 

Of the 747 cities, 552 had perfect 
records in January, 131 reported 
decreases and 124 had more deaths 
than a year earlier. 

Of the cities with decreases, 
these had populations of 200,000 or 
more: 

Buffalo, Columbus, Providence, 
Charlotte, N. C, Kansas City, 
Akron, Oklahoma City, Pittsburgh, 
Long Beach, Calif., San Francisco, 
San Antonio, Des Moines, New 
York. 

Memphis, Cleveland, St. Louis, 
Norfolk, Va.. New Orleans, Chi- 
cago, Philadelphia, Cincinnati, 
Detroit, Louisville, Dallas, Los An- 
geles. 

Buffalo, Columbus and Provi- 





dence were the largest cities with 
perfect records. 
* 


Rubberized Roads 
Being Studied 


Reviewing developments in rub- 
berized asphalt at California’s 
Fourth Annual Highway Confer- 
ence at Stockton, Calif., H, A. En- 
dres, Goodyear Tire & Rubber Co., 
said the rubber industry has de- 
voted 20 years to a research and 
testing program “to determine if 
the addition of rubber in proper 
form to asphalt would produce a 
superior material for road surfac- 
ing.” 

The advent of petroleum-derived 
synthetic rubbers made it possible 
to “custom make” rubber for this 
specific use, Endres said. Addition 
of rubber in amounts as small as 
one part rubber to 99 parts asphalt 
strengthens the asphalt, giving it 
resilience, a stronger grip on cover 
stone and making it less brittle in 
the winter and less sticky in the 
summer, Endres said. 

a a 


$1 Billion Awarded 
For State Roads 


Nearly $1.2 billion of the $4.4 bil- 
lion of state highway-user tax reve- 
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“Don’t let that artist fool you. 





He’s really a salesman in dis- 
guise.” 
nues used for highways in 1959 


were allotted as grants-in-aid to 
local governments for road and 
street purposes, according to Rex 
M. Whitton, federal highway ad- 
ministrator, 

Data compiled by the Bureau of 
Public Roads, United States De- 
partment of Commerce, from infor- 
mation supplied by state highway 


47 


lion, or 69 percent of the $1.2 billion 
total, was allotted to rural govern- 
ments, and $354 million, or 31 per- 
cent, went to municipalities and 
other urban places. 

The statutes of 48 states provide 
for the sharing of state-collected 
funds, chiefly road-user tax reve- 
nues, including fuel taxes and ve- 
hicle registration fees, with local 
governments. In 1959 only two 
states did not: West Virginia, 
where former county roads are now 
under state control, and Alaska, 
which has no county governments. 

* * * 


Stricter Traffic Controls 


‘||Urged to Curb Missouri Toll 


Lisle M. Ramsey, a St. Louis 
businessman and chairman of Re- 
ligious Heritage of America, called 
for more realistic traffic controls 
laws in Missouri. He spoke at a 
statewide traffic safety conference 
at which Gov. John M. Dalton ap- 
pealed for tighter controls to curb 
the growing highway death toll. 

With more than 1,000 persons 
killed on Missouri highways each 
year, Gov. Dalton said decisive ac- 
tion is required. He has urged a 
point system for drivers’ licenses, 
mandatory jail terms for drunken 
driving, a motor vehicle inspection 
law and chemical blood tests for 


departments, show that $798 mil-| drunkenness. 











Stand 19, International Automobile Show 
New York 


BRORGWARD 


DEALERS BENEFIT AS 


BORGWARD GOES PUBLIC 


Borgward Werke A.G. is now a publicly owned stock company, 
with an enlightened and thoroughly experienced management 
team in full command, preserving a tradition of leadership. 


Production, financing, distribution, dealer relations and promo- 
tion have been re-aligned to today’s needs. ADDED SALES AND 
PROFITS MUST ACCRUE TO BORGWARD DEALERS. 


The only thing that has not changed and will not change is the 
incomparable quality that the engineering genius of Dr. Carl F. 
W. Borgward built into these cars . 
Borgward owner a happy owner who recommends this fine car 
to his friends. Discover what Borgward can do for you. 


. . the quality that makes a 


WE INVITE DEALER FRANCHISE INQUIRIES 


BORGWARD MOTORS CORPORATION 


1160 Park Square Building, 31 St. James Avenue, Boston 16, Mass., Liberty 2-3840 
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Dealer Rebuilding Under Way... 





Egbert’s First Aim: Esprit de Lark 


(Continued from Page 2) 


from which we can build. How- 
ever, there are, as in any organ- 
ization, dealers that are margi- 
nal, and we’ll have to replace. 

I would say the first responsibil- 
ity of the factory is to go out and 
support these dealers, and work 
with them as a team. 

One of those comments we heard 
frequently from our dealers was 
regarding our advertising program. 
We went right to work on this. 

The purpose of the trip was to 
hear from the dealers. I’m brand 
new to the industry, therefore, 
rather than sit behind my desk and 
get only the ideas from within, I’ve 
gone into the field and we’ve spent 
many hours with them—from five 
o’clock in the morning until mid- 
night every night until we dropped. 
By the time we got to Oklahoma 
City, we had had it for awhile. 

But as is always, you find 
some fellas who are really quite 
outspoken, who spoke their minds 
frankly to us and have given us 
good, constructive thoughts and 
ideas. We’ve had exchange of 
comments, back and forth, that 
I’m sure were every bit positive 
all the way through on how we 
face our common objective, rath- 
er than looking at each other. 

This was the kind of spirit that 
I found—how can we work together 
to do a better job of penetration of 
the market. Number one, quality of 
the product. I am absolutely amaz- 
ed at the answers we got from our 
dealers; that our make-ready cost 
is substantially less than our com- 
petition. 

Secondly, in price our cars are 
competitive. I have no comments 
from the field on quality or on 
price. This was not an area of 
where I had any complaints, only 
positive. 

Yes, we have some dealers or 
areas where we have some open 
points in our market; where we 
have to go out and not only im- 
prove our dealer organization, 
help them to improve themselves, 
but we have open points where 
we've got to go out and take new 
dealers. 

This is one of our serious prob- 
lems—increasing the number of 
dealers we have with good, high- 
grade caliber dealers. This can be 
done by the factory, first, by pro- 
viding the right kind of franchise, 
the right area of protection, con- 
tinuing to produce a good product, 
priced competitively, with good 
service from us, but by working as 
a team with our dealers. I'd say 
that’s the big thing—a team effort. 

Q—You stated on your recent 
trip that your goal for this year is 
3 percent of the market for Stude- 
baker. What part will you play in 
the 1962 model car, the ’63 and ’64? 

A—Obviously, there is little 
that I can do about 1962 as far 
as styling of the car goes, since 
this has long since been commit- 
ted. We made a few refinements 
in it when I saw it, but that is 
very small, In the 1963 car, Pll 
have a reasonable good participa- 
tion, but really the one I’m aim- 
ing for is the 1964—where we 
have the time to accumulate our 
thinking, to accumulate the 
thinking of our dealers, getting 
new innovations, new thoughts, 
new thinking, new creation, all 
over; and the 1964 will be the 
time that I’m trying to aim at, 
rather than a short-range crash 
program. 

Our immediate goal is to go out 
after that slight 3 percent of the 
market—not only go out after it, 
but we’ll get it. Let’s establish an 
objective and move toward it. 

Q—You said earlier that some ob- 
jection was found with your adver- 
tising program. What is your phil- 


osophy about advertising, and what] § 


is the image you will try to get 
across to the public in your adver- 
tising efforts? 

A—People have said that we are 
far too stereotyped. Since we are 
one of the smaller companies in the 
industry our job is to be different 
if we want to be talked about—and 


our whole advertising theme is to 
be different, not to follow the gen- 
eral practices of the industry that 
have existed, but to take a strong 
departure in advertising. Without 


disclosing what we're going to do, 
I can assure you it will be different 
and it will be noticed. 

We're still trying to sell cars, 
quite obviously, but we’re going 
to be different—different as is 
compatible with good advertising. 
We’re going to appeal to certain 
selected groups. Without disclos- 
ing our picture to our competi- 
tion, we’re going to get across to 
those people a strong image of 
quality of merchandise, 

And this is something I find in 
real depth amongst our dealers — 
the appreciation for the quality of 
the car and reflected in dollars and 
cents in their hands and make- 


ready costs. We picked up seven 

competitive dealers on our trip, in 

the South particularly. This was a 

comment made very strong to us— 

that our make-ready costs were so 

much less than other makes. One 
* 





“Our dealers have given us good 
constructive thoughts and ideas.” 


of the new dealers was with an- 
other auto maker for 22 years. 

Q—What part will S-P’s national 
dealer council play in the com- 
pany’s future advertising plans, and 
will the company seek ideas from 
its individual dealers on what they 
say or think is the promotions for 
them? 

A—Our ears are wide open and 
we are going at it with the attitude 
of an open mind—a 100 percent 
open mind to our dealer council to 
really listen, but also to be under- 
stood. 

We're going to understand 
what they want in depth, why 
they want it, what motivated 
them to say it, where did they 
get their information, what do 
they expect if we do what they 
want, what will their participa- 
tion be and what result are they 
out after. 

Obviously, greater sales and 
greater profits. But we want to see 
that the package ties together, and 
that it will bring benefits not to 
one local level, but to our dealer 
organization as a whole. 

Q—tThere also have been indica- 
tions that more emphasis is going to 
be placed on local area advertising. 
Does this mean you are going to 
place the most emphasis on the 
daily and weekly newspaper field, 


Billboard in French— 


General Motors Corp. of Canada was supplying the above billboard to its dealers 
we’re going to be talked about. So/in the French-speaking areas. Pontiac in the United States called it to the attention 


and less than you are now doing in 
consumer magazines and network 
radio and television? 

A—Yes, I think the greater 
part of our emphasis will be to 
the local area. I mean we’re 
going to push real hard on local 
newspapers, local radio, local tel- 
evision so that our dealer is the 
big man in his community. We’re 
going to stress this real hard, 

rather than the emphasis on a 
national unbrella, I think the pre- 

sell should be in the local area, 

under local conditions, that can 
bring maximum benefits to both 
the dealer and ourselves. 

Q—How effective was the dem- 
onstration ride promotion you re- 
cently had in force? (The question 
was answered by Minkel.) 

A—It was tremendously success- 
ful and we plan to continue this 
type of promotion. We gave about 
180,000 of these demonstration rides 
in 30 days. It proves not only to 
the public but to our own sales 
force that the demonstration ride 
can sell. 

The dealers carried out the pro- 
gram chiefly by phone contact. 
Every salesman was given so many 
calls to make each day and they 
made them, However, direct mail 
also was used by some dealers. 

Q—You said in a recent interview 
that S-P could ride out the highs 
and lows of economic trends if it 
could balance its domestic auto 
production with 15 to 20 percent 
government work. What effect 
would defense work have in the 
total corporate profits? 

A—If you took a top group of the 
most profitable industries in this 
country and took a look at their 


-| businesses, you would find that they 


had a very substantial amount of 
military business. 

Now, in looking ahead at the 
decade that we’re in, military is 
going to play a major part in our 
economy, Something like $46 bil- 
lion a year. We want a fair share 
of that and what it will do for us, 
I think, in the total corporate 
image, we can ride the economic 
changes in the industry trends, 
the demand whether it be con- 
sumer goods or military, if we’re 
flexible. So that we can keep our 
manpower constant as possible, 
Whenever you have to layoff or 
hire a new employe, this costs the 
corporation money. We have a lot 
of talents in these walls, and, I 
think, the idea is to try to main- 
tain it. That’s a very important 
asset. So we want to maintain 
steady employment if we possibly 
can, 

As you know, you can produce 
cars a little heavier for awhile, in- 
ventory some of them and then 
move into your defense projects a 
little heavier. There is a certain 
area of flexibility to maintain con- 
stant Manpower and also maintain 
our own burden factors within our 
own walls, too. 

Due to all of the accounting 
principles that the government 
makes you provide and work 
within, the profits are very limit- 
ed, but you certainly are going 
to carry a portion of your fixed 
burden and when you combine 





of its domestic dealers and was surprised to learn dealers in Louisiana were anxious 
to make use of these billboards. John F. Malone, Pontiac advertising manager, states 
that many of the company's Louisiana dealers are enthusiastic about the French 
language billboard which they feel is not only intriguing to their English-speaking 
prospects, but also gives special attention to French-speaking residents in their areas. 





“Our aim is 3 percent of the mar- 
ket, and we'll get it” 


the two at the end of the finan- 
cial statement it certainly is a 
profitable business. 

So, our deal is to get about 20 to 
25 percent of the total corporate 
business in defense. This does not 
make us dependent upon the mili- 
tary business, but, I think, uses the 
tools and the assets we have to 
their best advantage. 

Q—With defense business playing 
a sizable role in your future busi- 
ness, will future diversification 
plans be aimed primarily for de- 
fense business, or will fields with no 
connection with defense or govern- 
ment work be considered in your 
diversification plans? 

A—wWe don’t have our eyes closed 
to any type of acquisition. We’re 
looking at everything, but we’re 
trying to evaluate them very care- 
fully in that it is compatible with 
the overall objectives that we’re 
trying to establish, and that we’re 
not going off in radical tangents 
that will diversify the abilities of 
our people, 

Let me say again that we will 
obtain all the military business that 
we can do profitably with the 
equipment within our walls and in 
addition to that we are looking for 
defense acquisition—people who al- 
ready are in the electronic fields, 
electro-magnetic and _ electro-me- 
chanical fields. Possibly there’s 
even added leverage between our 
divisions or we may be able to use 
our foundry in support of a facility 
of that sort. So, I think there is 
added leverage between our divi- 
sions as well as there is to expand- 
ing our whole view toward the fu- 
ture. 

We don’t have any great research 
like you find in the electronics or 
missiles industry, where you have 
to invest a lot of money in research 
and development before you can 
get a contract, but we’re doing a 
lot of work on the astronaut pro- 
gram through our C-T-L (Cincin- 
nati Testing Laboratories) Division. 
I think we have products on nine 
different missiles—in the fields of 
high temperature, thermo-setting 
plastics. This could be a very good 
thing for us. We are investing a 
lot of money in this program, and, 
I think, it will pay off for us. 

Q—What is the status of the 
four-cylinder engine and the com- 
pact-compact cars that S-P has 

been working on recently? 

A—We are continuing our de- 
velopment on prototype engines 
in the four-cylinder area. Con- 
tinuing to perfect it, test it, prove 
it, put it on the shelf and use it 
as soon as is practical, 

We haven’t stopped working on 
it. We’re watching the market, 
like all other makers, to see what 
the trend is going to be in com- 
pact cars. What the horsepower 
requirements are going to be that 
will best suit the public’s demand. 

* ok * 


Hard work, boundless energy and 
a genuine interest in people char- 
acterize the man who is charged 
with the duty of propelling S-P 
back into the elite circles of the 
auto industry. 

Egbert, who almost proudly 
admits that he came from the 
wrong side of the tracks and earn- 
ed his only degree in the school of 
hard knocks, believes that “success 
is through people, not through 
methods and machines.” 

The 6 foot, 4 inch self-made dy- 
namo gives his “hard-headed” 
father credit for drilling the proper 
attitudes into him. “We were a 
close-knit family and we all work- 
ed hard,” he recalled. 


Born in Seattle, Egbert was 














only 12 years old when he went 
to work, first with paper routes, 
then airport maintenance, high- 
way work and truck driving. By 
the time he was graduated from 
high school at 16, he had contrib- 
uted $5,000 to the family’s sup- 
port, 

As a state champion discus 
thrower, he won an athletic schol- 
arship to Washington State, where 
he started studying engineering. 
At the same time, he rented trac- 
tors and dug cellars at night to 
make extra money. 

He stayed out of school for 15 
months to work for the highway 
department and become a register- 
ed levelman at 17. He returned for 
another year of engineering studies, 
but then had to go to work for 
good. 

Egbert started as a common la- 
borer for a construction company 
building the Boeing Aircraft plant 
at Seattle. An opportunity for sur- 
veying work came along. He proved 
his worth and within six weeks he 
was assistant chief engineer on the 
project. 

After the building was completed, 
Egbert went to work for Boeing as 
its youngest executive. Only 20, he 
became assistant superintendent of 
ground operations with 800 men 
working under him. 

In 1942, he went into the Marines 
and became engineering officer of 
the Air Transport Service, operat- 
ing out of Honolulu. Although only 
a second lieutenant, he had majors 
working for him. He took up flying 
after midnight and checked out in 
DC-3s and B-24s, 

“We had 2,000 mechanics work- 
ing for us, so I became a me- 
chanic and learned how to tear 
down and reassemble all the en- 
gines,” he recalls, 

Following the war Egbert was 
with the Powerplant Division of 
the Bureau of Aeronautics in 
Washington, working on the de- 
velopment of the first jet engines. 


Egbert joined McCulloch Corp., 
Los Angeles, in 1946 as purchasing 
engineer. “For 5% years I went 
without a vacation,” he recalls. “I 
spent most of the Saturdays and 
Sundays learning how to operate 
every machine in the company. 

“I found out there was a lot 
about the business I didn’t know, I 
went to Loyola Law School at 
nights, auditing courses in corpora- 
tion law and securities.” 

He rose through the ranks to 
vice-president in 1951, then to ex- 
ecutive vice-president and a direc- 
tor in 1956. 


“When the company bought 
Scott-Atwater, I had never heard 
of it and had never been in an out- 
board,” Egbert said. “So, I bought 
a boat and raced it. I tried to deter- 
mine what makes men buy an out- 
board. It gave me the feel for what 
a Man wants.” 

So Egbert became an expert with 
outboards, racing several weeks 
down the Colorado River and win- 
ning the cross-channel race from 
Santa Catalina to San Diego. 

Now Egbert has accepted an- 
other challenge—the job of bringing 
S-P back into the automotive lime- 
light. 





Greater Visibility— 

The 1961 Superior school bus features 
a four-piece windshield that gives 136 
degrees of visibility. Called the Tru-Vue 
windshield, it offers owners new econo- 
mies in operation, according to Superior 
Coach Corp., Lima, O. It is less expensive 
to buy; if replacement is ever needed, 
only the damaged section instead of the 
entire windshield is replaced. 
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Lancer 
puts 


Du Pont 
Nylon 

a x" In the 

driver's 


— 






Shown, interior of the 1961 Dodge Lancer 


Open the door and close the sale with the facts on the fabric inside! It’s the 
latest development in Simplex knits—famous for their luxury—now fortified 
and beautified with 100% Du Pont Upholstery Nylon! Comfortable, beau- 
tiful, it stays in condition for years. Tell your customer how much more 
wear—with less care—he gets in fabrics of Du Pont upholstery nylon. 


DU PONT UPHOLSTERY NYLON 


Better Things for Better Living. . . 




















WHEEL BALANCER — The Aéra-Speed 
Wheel Balancer, has been announced by 
Weaver Mfg. Division, Dura Corp., 21900 
S. Ninth St., Springfield, Ill. The unit is 
constructed of heavy-gauge steel with a 
minimum of moving parts. Storage for all 
the tools required for wheel balancing is 
provided right in the base, and the ma- 
chine itself takes up less than two square 
feet of floor space. The balance indicator 
is shielded in a recessed cap for additional | 
protection. Only three sizes of weights are 
needed to balance the wheels of almost 
any automobile, it is said. 





ALTERNATOR—A 40-ampere alternator, 
designed for medium-duty service on any 
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inches for six-cylinder models and| 
220 cubic inches for four-cylinder 
models. 





U-JOINT TOOL — The Speedee U-joint 
tool is said to solve the problem of serv- 
icing universal joints without excessive 
pounding, and eliminates the need of 
bench vises or power presses for this work. 
The tool is fast and easy to use for taking 
apart and putting together the joints with- 
out injury to the bearings, and avoids the 
risk of bent, damaged driveshafts, it is 
claimed. A special feature of the Speedee 
tool is the ‘driver.’ This instrument has a 
large socket and easily draws the bearing 
out of the yoke without pressure, fully pro- 
tecting it so that bearings may be serviced 
and reinstalled frequently. Legvold Enter- 
prises, Inc., 8949 Reseda Bivd., Northridge, 
Calif. 





AIR HORN—Hadley Mfg. Co., Toledo, 
O., has introduced to the trucking indus- 
try the “Rocket-Air'’ air horn. The Rocket- 
Air is a compact design 30 inches in 
length, specially tailored for shorter cab- 
over-engine roofs. A Hadley development 
features adjustable front support which 
gives the horn a perfect fit on any type 
of truck cab roof slope, it is said. The sil- 
ver anodized body and chrome plated 
brass horn never corrode or discolor, it is 
claimed. 





ALTERNATOR TOOLS—Specialized tools 
for servicing alternators have been market- 
ed by Draf Tool Co., Inc., 30 Martine Ave., 
White Plains, N. Y. The tools are available 
as individual units or in three different 
service kits. The Master Kit (VA-600) com- 
prises a set of 10 tools. The VA-601 Tool 
Kit is made up of nine tools, and the 
VA-602 Tool Kit comprises eight different 
tools. All kits come with an_ illustrated 
service manual which covers alternator 
assembly and disassembly, bench tests as 
well as in-the-car tests. Alternator diag- 
nosis problems are also covered in the 


service manual. 
* * * 


control mechanisms that is suited 
for control of emergency brake op- 
eration on light and medium weight 
trucks and utility vehicles. 

Called the Quadrastat, the unit 
may be either manually, hydraulic- 
ally or motor actuated, depending 
on its application. It employs a pat- 
ented, automatic, self-locking prin- 
ciple which permits infinitely-vari- 
able, positive-positioning of the con- 
trol handle, but prevents any change 
in setting caused by “feed-back” 
forces acting through its driven 


lever, it is said. 
* * * 








SPIRAL-WOUND FACING — A spiral- 
wound facing for rebuilders that is said to 
offer good friction level, torque, and fade 
characteristics has been developed by 
Johns-Manville Corp., 22 E. 40th St., New 
York 16, N. Y. Called SSW (Special Spiral 
Wound) Facing, the material is manufac- 
tured by the J-M spiral-wound process of 
asbestos yarns with copper wire insertion 
and compound, it is said. SSW Facings are 
intended for operations working on closest 
margins. For this reason, the facing is 
being produced only in the most popular 
numbers used in the industry. 

* 








WAX CONTAINER —A ‘‘money-saving” 


container for building maintenance sup- 
plies has been introduced by Service Prod- 
ucts Division, S. C. Johnson & Son, Inc., 
Racine, 
gallons and makes it possible for those 
auto dealers, service station operators and 
accessory outlets which may have limited 
storage space for such supplies 
waxes, finishes and cleaners at quantity 
prices, it is said. With each ‘‘Mini-Drum,” 
purchasers will 
specifically designed for this container. 


Wis. The “Mini-Drum" holds 12 


to buy 


receive a drum cradle 


PLASTIC COATING — Tough coatings 
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with a base of Vitel, a polyester-type plas- 
tic, are said to protect the bright, new j 
look of wheel covers and other automotive 
trim against scratching, rust and corro- 
sion for a year or longer. Produced by 
the Goodyear Tire & Rubber Co., Akron 
16, O., in a resin or pellet-like form, 
Vitel can be made into a clear or tinted 
liquid solution that forms a hard, glossy 
protective film. It adheres well to chrome, 


automotive vehicle, has been introduced by 
! Leece-Neville Co., 1374 E. 51st St., Cleve- 
land 3, O. Known as the 6000 Series, the 
alternator is said to deliver five to 10 am- 
peres at curb idle. The alternator is engi- 
neered to use the original wiring harness, 
generator leads and adjustment arm of the 
vehicle. The unit may be supplied for neg- 
ative ground 12-volt systems, or for posi- 





tive ground 12-volt systems. Types for six- 
volt positive and negative systems will also 


be available, it is said. 
* *  * 








SEALER GUN—A curved-nose windshield 
sealer gun of eight-ounce capacity, de- 
signed for the most viscous asphalt-type 
sealing compounds and adhesive sealers 
even when cold, has been announced by 
Vital Products Mfg. Co., 7500 Quincy Ave., 
Cleveland, O. Due to the positive dis- 
placement design, and tight piston seal the 
gun is said to exhaust all of the material 
leaving none to congeal in the barrel. The 
high pressure developed by direct rachet 
action forces any congealed compound 
from the fine needle nose, eliminating need 
for probing or frequent cleaning, accord- 
ing to the release, it is claimed. The four- 
inch curved nose assembly features a %- 
inch-long needle nozzle that slips between 
the glass and gasketing, and can be pull- 
ed for a continuous bead application, pre- 
venting “runover” on glass. A second cap 


BRAZING TORCH—Harris Calorific Co., 
5501 Cass Ave., Cleveland, O., has an- 
nounced its No. 19-S Torch with the 1390 
‘H’ tip for use with natural gas where 
brazing or silver soldering is necessary. 
It is a universal pressure torch, and will 
operate on high, medium, or low pressure, 
and produce an extremely hot, but clean 
flame, it is said. The Harris 19-S is said 
to offer three advantages over oxy-acety- 
lene brazing torches: Lower fuel gas cost; 
the flame has a soaking heat effect; the 
finished work is clean and free of carbon 
deposits. 





LIGHTING KIiT—Westinghouse Lamp Di- 
vision, Westinghouse Electric Corp., Bloom- 
field, N. J., has introduced this auto safety 
kit for motorists. The kit contains three 
miniature lamps which are said to meet 
the lighting requirements of practically all 
cars; stop, tail, signal, parking and license 
lights. The safety kit is available in both 


six and 12-volt sizes. 
er * 








TOW BAR—An improved Deluxe Model 
No-Mar tow bar has been introduced by 
E. R. Buske Mfg. Co., Pocahontas, la. It 
attaches to any tow truck, and tows all 





DISPLAY CASE—Union Carbide Consum- 
er Products Co., 30 E. 42nd St., New York 
17, N. Y., has introduced a flashlight bat- 
tery showcase, designed for Eveready 
flashlight batteries. The satin-finished wood 








FRONT SHOCK SPRINGS—To provide 
greater car stability and positive control 
of steering, GorDag Industries, Inc., 6012 
Wayzata Bivd., Minneapolis 16, Minn., has 
developed front shock springs. They are 
installed over present good front shock 
absorbers—no special tools are required, 
it is said. They eliminate the hazards of 
bottoming, dive, sag and sway that gener- 
ally result from the heavy engine load 
cars carry, it is claimed. | 





aluminum, 
will not peel off, it is said. With built-in 
chemical, weather and ultraviolet resist- 
ance, the plastic coating prevents rust and 
tarnishing and has excellent scratch and 
abrasion resistance, it is claimed. 


steel and other metals and 


* * * 





with a tapered nylon protective tip is 

supplied for use where angles are acute| cers, it is said. The bar is said to elimi-| showcase displays batteries ‘‘upfront” on CYLINDER RESIZER—The Sunnen ‘‘Cyl- TREAD GAUGE—A ‘“‘tread-used" gauge, 

and tight corners are a problem. nate chrome and paint damage. The bar| the counter, provides extra storage for| inder King’’ honing machine is said to| designed for simplified customer reading, 
* * * features a telescoping shaft that keeps| flashlight lamps and has a gravity-feed| recondition cylinder blocks in half the| has been announced by Dill Mfg. Co., 700 


E. 82nd St., Cleveland 3, O. For use in 
measuring premium and 100 level car 
tread, the gauge graduations are in 10s 
of percent for easy calculation of adjust- 
ment. The percentage indicators are based 


time it takes by conventional methods. It 
handles all sixes and V-8s, including angle 
head blocks, starting with the worn cyl- 
inders. The machine produces finished 
bores with one setup including ring ridge 


design. Also included is a battery and 


lamp tester. 


the upper sling assembly in alignment 
with the vehicle being towed. The self- 
locking pins automatically lock the bar 
in towing position, it is claimed. The 


Fuel-Injection Pump 


Robert Bosch Corp., 40 Crescent 
St., Long Island City 1, N. Y,, 





Ba * 


Adams Rite Announces 











United States distributor and serv- 
ice organization for products of 
Robert Bosch, Stuttgart} Germany, 
has announced a low-cost, reduced- 
size fuel-injection pump for engines 
with a displacement up to 330 cubic 


three-way swivel head allows vehicle in 
tow to swivel while being towed over ruts 
and curbs, keeping even tension on both 
chains and slings. It also allows the lower 
bar of the sling assembly to rotate, align- 
ing the hooks to the chains. 


Emergency Brake Control 
Adams Rite Mfg. Co., 540 W. 
Chevy Chase Dr., Glendale, Calif., 
has announced a line of infinite- 
positioning, self-locking quadrant 


removal, The process guarantees factory 
specifications of accuracy, surface finish, 
and alignment on all types of cylinder 
blocks, it is claimed. Sunnen Products Co., 
7910 Manchester Ave., St. Louis 17, Mo. it 


on normal 
charts to read or interpret. The gauge per- 
centage reads from O percent for a new 
tire to 100 percent worn for a bald tire, 


11/32 tread. There are no 


is said. 








i out of 12 imports last year was bought by a Holiday family. A new stildy shows that Holiday 
families bought imports at a rate 52% higher than the U. S. average. No wonder 19 imported 
car advertisers successfully use Holiday Magazine. For all the facts about your best market, 
ask your Holiday salesman for a copy of our brand-new “Third Annual Study of New Car 
Purchases among Holiday subscribers.” In New York, call George Oestreich, MU 7-5300. 








52 


AUTOMOTIVE NEWS, MARCH 27, 1961 


But U. S. Action Perils GM, Chrysler Research . . . 





Ford’s Turbine Project Gets Boost 


run at speeds many times higher|30 RPM. Chrysler uses a rotating- 


(Continued from Page 36) 


load economy with more develop- 


ment. 
a * * 


Navy Sides with Ford 


OWEVER, the Navy, which gen- 

erally represents all the mili- 
tary services in gas-turbine work 
because of its turbine experience, 
sided with Ford. And this was no 
“seat-of-the-pants” decision. An ex- 
haustive study of each company’s 
presentation was made, checking 
by computer a great variety of 
claims made by each company and 
carefully examining each claim. 
Twenty-two firms participated in 
the initial talks on the contract 
and 10 companies entered >bids. 


than piston engines do, GM and 
Chrysler engineers have tried to 
hold the speeds down as much as 
possible because of potential bear- 
ing or imbalance problems. 

However, Ivan M. Swatman, a 
leader of Ford’s turbine design 
group, said, “These speeds are noth- 
ing to be afraid of, if the com- 
ponents are properly designed and 
balanced. You especially have to 
be careful of the bearings.” 

On one point, all the Big Three 
gas-turbine departments disagree. 
This concerns the best way to re- 
cover heat from the exhaust. It’s 
vitally important for economical 
operation that this heat be used to 


disk regenerator. 
* * +. 


ESIDES increasing the part- 

load fuel economy as much as 
seven-fold and doubling the full- 
load economy, a regenerator also 
reduces the exhaust temperature 
to about the same temperature of 
a piston engine’s exhaust. This is 
quite important in a power plant 
that operates at 1,600 to 1,700 de- 
grees Fahrenheit. 

Naturally, the increased com- 
plexity and hardware in the Ford 
turbine makes it more expensive 
than the other two units. Ford 
engineers refused to estimate how 
much more it,would cost, although 
informed outsiders put it at 








The Ford turbine admittedly is 
completely unsuitable for a car. 

George J. Huebner jr., Chrysler 
Corp.’s executive engineer for re- 
search, while agreeing with every- 
one else that auto propulsion is the 
toughest assignment for a gas tur- 
bine, feels that only with the mass- 
production tooling that car usage 
makes possible will the turbine be 
economically feasible. 

GM’s William A. Turunen, now 
head of the Engineering Mechanics 
Department (a deliberately vague 
term that designates the group that 
now handles turbine work and other 
projects), said his company’s GT-305 
engine is designed mostly for heavy- 
duty vehicles, although it may have 
long-range potential for cars. 

The major Ford objective, accord- 
ing to Swatman, has been (prior to 
the winning of the contract, any- 
way) the development of an engine 
suitable for heavy, turnpike-type 
vehicles which would require horse- 
powers of 600 or possibly 1,000. 

* * * 


Vinyl Coating 
Strippable Film on Metal 


Prevents Scratches 


PITTSBURGH. — Aluminum Co. 
of America has announced the 
availability of strippable coating 
for metal which offers a defense 
against scratches or surface dam- 
age commonly encountered during 
customer handling and _ fabrica- 
tion. 

The coating is transparent vinyl 
coating applied to sheet by the 
roller-coat method at a film thick- 
ness of 1.5-2.0 mils. 

Once the fabrication or shipment 
is completed, the coating can 
easily be removed by hand strip- 
ping or mechanically, by an air 
blast between the coating and 
metal. 

For high quality finishes, such 
as automotive and appliance trim, 
the strippable coating maintains 
this surface until it is ready for 













about 1.6 times the cost per horse- 
power of the GM and Chrysler 
turbines. An important factor is 
that this concept permits put- 
ting more power in a smaller 
package. 


Another major difference in the 
two concepts is that Ford’s latest 
turbine, the 704, has a peak speed 
of 91,500 revolutions per minute, 
compared with 33,000 for GM’s 305 
turbine and 45,000 for Chrysler’s 
newest unit. 


Although the turbines generally 


The quality 
imported car 


that talks 
your language... 


warm the incoming compressed air. the final anodizing process. 


For this function, Ford uses a 
stationary plate-type recuperator 
between the high-pressure compres- 
sor outlet and the primary com- 


bustor. GM employs two drum-type 


regenerators that rotate at about! difference in the auto makers’ ap-| heavy-duty installations 


profit & turnover 





The high-profit Rover 3-Litre oF The fast-turnover Land-Rover 


‘*The ideal automobile would be a fast, luxurious conserva- | ‘‘The world’s most versatile vehicle,’ the 4-wheel drive 
tively styled car offering cheap maintenance and low fuel con- | Land-Rover, goes anywhere, does anything. Available in 
sumption. Of the many automobile makers attempting this | two chassis lengths, seven body styles, including seven- and 
synthesis, Rover has probably succeeded best.’’ KEN purDy | ten-passenger station wagons. 





The first Rover Dealership in North America was established prior to World War I. 
Since that time, the combination of British craftsmanship and American salesmanship 
has built an enduring and profitable association for our dealers. Several Rover franchises 
are now open. We suggest that you write to: Mr.H.Gordon Munro, President, The Rover 
Motor Company of North America Limited, 405 Lexington Avenue, New York 17, N.Y. 
Or come talk to us at Booth #23 at the International Auto Show. 





THE ROVER MOTOR COMPANY OF NORTH AMERICA LIMITED 
405 LEXINGTON AVENUE, NEW YORK 17, N.Y. 


proaches. Chrysler’s program has 
been aimed at ultimately develop- 
ing a turbine for a car, while GM 
All this points up another major| and Ford have had truck and other 
in mind. 





Diesel Competitor 


N OTHER words, this engine 

would be a competitor of the 
diesel. He added that an extremely 
high horsepower turbocharged gas 
turbine, because of its compact- 
ness, could be used on some large 
vehicles where a diesel of equiv- 
alent horsepower would be too 
large to fit under a cab. 

What is the background of each 
of the Big Three’s gas-turbine de- 
velopment programs that un- 
doubtedly was examined by the 
military before the current con- 
tract was awarded? 

Although the beginning of any 
research program is difficult to pin 
down because of the secrecy and 
because somebody like Henry Ford 
may have had a turbine design “on 
the shelf” when he rolled out his 
first car, it’s generally agreed that 
Chrysler Corp. first began doing 
serious gas-turbine research dur- 
ing the latter part of World War II. 

This work soon was shelved be- 
cause the government awarded 
Chrysler some $14 million for the 
development of a closely related 
turbo-prop engine. When this work 
was abruptly abandoned shortly 
before the Korean War, Chrysler en- 
gineers returned to developing an 
auto-type turbine. 

* * * 
—— the succeeding years, 

Heubner, easily the most dedi- 

eated gas-turbine engineer in the 
industry, and a staff of turbine 
engineers worked doggedly to im- 
prove each component and the 
system generally. Of course, he also 
directed Chrysler’s entire research 
effort. 

This resulted in the production 
of three different gas turbines 
and a number of “firsts,” not the 
least of which was the regener- 
ator and some dramatic fuel 
economy tests. 

Earlier this month Chrysler an- 
nounced what could be an impor- 
tant breakthrough —- a system of 
variable nozzles for directing and 
controlling the gas flow against the 
turbine wheel. With these nozzles, 
the gas flow can automatically be 
matched with the driver’s inten- 
tion of either accelerating, de- 
celerating or idling the turbine. 

Huebner asserted that this ar- 
rangement will lick three big prob- 
lems: The high part-load fuel con- 
sumption; the lack of engine brak- 
ing that is normally characteristic 
of a turbine, and the time lag be- 
tween pressure on the accelerator 
and the engine’s response. 

All this effort has culminated in 
Chrysler’s newest turbine, a unit 
that delivers 140 horsepower, 
weighs 450 pounds and measures 27 
inches by 27 inches by 25 inches. 
Chrysler is now offering a few of 
its gas turbines for sale for ex- 


perimental use. 
* * a 


GM Working on 6 Types 


ENERAL MOTORS, generally 

considered the industry’s leader 
in gas-turbine “hardware,” began 
its program in the early 1950s and 
has started the development of 
some six different types of tur- 
bines. 

Four of these turbines were 
completed and_ eventually  in- 
stalled in a gas-turbine bus, Fire- 
bird I, Firebird II and Firebird 
Ill, Each power plant resulted 
in substantial improvements in 
fuel consumption, acceleration 
and other features. 

While gas-turbine development is 
still under way at the GM Tech 

(Continued on Page 56, Col, 1) 
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your selling story 
hits him where 
he lives 
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ere: 


Just as you read Automotive News with a 
more intense and moving interest than other 
publications, so does this big farm customer 
read his Home State Farm Paper. 

This is his occupational “trade paper.” More 
than that, it’s like a visit by @ friendly neighbor - - - 

_ bringing him local news of people and events he knows «++ 
significant stories of the latest in crops and livestock 
produced under his special conditions. 

From his Home State Farm Paper, this big farm 
customer makes his key planning and buying decisions. No 
other farm publication can match this “right where he lives” 
kind of motivation! 

Our INDIANA FarMER, OHIO FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER, KANSAS FARMER, and MissouRI RuRALIST 
are Top-Third Farm Markets. KENTUCKY FARMER and TENNESSEE 
FARMER serve the rich Top-of-the-South market. All are printed 


in high-quality color gravure and offset. 
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What a customer he is! 


THIS BIG 8-STATE CUSTOMER OWNS AND USES: 
1,046,577 
700,604 


Trucks 
1 273,384 


Field tractors 
Galions Seer We ce sn et 1,728,170,400 


Expenditures for petroleum productsS..--:*"* $ 342,865,903 
Total spendablie farm income in these 8 states.. $11,1 77,093,000 


There’s a whole NEW LOOK in 
Farm Paper Advertising —write 


You have new advertising opportunities in the Home State Farm Papers 
never before available in this field. ROP full color at surprisingly low 
cost — no expensive plates needed. Full bleed, no charge. Different copy 
in each state, no premium. Combination rate savings — earned on 

papers up to 8 (as much as $1,382.40 on a b&w page)- SrRAIGHT-LINE 
ADVERTISING services to help localize; focus and sharpen your selling. 


Send for brochure. 


Farm Pape odes 
1010 ROCKWELL AVENUE, 
CLEVELAND 14, OHIO Ft” 


TOP-THIRD FARM STATES... TOP-OF-TEE sOUTH STATES 











How [MT3 helps sell |; 


In Philadelphia and all across the country, millions of families relived 
the excitement and heartbreak of the Civil War through LIFE’s great 
Centennial series. In metropolitan Philadelphia, fourth largest market 
in retail sales, an average issue of LIFE reaches 40% of all homes...more 
homes than any other weekly or biweekly magazine. For 25 years, LIFE’s 
thrilling coverage of events past and present has drawn a loyal audience— 
and now keeps 32,000,000 readers coming back for more week after week. 
A market rich in people—and a market rich in dollars: in Philadelphia 
and all across the nation, the households reached by LIFE in the course 
of 13 issues account for over 80% of all new car expenditures. That’s how 
LIFE helps sell automobiles in Philadelphia and throughout America. 
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Biggest Quality Audience Each Week. In metropolitan Philadel- over—29% more than the next weekly magazine. LIFE reaches 
phia, and all across the United States, an average issue of LIFE America’s car-owning households—12,570,000 of these households 
reaches more than 50% of the households earning $7,500 a yearand with an average issue—61% more than the next weekly magazine. 


“LIFE helps sell automobiles 
in Philadelphia” 


Charles A. Bott, leading Philadelphia automobile dealer and 
President for the last four years of PATA says: ‘‘In Phila- 
delphia, LIFE is a vital force in selling goods, and that is 
certainly true of automobiles. ‘I saw it in LIFE’ is a famil- 


iar refrain around our showrooms, and it certainly is a wel- 
come one to us dealers. While I deal in one make of car, I’m 
always pleased to see a wide variety of automobile advertis- 
ing in LIFE’s pages. I feel that any automobile advertising 
makes people car-conscious. That’s good for all of us.” 


AMERICA’S 
AUTOMOBILE 
SHOWROOM 





Desens: Ane tects 
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automobiles in Philadelphia 


Memorable Coverage. The specially commissioned painting above and present. It’s this kind of coverage that helps LIFE attract 32 
was taken from LIFE’s great 6-part series commemorating the Civil million readers every week and makes LIFE a potent force for sell- 
War. It typifies the kind of coverage LIFE gives to events both past ing automobiles in Philadelphia and all across the United States. 
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Ford’s Turbine Project Gets Boost 


(Continued from Page 52) 


Center in Warren, Mich., Turunen’s 
former gas-turbine group is now 
concerned with other projects, in- 
cluding ground-effect machines. 
Some time ago, much of the GM 
gas-turbine responsibility was 
shifted to the Allison Division which 
built 11 GT-305 turbines and sold 
them to the military and to outside 
companies, such as International 
Harvester and International Nickel, 
for customer testing and reaction. 


When asked about the status of 
the gas-turbine program at Allison, 
a division official said, “Currently, 
it’s at a standstill. Any further de- 
velopment is contingent on military 
support. And much more develop- 
ment is needed to improve the re- 
liability, acceleration and fuel con- 
sumption. The ordnance people 
feel that we’re going to do this, 
anyway, but we have absolutely no 
commercial program.” 

* * * 
GT-305 is rated at 225 
horsepower, weighs 650 pounds 


and its dimensions are 31 inches 
by 26 inches by 36 inches. However, 
competitors say this horsepower 
figure is unrealistically high be- 
cause it was figured on the basis 
of an ambient (nearby) air tem- 
perature of 60 degrees. A turbine’s 
efficiency falls rapidly when the 
temperature rises. Ford uses an 
ambient temperature of 100 degrees 
and Chrysler uses 85 degrees. 


The Ford turbine program, 


Cast-Master Is Moving 


MOUNT GILEAD, O. — Cast- 
Master, a department of Koehring 
Co.’s Hydraulic Press Mfg. Co. 
since it was acquired in 1959, will 
move its manufacturing and ad- 
ministrative operations from Bed- 
ford, O., to H-P-M facilities here. 
Cast-Master manufactures die-cast- 
ing machines. 

Plans call for completing the 
move by July 1. There will be no 
change in the management of Cast- 
Master operations after the move, 
the firm said. 


headed now by C. L. Bouchard, 
manager of the Turbo-Machines 
Department, and Swatman, has 
produced about 3% different gas 
turbines since its inception eight 
years ago. 

“We developed two low-pressure 
engines, the 701 and 702, and were 
pretty well along with the 703,” 
Swatman explained. “But we sud- 
denly stopped, and asked ‘What in 
the world are we doing?’ We con- 
cluded that an engine such as we 
had would never be built. Then, we 
decided to find a good part-load 
engine or quit.” 

The group embarked on an ex- 
tensive gas-turbine cycle search in 
which 10 different arrangements 
were tested. Incidentally, a gas 
turbine lends itself to mathematical 
or computer testing, so there is 
no need to build prototypes of 
each system. 

“After this soul searching,” Swat- 
man continued, “we finally decided 














‘Inner Tire'— 


The “inner tire’ shown in this X-ray 
photo can add a lot to tire life. It's a 
captive-air safety shield, mounted inside 


a tire. The shield has steel cord to 
deflect sharp objects and its own inde- 
pendent air supply to avoid roadside tire 
changes. Engineer Donald Burgett studies 
the photo in the X-ray laboratory of 
Goodyear Tire & Rubber Co., Akron, O. 


on the current arrangement and 
took the big plunge toward the pro- 
duction of a working model. Actu- 
ally, the development of this tur- 
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MOPAR PARTS 
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4-DOOR ‘SEDAN 
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“PRODUCT 
SIMPLICITY— 
ONE MODEL 





Build on this foundation and realize 


Noe ONE 
ADVERTISING 
SUPPORT 


NATION-WIDE 
DEALER. BODY 
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GREATER PROFIT PER DOLLAR INVESTMENT 


Low initial costs, increased service space productivity, highly attractive parts and service business 
—three of several good reasons why you can obtain optimum return for your investment with 
Simca. If you feel qualified and are interested in this unusual profit opportunity, visit the 
Simca display at the International Auto Show, or write direct: P. Nunez, Sales Manager, U. S. 
Simca Sales, Export-Import Division, Chrysler Corporation, Box 1688, Detroit 31, Michigan. 


SIMGA™*" CHRYSLER 


bine wasn’t as tough as we thought 
it would be.” 
* co + 


704 Model Is Result 


HE net result was the current 

704, which delivers 300 horse- 
power in a package that weighs 650 
pounds and measures 38 inches by 
29 inches by 31 inches. Besides hav- 
ing good part-load economy and 
compactness (it has been installed 
in a Ford car, although it hag the 
horsepower suitable for a much 
larger vehicle), this turbocharged 
turbine also reportedly has better 
acceleration and other advantages. 

Competitors dispute the claim 
for better acceleration, maintain- 
ing that the additional complexity 
of the turbocharged engine tends 
to slow acceleration. Bouchard 
said the 704’s acceleration now is 
“appreciably less than _ five 
seconds.” 

Regardless of all this, the Ford 
turbine engineers are now smiling 
broadly with relief, because the 
military contract has vindicated 
their daring approach. 

The next move is to triple or 
quadruple the 15-man turbine team 
for the three-year program ahead 
to produce the 600-horsepower tur- 
bine that is destined for tank use, 
mostly, although it might well be 
used for other army or marine ap- 
plications also. 

While this would seem to mean 
merely building a turbine twice the 
size of the 704, this is not the case. 
A tremendous amount of pioneer- 
ing work must be done if the gov- 
ernment’s specifications on fuel 
consumption, size, acceleration and 
other characteristics are to be met. 

At the other companies, the fu- 
ture of the turbine is not so clear. 
Although the top turbine engineers 
declined to comment, it’s evident 
that there is a good deal of dis- 
couragement and resentment to- 
ward the military for its attitude 
that “we don’t have to pay you 
for researching a turbine for us, 
because you’re going to do it, any- 
way.” 

At any rate, the decision has been 
made and the rightness or wrong- 
ness of it will be known by the 
spring of 1964. 


Cord Fatigue 
Called No Factor 


In Tire Failure 


NEW YORK. — Cord fatigue is 
not a factor in tire failure, Fabric 
Research Laboratories, Inc., has 
reported after a two-year tire re- 
search program sponsored by eight 
firms in the paper and pulp and 
viscose fields. 

The probable cause of cord failure 
is adhesion breakdown, and mileage 
is not a reliable indicator of im- 
pending failure, said William G. 
Klein, one of the researchers. 

He said rigid tests show that both 
nylon and Tyrex viscose tire cords 
maintain a high percent of their 
original strength for up to 100,000 
miles of service. 

Tires were tested over a two-year 
period by a New York taxi fleet 
and eight professional drivers in 
a total of 15,000 miles over a Nevada 
turnpike. 

In the Nevada test, Klein re- 
ported, tires were inflated only 
enough to keep them intact on the 
wheels. The conclusion was that 
good quality tires are tough, dur- 
able and safe even under severe 
driving conditions, he added. 

In the 100,000-mile New York 
test, the researchers said they 
found in both nylon and Tyrex there 
was a small loss of strength in the 
first 20,000 miles, but that in the 
next 80,000 neither cord type suf- 
fered much additional loss. 


Steel Improvement Signs 


Agreement with Ex-Cell-O 


CLEVELAND. — Steel Improve- 
ment and Forge Co. and Ex-Cell-O 
Corp., Detroit, have concluded an 
agreement whereby the latter is 
granted exclusive rights to build 
and market within the United 
States and Canada new metalwork- 
ing machines: utilizing Steel Im- 
provement’s electrochemical proc- 
esses. 

By the terms of the licensing 
agreement, Steel Improvement will 
handle the making and marketing 
of electrolytic solutions used in the 
metal-removing method and will 
also continue its program of re- 
search and development on the 
chemical processes involved. 





Motorola was dedicated to the 
advancement of car radio back when 
a crank was part of the crew 


Nobody had any arguments with self-starters. 
But every man worth his salt still liked to get 
out front and “wind ’er up” for himself. 
Remember? Cranking was the Moment of 
Truth: two, three spins, then the explosive 


report of an engine running true. 

This car’s radio ran true, too. It was a 
Motorola. First of its kind and plenty good. So 
think what thirty years’ experience does for 


today’s. 


OMOTOROLA 
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Turnings . . . . . By Joe Callahan 





(Continued from Page 36) 


the hydrocarbons and the carbon 
monoxide from exhaust. It contains 
no moving parts and requires no 


expensive materials. 
* * * 


swers more of the problems than 
most devices do igs the Gulick- 
Rose catalytic muffler, developed 
by. Harold M. Gulick and Edwin 
L. Rose after almost four years 
of research and the expenditure 
of nearly $500,000. 

Unlike many researchers in this 
field, Gulick and Rose admit the 
existence of oxides of nitrogen as a 
factor in the production of smog. 


But, they claim, the existence of 
smog is controlled by the ratio of 
oxides of nitrogen to the hydrobar- 
bon concentration rather than by 
the absolute concentration of each. 
Therefore, they said smog_irrita- 
tion could be eliminated by lower- 
ing either the nitrogen or the hy- 
drocarbons and they found it most 
worthwhile to reduce the hydrocar- 
bons. 

Their muffler has the same di- 
mensions as the standard car muf- 
fler it replaces, It reportedly is 
highly efficient in removing both 

Ea Bg * 






















Price Is Attractive 


SPOKESMAN said, “The con- 
version efficiency during ordi- 
nary circumstances of city driving 
averages around 90 percent and 
goes as high as 98 percent under 
certain circumstances.” The new 
law requires the elimination of 80 
percent of the hydrocarbons and 
60 percent of the carbon monoxide. 
This muffler has an attractive 
price—$50 to $75 installed on cars 
now on the road and about $25 
on new cars, Prices in the $150 
to $300 range have been previous- 
ly mentioned. 

As little as seven pounds of cata- 
lyst reportedly will do the job. Ac- 
cording to the spokesman, the cata- 
lyst is not poisoned by lead or sul- 
phur and has a life expectancy of 
700 hours—at least 20,000 miles at 
30 miles an hour or 28,000 at 40 
miles an hour. 

After this usage, a replacement 
cartridge can be installed in three 
minutes for $10-$15, 

This cartridge has a displace- 
ment of 200 inches. Since this muf- 
fler is the same size as existing 
mufflers, the inference is that the 
auto makers are wasting 200 inches 
of space in their current mufflers. 


This really doesn’t sound like them. 
* * o* 



























_— catalyst, which is not dis- 
closed, converts unburned hy- 
drocarbons and carbon monoxide to 
water and carbon dioxide, in the 
presence of excess oxygen deliber- 
ately introduced in the exhaust 
stream. They say the catalyst can 
also reduce the oxides of nitrogen 
to nitrogen and oxygen under prop- 
erly controlled conditions. 

Rose, who now heads Technical 
Industries, Inc., Pasadena, Calif., 
was a member of the National 
Defense Research Committee dur- 
ing World War II and was one of 

five members of the advisory 
committee who served Col. Leslie 





Miss Smog-Guard— 

Edwin L. Rose, co-inventor of the Gulick- 
Rose anti-smog muffler, and Carolyn 
Castoe, named Miss Smog-guard, hold a 
model of the muffler. 


SELL DATSUN 


and you 


SELL AMERICAN ! 





DATSUN HALF-TON PICKUP TRUCK 
only $1545 p.o.e. 


Profit maker! Retails far 
below dealer wholesale 
cost of any domestic- 
built truck of same cap- 
acity and equipment. 


Even the Datsun nuts and bolts are unmistakably American type— 
in fact, there’s an American look to all the Datsun specifications. 
That’s a red hot tip-off to you that it’s good business to get a 
Datsun dealership, because you can “‘sell American’’ confidently 
and successfully when you sell the Datsun line—at hundreds of 
dollars less than domestic and imported “‘compacts.’’ Your Datsun 
customers get a full measure of American roominess, riding comfort, 
operating conveniences, structural safety —American power, pick-up 
and performance—with a special Datsun “plus” in gas-saving of up 
to 38 m.p.g. And remember this—the financially-strong Nissan 
Motor Company, Ltd. is here in the United States to stay—backed 
with a world-wide warranty of satisfaction. 





New West Coast Factory Headquarters 


New East Coast Factory Headquarters 


For further details, write Dealer Franchise Dep't. of any of the following: WEST: Nissan Motor Cor- 

poration U.S.A., 137 E. Alondra Blvd., Los Angeles, Cal. CENTRAL & EAST: Nissan Motor Corporation 

U.S.A., 221-35 Frelinghuysen Ave., Newark, NJ. MID-SOUTH: Southern Datsun Dist. Co., 

1501 Clay St., Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3 
NISSAN MOTOR COMPANY, LTD. + TOKYO, JAPAN + SINCE 1926 





Purzaust Muffler— 


A Purzaust muffler, developed by Uni- 
versal Oil Products Co. and installed on a 


late-model car. 
ee aes 


Groves on the atomic bomb pro- 
ject. 

Universal Oil Products Co,, Des 
Plaines, Ill., has also developed a 
catalytic muffler, called the Pur- 
zaust muffler, which it reports will 
reduce a car’s hydrocarbon emis- 
sions by 89 percent and its carbon 
monoxide emissions by 76 percent. 

Tested for more than 500,000 
miles, this muffler is about the 
same size as the conventional muf- 
fler which it replaces. It causes no 
increase in back-pressure and no 
power loss, Floorboard tempera- 
tures remain about the same. 

Anticipated cost of the Purzaust 
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muffler is about $50 more than the 
conventional muffler. There would 
be no additional operating or in- 
specting costs, except that the en- 
tire unit would have to be replaced 
every two years. 

ok * * 


Car Emissions Vary 


E, SUTHERLAND, Universal 

* Oil’s senior vice-president, re- 
cently told the California State 
Motor Vehicle Control Board, “Au- 
tomobiles vary widely in their 


‘| operating characteristics and emis- 


sions due to their designs, mechan- 
ical conditions, and the driving 
habits of their operators. Almost 
all of these variations are within 
the limits provided for in the basic 
design of the Purzaust muffler.” 

However, he added that the 
extra emissions given off by poor- 
ly tuned cars and by cold-starting 
cars will be compensated for by 
other cars on which the Purzaust 
device does a better-than-average 
job. 

Another automotive device, call- 
ed Puri-Fume, will shortly be intro- 
duced to the American market for 
reducing noxious exhaust gases. 

Unlike the others, this device is 
a narrow metal chamber located 
between the carburetor and the en- 
gine. Its purpose is to decrease fuel 
waste by complete vaporization and 
produce nearly complete combus- 
tion. This would result in a smooth- 


Engineering Briefs 


EL SEGUNDO, Calif.—A third 
wire and cable plant of Electric 
Autolite Co., and its fourth West 
Coast facility, is supplying the air- 
craft and electronics industries. 

The 26,000-square-foot facility 
here has a capacity of 500,000 feet 
per day. The majority of produc- 
tion will be special wire and cable 
harnesses under contract to West 
Coast air frame and space vehicle 
builders and special assemblies for 
electronics manufacturers, 

ok * * 


Titanium Metals to Expand 


Tubing Plant in Ohio 
NEW YORK. — Titanium Metals 












Datsun Bluebird Sedan (above) 
$1616 p.o.e. 


Half-ton Datsun Pickup Truck 
$1545 p.o.e. 


Datsun 4-Door Station Wagon 
$1916 p.o.e. 


FairLady Sports Convertible 


‘Fun for a Foursome"’ $1996 p.o.e. 


GOOD DEALER LOCATIONS OPEN! 
Wire or write for the profit-paying proposi- 
tion. Datsun dealer areas are fully pro- 
tected. Four major parts depots through- 
out the U.S. 





Corp. of America has announced 
a $2 million expansion of its Tor- 
onto (O.) plant. 

The expansion comprises con- 
struction of new facilities for pro- 
duction of titanium tubing.. Both 
seamless tubing and welded-and- 
redrawn tubing will be produced 
when the new facility is opened 
early in 1962, the firm said. 


* * * 


$250,000 Saved as Military 
Standardizes Fuel Filters 


WASHINGTON.—Estimated sav- 
ings of $250,000 annually were 
made possible when the Depart- 
ment of Defense standardized four 
automotive engine fuel filters. 
These filters can be used in some 
400 tactical support applications in 
Army, Navy, and Air Force equip- 
ment, 

These savings result from fuel 
filter studies and analyses in co- 
operation with private industry. 
The investigation was under the 
direction of the Standardization 
Branch of the Army Ordnance 
Tank-Automotive Command, De- 
troit Arsenal, Center Line, Mich. 


Ford Honors 99 


For Civic Service 


DEARBORN. — Six Detroit-area 
Ford Motor Co. employes have re- 
ceived the company’s “Citizen of 
the Year” award for outstanding 
voluntary community service. 


Ninety-three other employes also 
were honored for voluntary work 
in their communities. 

Employes receiving the “Citizen 
of the Year” award, a cast bronze 
bell bearing the engraved figure 
of a town crier, were: Robert L. 
Beard, salaried employe at Re- 
search and Engineering Center, for 
service to Taylor Township; Mar- 
garet M. Butler, salaried employe 
at Ford Division, for services to 
the State of Michigan; Isaac 
Kimble sr., hourly employe at Steel 
Division, for service to Detroit; 
Geza J. Ratzenberger, hourly em- 
ploye at Metal Stamping Division, 
for service to River Rouge; Louis 
A. Richter, salaried employe at En- 
gine and Foundry Division, for 
service to Detroit, and Edmund H. 
Stoelting, salaried employe at Lin- 
coln-Mercury Division, for service 
to Detroit. 





McGuire Ford Monet 2 


MILWAUKEE. — Donald Allain 
has been appointed wholesale man- 
ager for McGuire Ford. He will di- 
rect the wholesaling and purchas- 
ing of used cars. Daniel McManus 
succeeded him as used-car sales 
manager. The dealership is headed 
by John McGuire, former Ford Di- 
vision sales official. 








er-running engine and a 20-percent 
saving in fuel. 

Puri-Fume was invented by a 
Yugoslav refugee, Oskar Steinbach, 


who developed it after 15 years of | 


effort and had it patented in Ger- 
many. He has sold the United 
States and Canadian rights to a 
Baltimore group. It will be market- 
ed in this country for $15-$20 and 
will last the life of the car. 

Steinbach said that the device 
was extensively tested in Europe 
and, reportedly will be installed on 
European Volkswagens, beginning 
some time this year. 


Firestone Mulls 
Plant Purchase 


DAYTON.—Firestone Tire & 
Rubber Co. is considering purchase 
of the Dayton tire plant of Dayco 
Corp. 

“Dayco has approached us on the 
purchase of the Dayton tire factory 


and we are in the initial investigat- | 


ing stages,” a Firestone spokesman 
said. A Dayco spokesman declined 
comment. 

Reports have circulated that 
Dayco’s Tire Division might be 
sold, since it was one of the fac- 
tors in a 1960 loss of $5,988,990. 
Dayco formerly was called Dayton 
Tire & Rubber Co. 
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PORT-A-WALL 3 
TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 














Bearfoot Airway Corporation 


Automotive Division ® Wadsworth, Ohio 
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AUTO-TURNTABLE _4a 


S36 


+ 
Assembled in 30 Minu - aj 


For indoor outdoor display 








Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 











Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 


adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov, $20. Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 


PRESTON’S, 102-G Main St., Greenport, N. Y. 
a 
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LEADERSHIP IN ACTION 


Biggest First Quarter 


in Circulation and 


Ad Revenue and Ad Pages 


Again in 1961, Look Magazine will have the biggest first 
quarter in its history—biggest in circulation, biggest in 
advertising revenue, biggest in advertising pages. 


Look’s increases over first quarter 1960 follow a five-year 
period (1955 to 1960) in which Look gained more circu- 
lation and advertising revenue than any other major 
magazine in America. 


Growth-vigorous, sustained, unparalleled—is the mark 
of a leader. In a magazine, such growth provides an at- 
mosphere of success and vitality that attracts readership 
... that puts extra punch into an advertising message. 
More and more, readers and advertisers alike are re- 
sponding to Loox’s exciting story of people...are turning 
to Loox for leadership. 





The Exciting Story of People—25th Year of Publication 
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Average Price of Used Cars Sold at Auction 
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(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * es 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of March 14. 
BUICK—’60 Electra 4-dr. hardtop, $2,275* 

(ps). 
"57 ‘Special 4-dr. hardtop, $490*. 


'56 Special Estate Wagon, $465* (ps); 
2-dr, Riviera, $270* (ps). 
’55 Super 2-dr., $340*, 
CADILLAC—’60 de Ville 2-dr, hardtop, 
$3,925* (ps). 
’5S (62) Coupe de Ville, $1,720* (ps). 
’57 (62) Coupe de Ville, $1,450* (ps). 


CHEVROLET—’61 Impala (8) sport sedan, 


$2,450* (ps), $2,100* (ps). 

60 Impala (8) 4-dr., $2,100* (ps), $1,- 
815*; sport coupe, $2,060*; conv., $1,- 
940* (ps); Nomad (8) 4-dr., $1,840* 
(ps), $1,815*; Corvair 700 (6) 4-dr., 
$1,450*. 

"59 Impala (8) 4-dr., $1,460* (ps), $1,- 
345* (ps); Parkwood (8) 4-dr., $1,- 
340*; Bel Air (8) 4-dr., $1,235*; Bel 
Air (6) 2-dr., $915; Biscayne (8) 4- 
dr., $990. 

58 Bel Air (8) 4-dr., $980* (ps); Bis- 
cayne (8) 4-dr., $775*; Biscayne (6) 
2-dr., $550*. 


’57 Bel Air (8) conv., $915*; Bel Air (6) 


station wagon, $775". 


’56 Bel Air (8) station wagon, $625* 
(ps); One-fifty (6) 4-dr., $225*. 
’55 One-fifty (6) 2-dr., $155. 
CHRYSLER—’59 NY 4-dr., $1,715* (ps). 
’57 Windsor Town & Country, $715* 
(ps). 
DesoTO — ’57 Firesweep 2-dr. hardtop, 
$570* (ps). 


DODGE—’59 Coronet (8) 2-dr., $1,150*. 


’56 Royal (8) 4-dr. hardtop, $500* (ps). a 
es, checks guaranteed. Cars group- 
FORD — ‘60 Galaxie (8) conv., $1,910* 9 “ 
(ps); 4-dr., $1,375; Country Sedan (8) J °o H N s o N A L T C ed. Thur., 12 noon. Establish 1947. 
4-dr., $1,640*; Falcon (6) station wag- 
on, $1,050; 4-dr., $1,510°; 2-dr-, $1,- AUCTIONS 
340; Fairlane 500 (8) 4-dr., $1,440*. 
59 Galaxie (8) 4-dr, Victoria, $1,410*; Huntsville, Ala.—Friday MICHIGAN 
2-dr., $1,400* (ps); Custom 300 (8) 
2-dr., $1,140, $1,135, $1,025; Custom 100% Insured—No Registration Fee 
300 (6) 4-dr., $775; Fairlane (8) 4-dr., tco 
$1,090*; 2-dr., $850. 
‘58 Country Sedan (8) oe e. (ees D ROIT'S 
Country Sedan (6) 4-dr., $700*; Fair- ET 
lane 500 (6) 4-dr., $750* (ps). CONNECTICUT 
’57 Fairlane 500 (8) 4-dr., $705* (ps); Oldest, Largest and Very Best 


4-dr., $550*; Custom (8) 4-dr., $540*; 
Fairlane (6) 2-dr. Victoria, $475* (ps). 
’56 Country Sedan (6) 4-dr., $330*; Cus- 
tom (8) 2-dr., $275*; 4-dr., $275*. 
755 Custom (8) 2-dr., $210*. 
LINCOLN — ’57 Premiere 2-dr. hardtop, 
$760* (ps). 
'49 4-dr., $100*. 
MERCURY —’57 Commuter 4-dr., $610* 
hardtop, $515* 


(ps); Monterey 4-dr. 
(ps). 
’55 Monterey 4-dr., $425*. 
’54 Monterey 2-dr, hardtop, $200. 
OLDSMOBILE—’57 (88) 4-dr., $700* (ps). 
’56 (88) Super 2-dr, Holiday, $450*; 
conv., $175* (ps). 
’54 (88) 4-dr., $225* (ps). 
’53 (88) 4-dr., $115*. 
’49 2-dr., $100*, 
PACKARD—’56 (5680) 4-dr., $425* (ps). 
PLYMOUTH—’59 Belvedere (8) conv., $1,- 
150* (ps). 
’58 Savoy (6) 2-dr, hardtop, $550. 
’5T Plaza (8) 2-dr., $525*. 
'56 Savoy (8) 4-dr., $490*. 
PONTIAC—’61 Tempest 4-dr., $2,345*. 
’57 Chieftain Safari 4-dr., $720* (ps); 


2-dr., $550*. 
RAMBLER—’59 American (6) station wag- 


on, $925. 
STUDEBAKER—’59 Lark (6) station wag- 
on, $825. 
’56 President (8) station wagon, $420*. 
MISCELLANEOUS—’52 Ford pickup, $225. 


FLINT 


Flint Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 15. 
Prices didn’t show any gains here today. 
Sharp cars held their own, Rough cars 
dropped. Sold 217 cars from 352 consign- 
ments. 

BUICK—’61 Invicta 4-dr., $2,655* (ps). 

’60 Electra 225 conv., $2,670* (ps); Elec- 

tra 4-dr. hardtop, $2,375* (ps); Le- 
Sabre conv., $2,430* (ps); $2,275* 
(ps); 4-dr. hardtop, $2,300* (ps); 4- 
r., $2,175* (ps), $2,040*. 
’59 Electra 225 4-dr. hardtop, $1,735*; 
4-dr., $1,550* (ps); Electra 4-dr. hard- 
top, $1,610* (ps); 4-dr., $1,505* (ps); 
LeSabre 2-dr. hardtop, $1,650* (ps); 
4-dr., $1,630* (ps), $1,625*, $1,475* 
(ps); Invicta 4-dr. hardtop, $1,440*. 

"58 Special 4-dr., $1,050* (ps); Century 

4-dr., $750* (ps). 

'57 Special Estate Wagon 4-dr., $825* 

(ps); Super 2-dr, Riviera, $770* (ps); 

















George A. Lamb 





DAYTONA BEACH — Florida Auto 





Figures alongside bars represent dollars. 
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2-dr., $165*; 4-dr., $160*, 

’54 Custom (8) 2-dr., $135*, 

MERCURY — '60 Monterey 4-dr. 

$1,800* (ps). 

’59 Monterey 4-dr. hardtop, $1,500* (ps); 
4-dr., $950* (ps). 

’57 Monterey 4-dr., $680* (ps). 

°56 Montclair 2-dr. hardtop, $405* (ps). 


hardtop, 





OLDSMOBILE "60 (88) conv., $2,500* 
(ps); 2-dr., $1,670* (ps), $1,605* (ps); 
4-dr., $1,460* (ps); (88) Super 4-dr, 
Holiday, $1,555* (ps); (98) 4-dr. Holi- 
day, $2,475* (ps); 4-dr., $1,635* (ps). 

’58 (88) Super 2-dr. Holiday, $1,150* 
(ps); (88) 2-dr. Holiday, $1, 100*; 2-dr., 
$875*; (98) 4-dr., $1,050*. 

57 (88) 4-dr., $675"; 2-dr. Holiday, 
$675* (ps). 

"56 (98) 4-dr., $520* (ps); (88) 4-dr., 
$415*; 2-dr. Holiday, $215*, $205*, 
$120*. 

PLYMOUTH—’57 Belvedere (8) 2-dr, hard- 
top, $500*; 4-dr., $440*; Savoy (6) 
4-dr., $350*. 

’56 Belvedere (8) 4-dr., $285*. 

’55 Belvedere 4-dr., $250*. 

PONTIAC—’61 Ventura 2-dr. Vista, $2,- 
575* (ps). 

’60 Catalina conv., $2,275* (ps), $2,260* 
(ps), $2,250* (ps); 4-dr., $2,075* (ps), 
$1,990* (ps), $1,835* (ps); Ventura 2- 
dr. Vista, $2,225* (ps). 

’58 Bonneville 2-dr. Catalina, $1,135* 
(ps). 

’57 Star Chief 4-dr, Catalina, $755* 
(ps). 

’56 Star Chief 2-dr., $385*. 

’55 Chieftain 4-dr., $265*. 


RAMBLER—’60 Super (6) Cross Country 
4-dr., $1,470. 
’5S Super (6) 2-dr., $165*. 
MISCELLANEOUS — ’59 Chevrolet 
pickup, $1,250. 
’56 Chevrolet %-ton pickup, $610. 
’54 Chevrolet %-ton pickup, $150. 


¥%-ton 





2-dr., $730* (ps). conv., $1,125* (ps); Brookwood (8) "57 Coronet (8) 4-dr., $440*, 

’56 Special 4-dr., $415* (ps), 4-dr., $1,100* (ps), $960; Bel Air (8) ’56 Coronet 2-dr., $120, 

CADILLAC—’61 (62) 4-dr., $4,550* (ps). 4-dr., $1,050*, $910*, $900* (ps), $815", | FORD—'60 Thunderbird (8) 2-dr. hardtop, CALDWELL, N. J. 

59 de Ville 4-dr. hardtop, $2,875* (ps). Seeead a ‘ ae oeee: $2,750* (ps), $2,675* (ps); conv., $2,-| | Skyline Auto Auction, Sale every Tues- 

’58 (62) Sedan de Ville, $1,560* (ps). scayne (6) 4-dr., $ ; 2-€ Fs) g, 675* (ps), $2,610* (ps); Galaxie (8) | day. Prices are for sale of March 14. Mar- 

’56 (62) 4-dr., $2,655* (ps). $825; Biscayne (6) 2-dr., $875*, $810*; 4-dr. Victoria, $1,725* (ps); 4-dr., $1,-| ket sizzling. All clean offerings are being 

CHEVROLET—’'61 Impala (6) 2-dr. hard- ‘lar Pd "Ss aa ewan geass 725* (ps); Falcon (6) station wagon, ae, — off. Sold 184 cars from 221 
top, $2,155. : ; ee ae! arma! $1,635*; 4-dr., $1,350*, $1,200; Fairlane ae gnments. 

"60 Tinpala (8) conv., $2,125, $2,100, $2,-| Supe, Gans: Atation’waron itr,, goo0: | 500 (8) 4-dr.._ $1,480* (ps);, Falriane | BUICK—'59 LeSabre Estate Wagon. 4-dr.. 
(ps), adr, $1,0000 Oy; Bel Ais (8) (ps); Two-ten (6) 4-dr., $650, $635. '59 Ranch Wagon (8) 4-dr., $1,125* (ps): (pa); 4dr, $1,080" -. ee 
err Se ae ps); Bel Air (*) | °56 Bel Air (6) 4-dr., $620, $610*, $460*; 0 ; “» 92, ye); | ne baie cele —“ ; 
4-dr., $1,675 ; 2-dr. hardtop, $1,630*; 2-dr., $610*: Two-ten (6) 4-dr.. $515*: Custom 300 (6) 4-dr., $1,090. 5: imited conv., $1,220* (ps); Special 
Bel Air (6) 4-dr., $1,580*; Biscayne station wagon 4-dr., $425*; 2-dr., $310: "58 Thunderbird (8) conv., $2,000* (ps); : a =. : " 

(6) 4-dr., $1,585*; 2-dr., $1,345; Bis- Two-ten (8) 4-dr. hardtop, $510*; 4- Fairlane 500 (8) 2-dr. Victoria, $730*; 56 Century 4- r. Riviera, $505*; 2-dr. 
cayne (8) 2-dr., $1,550*, $1,410; 4-dr., dr., $495", $335* (ps), $315". , Fairlane (8) 4-dr., $555; Custom (6) a $325* (ps); Special 4-dr., 
$1,425°, $1,365%, $1,290; Nee (700) ’55 Two-ten (8) station wagon 4-dr., ’ 2-dr., $630, $580. 55 RM 370*: 

(6) 4-dr., $1,425, $1,365*, $1,290. $240* 57 Fairlane 500 (8) 2-dr. Victoria, $595*; 5 enone’ on 7 i a eae ts oon 

759 Impala (8) 2-dr. hardtop, $1,535* | ,, , - = ™ 4-dr., $395*; Fairlane (8) 4-dr., $535*; era, ps); Super 2-dr. viera, 
(ps), $1,500* (ps); Impala (6) conv., aa 58 Saratoga 4-dr., $850* Ranch Wagon (8) 2-dr., $510*, $485; eee (ps); Century 2-dr. Riviera, 
$1,480*; 4-dr., $1,400* (ps); Parkwood ‘ : aaa Country Sedan (8) 4-dr., $505* (ps); P 
(6) 4-dr., $1,405°; Parkwood (8) 4-dr.,| ‘5%, Sarategs, 4-dr., $685° (ps); Windsor Custom 300 (6) 4-dr., $395, $355. a Dag ge gr fico” (Pe): 
$1,250*; Brookwood (8) 4-dr., $1,380, 56 Wind 4-d $395* (ps) ’56 Fairlane (8) 4-dr., $360* (ps); $300*; -dr., S); 4-dr., A 
1,250*: Biscayne (8) 2-dr., 1,115, ‘ ndsor 4-dr., ps). Custom (8) 2-dr., $315*; Custom 300 CADILLAC—’61 de Ville 2-dr. hardtop, $4,- 
$1100; serves (6) 4-dr., ci we $1,- | DeSOTO—’56 Firedome 2-dr. hardtop, $400* (8) 4-dr., $300*. 910* (ps). 

080, $1,005, $860*; 2-dr., $1,010. (ps). 55 Country Sedan (8) 4-dr., $235; Cus- *59 (60) Special 4-dr. hardtop, $2,575*. 

’58 Impala (8) 2-dr. hardtop, $1,250*; DODGE—’59 Coronet (8) 4-dr., $935*. | tom (8) 2-dr., $185*; Fairlane (8) (Continued on Page 62, Col. 1) 
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MARYLAND 


ALABAMA 
BEL AIR—Bel Air Auto Auction. Ti- 





Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


NEW JERSEY 


N-A-D-E 
Pa 
OVER 


600 CARS|... 


EVERY WEEK LANES 


and N. J. Turnpikes 
Bordentown, N. J 
* AXminster 8-3400 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


COLORADO 





Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU |-7821 


SALE EVERY TUESDAY 
11:00 A.M. 





Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


FLORIDA 


Junction of Penna 
Route 206 South 
Exit 7, N. J. Turnpike 


Auction. City Airport. Tues. 10 
A.M. Dealer-owned. Dealers only. 


Overstocked? Inventory Unbalanced? 
to-Sell Items? 


Need Some Creampuffs Fast? 


Top Heavy with Hard- 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 




















LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)-—-$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
play (minimum space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For display Rates contact Want Ad 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
AAT it Re St a SS A ERNE LSS, 


NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


a Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 











LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 














OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





PENNSYLVANIA 





THESE 2 Free BooK.ets 


CAN MAKE $$ FOR YOU 


“A QUICK TRIP THROUGH 
THE WORLD'S BIGGEST 
AUTO AUCTION” shows how 
you can make money by attending the larg- 
est 3-lane auction in the world. 
“MARKET REPORT” makes $$$$ for you 
by listing the current pe being paid for 
each of the 700 cars handied by the Man- 
heim Auto Auction on an average sales day. 
For a limited time only—copies of these 
booklets can be yours absolutely FREE! 
Simply send your name, address, and 
dealer registration number to Manheim 
Auto Auction. P. S. Please tell us whether 
you handle new or used cars. 


MANHEIM AUTO 
AUCTION, INC. 


On Route 72, Manheim, Pa., Mohawk 5-2401 
PR Rt Ae ESSAI DENSE HENS ae EE 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 
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History was made in Stuttgart and Mannheim, Germany in 1886 
when the world’s first gasoline-powered cars ran. They were 
built by Gottlieb Daimler and Karl Benz. This combination 
became Daimler-Benz, manufacturer of Mercedes-Benz cars. 
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IN 1886, THESE CARS RAN. THEY WERE 
THE VERY FIRST! corner ine won wacans orwercots-acrs cae” 


No automobile company in the world can thumb through the pages of its history with the pride of 
Daimler-Benz, manufacturer of Mercedes-Benz cars. Not only is it the oldest automobile manu- 
facturer, but its many achievements have made Mercedes-Benz a legend in its time. Engineering 
advances that have no parallel and racing victories that would fill volumes, result in today’s Mercedes- 
Benz, prouder cars than their august ancestors. 


We can cite specific benefits, for all Mercedes-Benz owners, derived from the design and construc- 
tion of successful competition cars. The Mercedes-Benz high revving single overhead camshaft en- 
gine, the four-wheel independent suspension system by swing axle, turbo-cooled bimetallic brake 
drums and fuel-injection engines are but a few of these many desirable features. 


MERCEDES-BENZ SALES, INC. 
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Used-Car Auction Prices 





(Continued from Page 60) 


’56 (62) 4-dr., $965* (ps). 

CHEVROLET—’60 Corvette (8) conv., $2,- 

000; Impala (8) 4-dr. hardtop, $1,885; 
Bel Air (8) 2-dr., $1,540* (ps); Corvair 
(700) (6) 4-dr., $1,315*, $1,220*; Bis- 
cayne (8) 4-dr., $980*. 

’59 Impala (8) sport sedan, $1,325* (ps); 
Parkwood (8) 4-dr., $1,275* (ps), $1,- 
250* (ps); Parkwood (6) 4-dr., $980*; 
Bel Air (8) 4-dr., $1,215* (ps), $1,- 
160*, $1,145*, $1,135* (ps), $1,125", 
$1,060*, $1,030*; Bel Air (6) 4-dr., 
$1,190*, $1,190* (ps), $1,165*, $1,155*, 
$1,150* (ps), $1,135*, $1,120*, $1,105*, 
$1,105, $1,100*, $1,070*, $1,060*, $1,- 
055, $1,040; 2-dr., $1,000. 

’58 Impala (8) conv., $1,050* (ps); Bel 
Air (8) 4-dr., $985*, $800*; Bel Air 
(6) 4-dr., $625; Brookwood (6) 4-dr., 
$980*, $800*; Biscayne (8) 2-dr., $880, 
$680*. 

’57 Bel Air (8) conv., $965*; station wag- 
on 4-dr., $850* (ps); 4-dr., $675*; Two- 
ten (8) 4-dr., $790*, $655; Bel-Air (6) 
2-dr., $670*, $280*. 

’56 Bel Air (8) 2-dr., $600; Bel Air (6) 


2-dr. hardtop, $550*; Two-ten (8) 2- 
dr., $280*. 
CHRYSLER — ’56 NY 4-dr., $590* (ps); 
Windsor 2-dr., $545* (ps). 
DeSOTO—’56 Firedome 4-dr., $450*. 


DODGE—’56 Coronet (8) 2-dr., $410* (ps). 
FORD—’59 Custom 300 (8) 4-dr., $990* 
(ps), $910*, $810, $810*; Fairlane (8) 

4-dr., $890* (ps). 
$1,050* 


’58 Country Squire (8) 4-dr., 


aie’ Country Sedan (8) 4-dr., $630, 

610. 

’57 Custom 300 (8) 4-dr., $610; Custom 
(8) 4-dr., $535*. 

’56 Main (8) 2-dr., $390*; Fairlane (8) 
2-dr. Victoria, $240*. 

LINCOLN — '57 Premiere 2-dr. hardtop, 
$780* (ps). 

MERCURY—’59 Montclair 4-dr., $1,345* 
(ps); Monterey 2-dr., $1,180* (ps), 
$1,030*. 

’58 Monterey 2-dr., $800* (ps). 
’57 Commuter 4-dr., $530* (ps). 
’56 Custom 4-dr., $460* (ps); 2-dr., $255; 
Montclair 4-dr. hardtop, $430* (ps). 
OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 


900* (ps); (88) 4-dr. Holiday, $1,630* 
(ps); (88) Super 2-dr., $1,600* (ps). 
"58 (88) 2-dr. Holiday, $1,140* (ps); 

4-dr., $1,070* (ps). 

’57 (88) 2-dr. Holiday, $610*; 2-dr., 
$575*; 4-dr., $490*; 4-dr. Holiday, 
$425* (ps). 


PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
070* (ps), $960*, $805; Suburban (8) 
4-dr., $1,000*; Savoy (8) 4-dr., $800, 
$795, $775. 

’58 Savoy (8) 4-dr., $455*. 

’57 Suburban (8) 4-dr., $655* (ps), $440*. 

’56 Plaza (8) 4-dr., $395*; Suburban (8) 
4-dr., $375* (ps), $320*, 

PONTIAC—’60 Star Chief 4-dr., $2,210* 
(ps). 

’59 Star Chief 4-dr., $1,425* (ps); Cat- 
alina 4-dr. Vista, $1,150* (ps), 
*58 Chieftain 4-dr., $595*. 


’57 Chieftain 4-dr., $595*; Super Chief 
4-dr. Catalina, $575* (ps). 

MISCELLANEOUS — ’57 Chevrolet %-ton 
panel, $240. 


SALT LAKE CITY 


Sale Lake Auto Auction. Sale every 
Thursday. Prices are for sale of March 16. 


BUICK—’'61 LeSabre 4-dr. hardtop, $2,- 
690* (ps). 
’60 Electra 2-dr. hardtop, $2,350* (ps). 
"59 LeSabre 4-dr., $1,550* (ps). 
’57 RM 2-dr. Riviera, $775* (ps); Spe- 
cial 4-dr., $650*. 
CADILLAC—’61 de Ville 4-dr. hardtop, 


$5,150* (ps); (62) 2-dr. hardtop, $4,- 
650* (ps). 
60 (62) 2-dr. hardtop, $3,850* (ps). 
’57 (62) Coupe de Ville, $1,235* (ps). 
CHEVROLET—’60 Impala (8) conv., $2,- 
110* (ps); sport sedan, $2,045* (ps), 
$2,040* (ps), $2,030* (ps); Impala (6) 
4-dr., $1,785; Parkwood (8) 4-dr., $2,- 
025; Biscayne (6) 4-dr., $1,435; Cor- 
vair (6) 4-dr., $1,350*. 
"59 Impala (8) 2-dr., $1,620; Parkwood 
(8) 4-dr., $1,350* (ps). 
’58 Bel Air (8) 4-dr., $830*. 
’57 Bel Air (8) 4-dr., $820* (ps), $800* 


(ps), $800; Two-ten (8) 4-dr., $845, 
$580; 2-dr., $590. 
CHRYSLER—’57 Saratoga 2-dr. hardtop, 


$740 (ps). 
DeSOTO—’59 Fireflite station wagon 4-dr., 
$1,660* (ps). 


DODGE—’60 Dart (8) Pioneer 4-dr., $1,- 
565. 
FORD—’60 Thunderbird (8) conv., §$2,- 


945* (ps); Country Sedan (8) 4-dr., 
$1,740*; Galaxie (8) 4-dr., $1,650* 
(ps); Fairlane 500 (8) 4-dr., $1,425, 
$1,375*. 


’59 Fairlane (8) 4-dr., $1,095* (ps), 2 at 


$950*; 2-dr., $1,065, 2 at $875; Fair- 
lane 500 (8) 4-dr., $1,000*. 
’58 Fairlane (8) 2-dr. Victoria, $870* 


Through General Motors Leadership... 


GM 


OFFERS 
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This kind of reliability is more than a glib promise or good 
intention. It’s a product excellence that’s constantly being 
measured and maintained by scientific methods—“measur- 
able excellence,” we call it. You'll find this reliability in all 
Harrison heat transfer products. That’s because from 
product planning to product performance, reliability is the 
basic ingredient of all Harrison thought and action. The 
result is apparent in such products as Harrison transmission 
oil coolers. They’re researched and built to do their job 
right . . . designed to save space, weight—money, too! So if 
you have temperature problems—passenger comfort or 
vehicle efficiency —look to Harrison, the leader in reliability. 





HARRISON RADIATOR DIVISION. GENERAL MOTORS CORPORATION. LOCKPORT. NEW YORK 
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Model Breakdown 
Of Auction Averages 


Mar., 1961 Feb., Jan., 

Model To Date 1961 1961 
Be Eiecssstses $2,507 $2,533 $2,812 
WBGB: ccesssicve 1,910 1,932 1,935 
BBG cits cscs 1,349 1,370 1,340 
1958............ 966 920 785 
Be esis eiserivee 633 632 676 
| a 450 439 429 
Bi iccsnsevcce 325 320 324 
BOGE ss isisciess 207 219 242 
Overall ——— — —— 
Average $1,043 $1,046 $1,075 





Fairlane 500 (8) 4- 
$820* (ps); Country 
$830* (ps), $600* 


(ps), $825* 
dr., $850* 
Sedan (8) 
(ps). 

’57 Fairlane 500 (8) 4-dr. Victoria, $550* 
(ps). 

LINCOLN — ’58 Premiere 2-dr. hardtop, 
$1,565* (ps); Capri 4-dr. hardtop, $1,- 
480* (ps). 

’57 Premiere 2-dr. hardtop, $1,250* (ps). 

MERCURY—’57 Commuter 4-dr., $700*. 

’56 Custom 2-dr., $445*. 

OLDSMOBILE—’59 (98) 4-dr. Holiday, $1,- 

895* (ps); 2-dr. Holiday, $1,790* (ps). 
’58 (88) Super 4-dr., $850* (ps), 
’57 (98) 2-dr. Holiday, $825* (ps). 

PLYMOUTH—’58 Savoy (6) 2-dr., $500*. 

’57 Suburban (8) Custom 4-dr., $730*; 
Belvedere (8) 2-dr., $575*; 4-dr., 
$555". 

PONTIAC—’58 Chieftain 4-dr., $945*. 

RAMBLER—’60 Rebel (8) 4-dr., $1,625. 

’59 Ambassador (8) 4-dr., $1,250*; Su- 
per (6) 4-dr., $1,235* (ps); American 
(6) 2-dr., $985*. 


(ps) ; 
(ps), 
4-dr., 









Designed to mount in the bottom.tank 
of conventional type radiators, this 
Harrison Transmission Oil Cooter. is 
another reliable product of General 
Motors Research and Engineering. 


































4-dr., $900* 
Chevrolet El 


"58 Ambassador (8) 
MISCELLAN EOUS—’ 60 
mino, $1,370. 

’59 Willys pickup, $1,325; FC 170 pick- 
up, $1,200; Ford pickup, $1,070. 

’58 Chevrolet %-ton pickup, $1,000, $950; 
Apache, $850; Ford %-ton pickup, 
$1,000, $887.50. 

‘57 GMC %-ton pickup, $695. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of March 14. 


BUICK—’59 LeSabre 4-dr, hardtop, $1,765* 
(ps); Invicta 4-dr., $1,705* (ps). 

’57 Century 2-dr. Riviera, $810* (ps); 
4-dr. Riviera, $810* (ps); Super 4-dr. 
Riviera, $700* (ps); Special 2-dr, Rivi- 
era, $565*. 

’56 Special 2-dr. Riviera, $545* (ps); 
4-dr., $510*; Century 2-dr. Riviera, 
$525* (ps); Super 4-dr, Riviera, $435* 
(ps). 

CADILLAC—’60 (60) Special 4-dr. hard- 
top, $4,500* (ps), $4,450* (ps); de 
Ville 4-dr. hardtop, $4,350* (ps), §$3,- 
900* (ps); 2-dr. hardtop, $4,250* (ps); 


(ps). 
Ca- 


(62) 2-dr. hardtop, $4,000* (ps), $3,- 
934* (ps). 

'59 de Ville 2-dr. hardtop, $3,445* (ps), 
$3,350* (ps); 4-dr. hardtop, $3,400* 
(ps), $3,295* (ps), $3,090* (ps); (62) 
4-dr., $3,050* (ps). 

’58 (62) Coupe de Ville, $2,480* (ps); 
Sedan de Ville, $2,350* (ps), $2,235* 
(ps); 4-dr., $2,200* (ps). 

"57 (62) Sedan de Ville, $1,685* (ps), 


$1,625* (ps); 4-dr., $1,675* (ps); 2-dr. 
hardtop, $1,560* (ps); (60) Special 
4-dr. hardtop, $1,540* (ps). 


CHEVROLET—’61 Impala (8) sport coupe, 
$2,475; Corvair (6) station wagon, 
$2,400". 

"60 Corvette (8) conv., $2,300; Impala 
(8) sport coupe, $2,100; Impala (6) 
sport coupe, $1,860; Bel Air (8) sport 
coupe, $1,930* (ps); 4-dr., $1,650*; 
Parkwood (8) 4-dr., $1,850* (ps); 
Corvair 900 (6) 2-dr., $1,850; Biscayne 
(6) 2-dr., $1,500* (ps). 

"59 Corvette (8) conv., $2,235, $2,000; 
Impala (8) sport coupe, $1,690* (ps), 
$1,685* (ps), $1,650* (ps), $1,615* 
(ps), $1,535*, $1,475* (ps); sport se- 
dan, $1,630* (ps), $1,550* (ps), $1,- 
475* (ps); conv., $1,555* (ps); 4-dr., 
$1,435, $1,400*; Parkwood (8) 4-dr., 
$1,635*, $1,585* (ps), $1,585*; Bel 
Air (8) sport sedan, $1,320*; 4-dr., 
$1,290* (ps), $1,250*; 2-dr., $1,225*; 
Brookwood (8) 4-dr., $1,285*; 
$1,225*; Biscayne (8) 4-dr., $1,125*, 
$1,085*, $1,080*; Biscayne (6) 2-dr., 
$1,105, $1,060*, $925. 

58° Impala (8) conv., $1,320*, $1,005* 
(ps); sport coupe, $1,305* (ps), $1,- 
290* (ps), $1,250*; Brookwood (8) 4- 
dr., $1,050* (ps); Bel Air (8) 4-dr., 
$1,020*; Biscayne (8) 2-dr., $875* 
(ps), $685*; 4-dr., $815*; Biscayne 
(6) 2-dr., $845; Delray (6) 4-dr., 
$585. 

’57 Bel Air (8) 4-dr., $965* (ps); sport 
sedan, $925* (ps); Bel Air (6) 2-dr., 
$725; Two-ten (8) 4-dr., $675*; 2-dr., 
$500. 

’56 Corvette (8) conv., $1,230*; Nomad 
(6) 2-dr., $605; Two-ten (6) Delray, 
$500; One-fifty (6) 2-dr., $495; One- 
fifty (8) 4-dr., $450. 


CHRYSLER—'59 (300) 2-dr. hardtop, $2,- 
420; Saratoga 4-dr., $1,830. 
COMET—’60 Comet 4-dr., $1,810*. 
DeSOTO—’58 Fireflite 2-dr. hardtop, $990* 
(ps). 
’57 Fireflite 4-dr., $695* (ps). 
DODGE—’61 Dart (8) Phoenix 4-dr., $2,- 


385* (ps). 
"60 Polara (8) 2-dr. hardtop, $2,235* 
(ps). 

’58 Coronet (6) 2-dr. hardtop, $825*; 
Coronet (8) 2-dr, hardtop, $450*. 
57 Sierra (8) 4-dr. (9 pass.), $800* 


(ps). 
EDSEL—’59 Villager 4-dr., $1,305* (ps). 

’58 Ranger 4-dr, hardtop, $525*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,435* (ps), $4,350* (ps), $3,990* 
(ps), $3,935* (ps). 

’60 Thunderbird (8) conv., $2,550* (ps); 
Galaxie (8) Starliner, $1,810* (ps); 
4-dr. Victoria, $1,760* (ps); Country 
Sedan (8) 4-dr., $1,725* (ps); Fairlane 
500 (8) 2-dr., $1,570* (ps); Falcon 
(6) 4-dr., $1,520*, $1,515*; 2-dr., $1,- 
450, $1,355. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
625* (ps), $2,570* (ps), $2,400* (ps), 
$2,390* (ps); conv., $2,400* (ps); Gal- 
axie (8) Skyliner, $1,665*; 2-dr, Vic- 
toria, $1,635* (ps), $1,455*; conv., 
$1,225* (ps); Country Squire (8) 4-dr., 
$1,575* (ps); Country Sedan (8) 4-dr., 
$1,420* (ps), $1,410* (ps), $1,325*, 
$1,250*; Fairlane (8) 2-dr., $1,140*; 
4-dr., $1,010*; Fairlane 500 (8) 4-dr., 
$1,135* (ps); Custom 300 (8) 2-dr., 
$1,055*, $1,035*, $1,035; 4-dr., $1,025*; 
Custom 300 (6) 2-dr., $950*. 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
935* (ps); Fairlane 500 (8) Skyliner, 
$1,935* (ps); 2-dr. Victoria, $985* 
(ps); conv., $985* (ps); Country Se- 
dan (8) 4-dr., $895* (ps), $490* (ps); 
Del Rio (8) 2-dr., $685; Custom 300 
(6) 2-dr., $675; Custom 300 (8) 2-dr., 
$650, $620. 

57 Country Sedan (8) 4-dr. (9 pass.), 
$770* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $670* (ps); conv., $600*; Del 
Rio (8) 2-dr., $655* (ps); Fairlane (8) 
2-dr. Victoria, $560*; 4-dr, Victoria, 
$510* (ps); 4-dr., $510*; Fairlane (6) 
2-dr., $500*; Custom (8) 4-dr., $500. 

'56 Fairlane (8) conv., $520*, $360* 
(ps); 2-dr., $505* (ps); 2-dr. Victoria, 
$500*, $440*, $435* (ps), $400*; Crown 
Victoria, $460*; Country Sedan (8) 4- 
dr., $440*, $405*; Custom (8) 2-dr. 
Victoria, $440, $435*; 2-dr., $385*; 
Ranch Wagon (8) 2-dr., $405*. 

IMPERIAL—’59 LeBaron 4-dr. hardtop, 
$2,985* (ps); 4-dr., $2,835* (ps). 

’58 Crown 2-dr. hardtop, $1,520* (ps). 

LINCOLN—’59 Continental Mark IV conv., 
$3,000* (ps). 
(Continued on Page 64, Col, 1) 





High Point Auto Auction 


To Mark First Anniversary 


HIGH POINT, N. C.—The High 
Point Auto Auction will celebrate 
its first anniversary on April 18, 
Forrest and Robert Mendenhall, co- 
owners, announced. 

A number of prizes will be 
awarded to dealers at the program, 
including a 1961 Comet and $1,000 
in cash. 








| 
| 





Historical Note: This competition car, the Auto-Union Type C (1937), is a 
direct ancestor of today’s Auto-Union-DKW cars. The Type C established 
records still unbroken. Its 16-cylinder supercharged engine turned out 
520 HP at 5000 RPM. Top speed was 205 mph and it could accelerate 
from 0-150 and back to a dead stop in an unbelievable 22 seconds. 


DAW 


Recently, Automotive News described the DKW 750 as "the real hit of 1960 in Germany.” Now, 
an increasing number of Americans will experience the fun of DKW ownership. Many features of 
the Type C racing car, which was world famous, are incorporated in the DKW. 


It has inboard brakes, individual torsion bar suspension, front wheel drive, greater visibility, large 
trunk and comfortably seats four people. There are thirteen Parts Depots in the United States to 
service franchised dealers and owners, with a parts availability of 98.3 percent; and Das Kleine 
Wunder (The Little Wonder) is steadily increasing in sales each month. This fine little car is 
built by a major corporation and distributed by a major corporation in this country. For further 


details that will interest you, write to the address below. 





MR.J.G. MILLER, AUTO UNION-DKW SALES MGR. 
MERCEDES-BENZ SALES, INC., 635 SOUTH 
MAIN STREET, SOUTH BEND 27, INDIANA 
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(Continued from Page 62) 


’56 Continental Mark II 2-dr. hardtop, 
$2,985* (ps); Premiere 4-dr., $735* 
(ps), $485* (ps); 2-dr, hardtop, $650* 


Ps). 
’54 Capri 2-dr. hardtop, $335* (ps). 
MERCURY—’60 Commuter 4-dr., $2,400* 


(ps). 

’59 Montclair 2-dr. hardtop, $1,870* 
(ps). 

’58 Voyager 2-dr., $1,055* (ps); Mont- 
clair 4-dr. hardtop, $780* (ps); Stand- 
ard 4-dr., $645*. 

’57 Monterey 2-dr., $705*. 

OLDSMOBILE — ’59 (88) 4-dr., $1,455* 


(ps). 

"58 (88) Super 4-dr. Holiday, $1,269* 
(ps), $890* (ps); (88) 4-dr., $965* 
(ps), $705 (ps). 

PACKARD—’56 Clipper 4-dr., $295*. 
PLYMOUTH—’60 Suburban (8) Custom 4- 
dr., $1,800* (ps). 

’59 Suburban (8) Custom 4-dr., $1,305* 
(ps); Fury (8) conv., $1,210* (ps). 

’58 Belvedere (8) 2-dr. hardtop, $785* 
(ps); 4-dr. hardtop, $700* (ps); Plaza 
(6) 2-dr., $460*; Savoy (8) 4-dr., 

*. 


$320°. 

’57 Suburban (8) Custom 4-dr. (9 pass.), 
$725*; Belvedere (8) 2-dr. hardtop, 
$605*; Savoy (8) 2-dr. hardtop, $435*; 
4-dr., $390*. 

56 Suburban (8) Custom 4-dr., $380*; 
Belvedere (8) 4-dr., $210*. 

PONTIAO — ’61 Bonneville conv., $3,180* 
(ps); Tempest 4-dr., $2,000. 

’60 Bonneville sport coupe, $2,550. 

’59 Bonneville 4-dr, Vista, $2,285* (ps); 
sport coupe, $2,180* (ps). 

’58 Bonneville sport coupe, $1,505* (ps). 
’57 Star Chief 2-dr. Catalina, $800*. 
RAMBLER—’60 American (6) station wag- 

on, $1,550; 2-dr., $1,350*. 

’59 Custom (8) 4-dr., $1,450* (ps); Super 
(6) Cross Country, $1,395*; American 
(6) station wagon, $985*. 

STUDEBAKER—’59 Silver Hawk (8) 2-dr. 
hardtop, $1,125; Lark (6) 2-dr. hard- 
top, $985*. 

MISCELLANEOUS—’61 Chevrolet (6) %- 
ton pickup, $1,815. 

’59 Chevrolet (8) El Camino, $1,455, 
$1,450*; (6) %-ton pickup, $1,365, 
$1,090, $1,050; Ford (8) %-ton pick- 
up, $1,070* (ps), 985; GMC (6) %-ton 
pickup, $980. 

’58 Ford (8) %-ton pickup, $855; (6) 
%-ton pickup, $730; Dodge (8) %-ton 
pickup, $830. 

’57 Chevrolet (8) %-ton pickup, $845, 
$550*; (6) %-ton stake, $775. 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday. Prices are for sale of 
March 6. Market very strong. Sold 419 
cars from 604 consignments. 

BUICK—’60 Invicta 2-dr. hardtop, §$2,- 
300* (ps). 

’59 Invicta 4-dr, hardtop, $1,680* (ps); 
LeSabre 2-dr. hardtop, $1,615* (ps); 
4-dr. hardtop, $1,600* (ps), $1,550* 
(ps); 4-dr., $1,400. 

’58 Super 2-dr. Riviera, $1,190* (ps). 

57 RM conv., $880* (ps), $600* (ps); 
Super 2-dr. Riviera, $810*; 4-dr. Rivi- 
era, $800* (ps); Special 2-dr. Riviera, 
$650* (ps), $575*; conv., $610*; Cen- 
tury conv., $595* (ps). 

55 Century 2-dr. Riviera, $265*. 
OCADILLAC—’61 (62) conv., $5,100* (ps). 

60 (75) Limousine, $6,450* (ps); (60) 
Special 4-dr. hardtop, $4,450* (ps); 
(62) conv., $3,945* (ps); 2-dr. hard- 
top, $3,800* (ps); de Ville 4-dr. hard- 
top, $3,775* (ps), $3,600* (ps). 

’59 de Ville 2-dr. hardtop, $3,125* (ps), 
$2,955* (ps); (62) 2-dr. hardtop, $2,- 
960* (ps), $2,695* (ps), $2,495* (ps); 
conv., $2,920* (ps). 

"58 (62) 2-dr. hardtop, $1,875* (ps); 
conv., $1,560* (ps). 

"57 (62) conv., $1,420* (ps); Coupe de 
Ville, $1,320* (ps); 4-dr., $1,170* 
(ps); (60) Special 4-dr. hardtop, $1,- 
320* (ps), $1,240* (ps). 

OHEVROLET—’61 Impala (8) sport coupe, 
$2,375; Corvair (6) Monza 2-dr., $2,- 
200, $2,150; Bel Air (6) sport coupe, 
$2,100. 

60 Impala (8) conv., $2,275* (ps), $1,- 
920* (ps); sport coupe, $2,250, $2,- 
170, $2,165, $2,050, $2,040, $2,035, $1,- 
930; sport sedan, $1,975*, $1,935* 
(ps); 4-dr., $1,910*, $1,800* (ps); 
Parkwood (8) 4-dr., $2,160* (ps); 
Brookwood (6) 4-dr., $1,730*, $1,680; 
Bel Air (6) 2-dr., $1,670*; Bel Air (8) 
4-dr., $1,600*; Corvair: (6) 2-dr., $1,- 
380; 4-dr., $1,375*, $1,295*. 

"59 Impala (8) conv., $1,605* (ps), $1,- 
520* (ps); sport coupe, $1,540* (ps), 
$1,485*, $1,440*, $1,345* (ps); sport 
sedan, $1,470* (ps); 4-dr., $1,450* 
(ps); Parkwood (8) 4-dr., $1,450*, $1,- 
400*; Bel Air (8) sport sedan, $1, 210°; 
4-dr., $1,180*; 2-dr., $1,155, $1,140*; 
Bel ‘Air (6) 2-dr., $1,090. 

758 Corvette (8) conv., $1,845; Impala 
(8) sport coupe, $1,285* (ps), $1,- 
150* (ps); conv., $1,165* (ps); Park- 
wood (6) 4-dr., $1, 015*; Parkwood (8) 
4-dr., $875*; Biscayne (8) 2-dr., $875*, 
$750*; Bel Air (6) sport sedan, $790*. 

’57 Bel Air (8) sport coupe, 2 at $950*, 
$890*, $835*, $750*; conv., $900* (ps); 
4-dr., $860*; Bel Air (6) 2-dr., $700; 
Two-ten (8) sport coupe, $775* (ps); 
station wagon, $755*, $700*; 4-dr., 
$700*, $695*; 2-dr., $475*. 

OHRYSLER—’59 NY 4-dr. hardtop, $1,- 
935* (ps). 

"58 NY 4-dr, hardtop, $1,345* (ps), $1,- 
250* (ps); 2-dr, hardtop, $900* (ps). 

'57 NY 4-dr., $665* (ps); Windsor 4-dr. 
hardtop, $610* (ps), 

DeSOTO—’58 Fireflite station wagon, 
$550*; Firedome 4-dr., $260*, 

DODGE—' 60 Dart (8) Phoenix 4-dr., $1,- 





Skyline Auction Returns 


To Sales on Tuesdays 

CALDWELL TOWNSHIP, N. J. 
—Skyline Auto Auction, located on 
Route 46 here, has returned to Tues- 
day sales after a period when sales 
were held on Thursdays. 

Dave Spielman, owner, said the 
change was made in response to 
many requests from dealers. 













































785* (ps). 
4-dr., $960*. 


Used-Car Auction Prices 


’59 Coronet (8) 2-dr. 


AUTOMOTIVE NEWS, MARCH 27, 1961. 


hardtop, 







$1,055; 


EDSEL—’59 Corsair 2-dr. hardtop, $965*. 


FORD—’61 Country Sedan (8) 4-dr., $2,- 


650* (ps). 


’60 Thunderbird (8) 2-dr. hardtop, $2,- 
905* (ps), $2,775* (ps), $2,770* (ps), 
$2,670* (ps); Galaxie 
$1,505*; Fairlane 500 (8) 4-dr., 

Fairlane (8) 

Fairlane 

"Falcon (6) 4-dr., 


440*, $1,440°*, 


2-dr., $1,300*; 4-dr., 
(6) 2-dr., $1,240; 
$1,300*; 2- dr., $1, 260°. 

"59 Thunderbird (8) 2- dr. hardtop, $2,- 
280* (ps); Galaxie (8) 2-dr. Victoria, 
$1,365* (ps), $1,350* (ps); 4-dr., $1,- 
270* (ps); conv., $1,000*; 
2-dr. Victoria, $1,225; Fairlane 500 (8) 
4-dr., $1,300* (ps), 


(8) 4-dr., $1,000* 


"58 Thunderbird (8) 2-dr, hardtop, $1,- 
$1, 780* (ps) ; 
$925*, 

Victoria, 


935* (ps); conv., 


try Sedan (8) 4-dr., 


$1,350*; 
$1,225*; 


lane 500 (8) 2-dr. 


$875* (ps); 4-dr. Victoria, $800* (ps), 
$740*, $690* (ps); Fairlane (8) 2-dr., 
$665*; 4-dr., $590* (ps); 
(8) 2-dr., $590*, 

’57 Thunderbird (8) conv., $1,700* (ps); 
Country Sedan (8) 4-dr., 
Fairlane 500 (8) skyliner, $820* (ps); 
2-dr. Victoria, $550* (ps), 
Custom (8) 2-dr., $470; Custom (6) 2- 

$415*; 


$1,030*; 


(6) starliner, 
$1,- 


dr., $300; Fairlane (8) 4-dr., 
Custom 300 (8) 4-dr., 


’56 Fairlane (8) 


4-dr., 


$355*, 
$450°*; 


$340*; Custom (8) 2-dr., $300*. 


’55 Thunderbird (8) conv., $1,250* (ps); 


Galaxie (6) 


Fairlane 


Coun- 
$555 ; Fair- 
$890°*, 


Custom 300 


$930* (ps); 
$440* (ps); 


2-dr., 


Fairlane (8) 2-dr. Victoria, $375*. 


IMPERIAL — ’58 Imperial 


4-dr., 


(ps). 
LINCOLN—’61 Continental 4-dr., 


(ps). 
’59 Continental Mark IV 4-dr, hardtop, 
$2,680* (ps); 4-dr., 
’57 Continental Mark II 2-dr, 
$405* (ps); 


$2,435* 


$2,210* (ps). 


’56 Premiere 2-dr. hardtop, 
4-dr., $385* (ps). 


MERCURY—’61 Meteor 4-dr., 


(ps). 
’59 Montclair 4-dr. hardtop, $1,645* 


(ps). 


’58 Montclair 4-dr. hardtop, $850* (ps); 
2-dr. hardtop, $820* (ps), $750*; 


$1,275* 
$4,985* 


$2,090* (ps). 
hardtop, 


Turn- 


pike Cruiser 2-dr, hardtop, $475* (ps). 


’57 Monterey 2-dr., 
4-dr, hardtop, $380, $330*, 
(88) 


OLDSMOBILE—’60 


(ps); 4-dr, Holiday, $2,370* (ps), 
265* (ps), $2,190* 
100* (ps), $1,105. 
"59 (98) 4-dr., $1,805* (ps); 
day, $1,750* (ps); 
Holiday, $1,720* 
(88) 4-dr., $1,700* (ps), $1,670* (ps), 
$1,600* (ps), $1,515* (ps); 
nic, $1,685* (ps), 


Holiday, $1,595* (ps). 


"58 (88) 2-dr. Holiday, 


$800*; 4-dr., $795*. 


’57 (98) 2-dr. Holiday, 


(ps); 4-dr, Holiday, $845* (ps); 
$820* (ps); (88) Super 2-dr. Holiday, 


—— (ps); (88) 2-dr, Holiday, $615* 


ps). 
56 r(88) 2-dr. Holiday, $550*; 
day, $525* (ps); 


(88) 


$565*; 4-dr., $510*; 
$300*. 

Fiesta, $2,400* 

$2,- 

(ps); 4-dr., $2,- 

4-dr, Holi- 

(88) Super 4-dr. 

(ps), $1,645* (ps); 

2-dr. Sce- 

$1,040* (ps); 4-dr. 

$1,040* (ps), 

$850* (ps), $740* 

conv., 


4-dr. Holi- 
Super 4-dr., 


$285* (ps); (98) 4-dr., $275* (ps). 
’55 (88) conv., $340* (ps). 
PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 


$2,100* (ps); Valiant (6) 4-dr., 


450°. 


"59 Fury (8) 4-dr. hardtop, $1, 050* (ps); 

Savoy (8) 4-dr., $840*. 
’58 Belvedere (8) 2-dr, hardtop, $600*. 
’57 Belvedere (8) 4- dr. hardtop, 


2-dr., $375*; Savoy (8) 4-dr., 
’56 Savoy (8) 4-dr., $305* 
PONTIAC—’61 Catalina 4-dr. 


545*. 


60 Bonneville conv., $2,650* (ps); 
tura sport coupe, 
285* (ps); 4-dr. Vista, 
Catalina Safari 4-dr., 
4-dr. Vista, $2,275* 
550; Star Chief 4-dr., 





$2,400* 


(ps); 


(ps). 


$2,350* 
$2,350* 


$2,075* 


Vista, 


(ps), 


2-dr., 


$575*; 


$335*. 
$2,- 


Ven- 
$2,- 


(ps); 
(ps); 


(ps), 


$1,- 


$2,015* (ps). 
‘57 Star Chief 4-dr., 
’56 Star Chief 4-dr. Catalina, $345* (ps); 


$1,675*; 


Chieftain 4-dr., 
RAMBLER—’60 Super (8) 4-dr., 


$625* (ps). 


$290* 


Super (6) 4-dr., $1,335. 


"59 Custom (6) Cross Country, 


$1,315", $1,130"; 


$1,305*, 


Cross Country, $1,165*, 
’58 Super (6) Cross Country, $900*. 
’57 Super (6) 4-dr., $460. 
’56 Custom Cross Country, $400*, 


Super 


$1,330, 
(6) 


4-dr., $1,650. 

60 Impala (8) conv., $2,025* (ps); 2-dr. 
hardtop, $1,885; Biscayne (8) 2-dr., 
$1,405; Corvair (500) (6) 4-dr., $1,- 
260°. 

’59 Impala (8) conv., $1,620* (ps); 4- 
dr., $1,375*; Impala (6) 4-dr., $1,- 
370*; Parkwood (8) 4-dr., $1,400*; 
Bel Air (8) 4-dr., $1,335; 2-dr., $1,- 
120*; Bel Air (6) 4-dr, hardtop, $1,- | 
215; Biscayne (6) 2-dr., $1,100*, $1,- 


085*, 


$1,060*. 


STUDEBAKER—’60 Lark (6) 4-dr., $1,- ’58 Impala (8) 2-dr., $1,250* (ps); Bel 
085*; 2-dr., $915, $725. Air (8) 4-dr, hardtop, $850; 4-dr., 
’59 Lark (6) 2-dr. hardtop, $1,070*%; 4- $820, $700. 
r., $740. ’57 Bel Air (8) 2-dr. hardtop, $815*; 4- 
dr. hardtop, $800*; Bel Air (6) 2-dr. 
DETROIT hardtop, $810*; Two-ten (8) 2-dr., 
$800. 
Aptco Auto Auction. Sale every Wednes- ’56 Bel Air (6) 4-dr., $520*; Bel Air (8) 
day. Prices are for sale of March 15. 2-dr., $515. 
BUICK—’59 LeSabre 2-dr. hardtop, $1,- ’55 Bel Air (8) conv., $450*, 
565* (ps); 4-dr, hardtop, $1,560*, DeSOTO — ’'57 Firesweep 2-dr. hardtop, 
’58 Special 2-dr. Riviera, $990* (ps). $400*. 
’57 Special 4-dr., $790* (ps); 2-dr., ’56 Firedome 2-dr. hardtop, $475* (ps). 
a Super 4-dr, Riviera, $780*; 2-| DODGE—’60 Dart (8) Pioneer station 
$610*. wagon, $1,800; Dart <6) Seneca 4-dr., 
+56. "Special 4-dr., $350*, $1,540. 
CADILLAC—’57 (62) Coupe de Ville, ‘57 Coronet (8) 2-dr. hardtop, $575*. 


$950*. 


CHEVROLET—’61 Corvette (8) conv., $3,- 
325; Corvair (700) (6) station wagon 


’55 Coronet (8) 4-dr., 


$350*. 
FORD—’61 Falcon (6) 4-dr., 
’60 Thunderbird (8) 2-dr, hardtop, $2,- 


$1,900". 


720* 


(ps), 
(ps), 


(8) 


$1,425* 


(ps); 


$1,900*; 
$1,750*, 


4-dr., 


(ps), 


Galaxie (8) conv., 
Victoria, 
4-dr., 


4-dr. 
$1,680*; 
2-dr, Victoria, $1,610*; 
$1,700*; 
$1,300; 2- 





Falcon (6) 


rs 


$1,990* 
$1,775* 
$1,675*; 
Country Sedan 


4-dr., 
$1,400, 


$1,360, $1,325, $1,285; Custom 300 (8) 


2-dr., 


$1,355*. 


’59 Thunderbird (8) conv., $2,400* (ps); 


Galaxie 
(ps), 
(ps); 
345*, 
Fairlane 500 
2-dr., 

$1,125; 


260*; 
$1,125", 
$1,000* ; 


$1,340*, 


(8) 2-dr, 
$1,290*; 2- 


Victoria, 


Country Sedan (8) 


$1,300* (ps), 
(8) 2-dr, 
$1,145"; 

Fairlane 
Fairlane (6) 2-dr., $910; Cus- 


tom 300 (8) 2-dr., 
’58 Thunderbird (8) 2-dr, hardtop, $1,- 
Fairlane 100 (8) conv., $1,- 


800* 
025* 


(Ps) ; 


(ps); 
$700; Custom 300 (8) 4-dr., $725. 


4-dr., 


$945*; 


$740* 


$1,265*, 


$1,400* 


dr., $1,310* 


4-dr., 
$1,100"; 

Victoria, $1,- 
4-dr., $ 


(8) 
4-dr. 


(Ps) ; 


$1,- 
1,200*, 
2-dr., 

, $880. 


2-dr., 


’57 Fairlane 500 (8) 2-dr, Victoria, 
$790*; Fairlane (8) 2-dr. Victoria, 
$510*; Custom 300 (8) 4-dr., $590*, 


$475*. 
’56 Country Sedan (8) 4-dr., $225*, 


’53 Custom (8) 4-dr., $380. 
IMPERIAL—’59 Imperial 


$2,000* (ps). 


’57 Crown 4-dr., 


$950. 


4-dr, 


hardtop, 


(Continued on Page 66, Col. 3) 
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New Commercial-Car Registrations, 
All States for January, 1961-1960 


istrations by states are 
weekly, as compiled 


state capitals. 
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New Passenger-Car Registrations, All States for January, 1961-1960 
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ncn eases, 


GARDEN STATE 


i nereensea 





Who but the Lark Dealer has compacts with the unique new Skytop sunroof...in four models? Who but 
the Lark Dealer can offer a compact convertible, too? Who but the Lark Dealer has the new 113 in. wheel- 
base luxury compact with as much inside room as the biggest American cars made? Who but the Lark 
Dealer has compacts in both 2 and 4 door wagons, 6 or V-8? Who but the Lark Dealer can make every 
prospect happy with not 2, not 4, but 7—count ’em—7 body styles? 


GROW ALONG WITH THE COMPACT MARKET—COMPACTS MAY TAKE 50% OF ALL 
‘61 CAR SALES! REMEMBER—YOU SELL EASIEST WHEN YOU SELL THE FINEST- 


ASK FOR THE DETAILS OF OUR SPECIAL NEW DEALER ASSISTANCE PROGRAM 
' Dealer Development Division, Studebaker-Packard Corp., South Bend 27, Ind. 


5 > : Gentlemen: Please send me the facts—in strictest confidence—no obligation. : 

? NAME____ pete Ss / POSTION = 

THE ’61 / . BY STUDEBAKER ! : 
HN Sn ae eee Ne ' 





See us at the International Auto Show April 1st-9th, New York City Coliseum—we can start talking then. itt ee, 0 eee ee eee se eae 





Se ne 








LINCOLN — ’57 Premiere 2-dr. hardtop, 
$1,050* (ps). 

MERCURY — ’58 Monterey 2-dr., $835* 
(ps); Montclair 2-dr, hardtop, $825* 
(ps). 

’57 Montclair conv., $775*; 4-dr., 
Monterey 4-dr. hardtop, $420*; 
$375* 


OLDSMOBILE—’59 (88) 2-dr., $1,485*. 
’58 (98) 2-dr. Holiday, $1,125* (ps). 
’57 (98) 2-dr. Holiday, $950*; (88) Super 

4-dr., $920* (ps); 4-dr. Holiday, $705* 
(ps); (88) 2-dr., $565*, 
’56 (88) 2-dr., $360*, 

PLYMOUTH—’61 Savoy (8) 4-dr., $1,- 
865*; Valiant (6) V-100 4-dr., $1,- 
800*; Suburban (8) 4-dr., $1,700* (ps). 

60 Valiant (6) V-200 4-dr., $1,375. 

’59 Fury (8) 4-dr. hardtop, "$1,365* (ps); 
4-dr., $1,105*. 

’57 Fury (8) 2-dr. hardtop, $685*; Bel- 


Noe ey 


$425*; 
4-dr., 


vedere (8) 4-dr., $475*, $450*, $420* 
(ps), $380*; Plaza (8) 4-dr., $355*; 
Savoy (8) 2-dr., $340. 

’56 Savoy (6) 4-dr., $255. 


PONTIAC—’59 Star Chief 4-dr, Vista, $1,- 


675* (ps); Catalina conv., $1,660* 
(ps). 
’57 Super Chief 2-dr., $860*; Star Chief 
4-dr., $680*. 
RAMBLER—’60 American (6) Deluxe 2- 
dr., $860. 
759 American (6) station wagon 2-dr., 
$985. 
’58 Super (6) 4-dr., $650*. 
STUDEBAKER—’59 Lark (6) 2-dr., $720. 


MISCELLANEOUS—’59 Ford F-100 pickup, 
$900; International Travelall, $875; 
Chevrolet (8) panel, $825. 

’57 Chevrolet panel, $245. 


ALBANY 


Tim Anspach, Inc. Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
March 13, Selected units in the Chevrolet 
group, as usual, outsold all other makes 
in our auction today. Trading in the yard 
was heavy during the morning, we had 
great numbers of good buyers, and prices 
were real firm on all ready-to-sell cars and 
trucks. Sold 113 cars from 138 consign- 
ments. 

BUICK—’ 57 Special 4-dr., $530* (ps). 
’56 Special 4-dr. Riviera, $560*, $435*; 
4-dr., $225*; Super 4-dr., $550* (ps); 
RM 4-dr. Riviera, $360* (ps). 





Largest Stock in the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 
KOLBENSCHMIDT—Pistons MONOPOLE-POISSY—Pistons, Rings, Valves 
ATE—Lockheed Brake Parts CURTY & Cie.—Gaskets, Oil Seals 
ATE—Valves, Ring Sets ALLINQUANT—Shock Absorbers 
F & S—Clutches COUSSINETS MINCES—Engine Bearings 
REINZ—Gaskets SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
SIMRIT—Oil Seals _ DES FREINS LOCKHEED—Brake Parts 
SWF—Windshield Wipers & Motors SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
FRESE—Bumpers & Mirrors MARCHAL—Lamps, Light Units, Spark Plugs 
GLYCO—Engine Bearings PARIS—RHONE—Generators, Starters, Regulators 
GLACIER—Engine Bearings HELLA—Lamps, Horns $.N.R.—Ball and Roller Bearings 
VANDERVELL—Engine —- BOSCH—Spark Plugs & Ignition JAEGER—S.N.A. —Speedometers, Instruments 
RANSOME & MARLES—Ball & Roller Bearings TEXTAR —Brake and Clutch Linings PECASEAUX—Lamps, Plastic Parts 
WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries other top lines 

e@ other top lines @ other top lines e p tin 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.I.V.—Ball and Roller Bearings @ other top lines 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 
TERRY—Valve Springs 
PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 





WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 
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Used-Car Auction Prices 
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CADILLAC—’59 (62) 2-dr., $2,800* (ps). 

"58 (62) 4-dr., $1,940* (ps). 

CHEVROLET—’60 Brookwood (6) 4-dr., 
$1,770; Corvair (6) 4-dr., $1,350*. 

’59 Impala (8) conv., $1,500* (ps); Bel 
Air (6) 4-dr., $1,350*, $1,175*, $1,150*; 
Bel Air (8) 4-dr., $1,100*; Biscayne 
(6) 4-dr., $1,275*; Biscayne (6) 2-dr., 
$910; Parkwood (8) 4-dr., $1,150*. 

58 Bel Air (8) 4-dr., $1,150*; Yeoman 
(6) 4-dr., $850; Biscayne (6) 4-dr., 
$825. 

’57 Bel Air 
sport sedan, $980* (ps); 4-dr., 
Two-ten (6) 4-dr., $975*; 2-dr., 
station wagon 4-dr., $875. 

56 Bel Air (8) 2-dr., $625*; Two-ten 
(6) station wagon 4-dr., $600; Two- 
ten (8) sport sedan, $420*; One-fifty 
(8) 2-dr., $325. 

COMET—’61 Comet (6) 2-dr., $1,786. 

DODGE—’ 57 Custom Royal (8) 2-dr. hard- 
top, $700* (ps). 

EDSEL—’58 Citation 4-dr. hardtop, $620* 


(8) sport coupe, $1,000*; 
$970*; 
$920; 


(ps). 
FORD—’61 Country Squire (8) 4-dr., $2,- 


525*. 

’60 Galaxie (8) 4-dr., $1,600* (ps); Fal- 
con (6) 2-dr., $1,260. 

’59 Galaxie (8) 2-dr. Victoria, $1,410*; 
Galaxie (6) conv., $1,350*; Fairlane 
(8) 4-dr., $1,110*, $1, 000*; Custom (8) 
2-dr., $950* (ps). 

’58 Country Squire (8) 4-dr. (9 pass.), 


Country Sedan (8) 4-dr., 
$850* (ps); Fairlane (8) 4-dr., $835*; 
Fairlane 500 (8) 2-dr., $720*; Custom 
300 (8) 2-dr., $670*; Custom (8) 2-dr., 
$625. 

’57 Fairlane (8) 4-dr., $800* (ps); 2-dr., 
$490*; Country Sedan (8) 4-dr., $750*; 
Fairlane 500 (8) 2-dr., $550") $480* 
(ps); Custom 300 (8) 2-dr., $485, $475. 

’56 Country Sedan (8) 4-dr., $600*; Fair- 
lane (8) 2-dr. Victoria, $495* (ps); 
4-dr. Victoria, $460*; Custom (8) 4-dr., 


$1,175* (ps); 


$385*. 
LINCOLN—’58 Capri 4-dr. hardtop, $1,420* 
(ps). 

MERCURY—’57 Montclair 4-dr, hardtop, 
$650*: Monterey 2-dr., $585*, $490*. 
OLDSMOBILE — ’58 (98) 4-dr., $1,150* 

(ps). 
’57 (88) 4-dr., $425*. 
PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,160*. 


'57 Savoy (8) 4-dr., $620*. 
PONTIAC—’55 Chieftain 2-dr., $130 
RAMBLER—’61 Super (6) 4-dr., 

(ps). 
"60 American (6) 4-dr., $1,050. 


$2,125* 


ALBANY 


Renault—’59 CV 4-dr., $280. 
’57 Dauphine 4-dr., $275. 


BORDENTOWN, N. J. 

Austin—’54 conv., $420. 
Fiat—’60 2-dr., $525, $375. 
dJaguar—’52 4-dr., $160. 
Mercedes-Benz—’55 4-dr., $610. 
Opel—’60 station wagon 2-dr., $1,200. 
Renault—’ 57 4-dr., $280. 
Skoda—’59 2-dr., $405. 
Vauxhall—’60 4-dr., $845. 
Volkswagen—’61 2-dr., $1,500. 

’60 conv., $1,475. 

’59 conv., $1,100; 2-dr., $870. 

’57 2-dr., $630. 

’56 2-dr., $600. 


CALDWELL, N. J. 
Ford (English)—’56 Zephyr conv., $195. 
MG—’58 Magnette 4-dr., $680. 


CHICAGO 
MG—’58 2-dr., $980. 
Metropolitan—’59 2-dr., $770, $605, 
Renault—’60 4-dr., $775; Dauphine, $590. 
’59 Dauphine, $530. 
Vauxhall—’60 4-dr., $900. 
Volkswagen — '60 2-dr., 
$1,160. 
’59 2-dr., $1,145. 
’58 2-dr., $1,005. 
’57 2-dr., 2 at $650. 


COLUMBUS, O. 
Goliath—’59 2-dr., $515. 
Mercedes-Benz—’ 54 4-dr., $850. 
Metropolitan—’59 2-dr., $700. 
Renault—’59 4-dr., $550. 
Vauxhall—’58 4-dr. Victor, $415. 


DAYTONA BEACH, FLA. 
MG—’61 roadster, $1,700. 
’59 roadster, $1,150, $1,185. 
Metropolitan—’'59 2-dr. hardtop, $685. 


$1,380*, $1,300, 


DETROIT 
Jaguar—'57 2-dr., $975. 
DYER, IND. 
Fiat—'59 4-dr., $515. 
FLINT 


Opel—’ 60 station wagon 2-dr., $950. 
Vauxhall—’59 4-dr., $600; Victor Super 
station wagon, $265. 
Volkswagen—’60 2-dr., $1,400. 
’56 2-dr., $475. 


FONTANA, WIS. 
Austin—’60 4-dr., $650. 


HUNTSVILLE, ALA. 
Triumph—'59 2-dr., $1,190. 


LOS ANGELES 

Austin-Healey—’60 roadster, $1,900, 

’59 roadster, $1,650. 
Citroen—’58 1-D19 4-dr., $325. 
Ford (English)—’60 Consul 4-dr., $760. 
Jaguar—’53 2-dr., $585. 
Hillman—’59 Minx 4-dr., $715, $640. 
MG—’59 2-dr., $1,235; roadster, $1,100. 

’56 MGA 4-dr., $425. 
Opel—’59 Rekord 2-dr., $700. 
Renault—’59 Dauphine 4-dr., 

’58 Dauphine 4-dr., $350. 
Triumph—’59 TR-3 roadster, $1,140. 
Volkswagen—’'57 Kombi, $610. 

’56 2-dr., $670. 


$435. 





*59 Custom (6) Cross Country 4-dr., $1,- 
200, 
‘58 Ambassador (8) 4-dr, hardtop, $875* 


(ps). 

STU DEBAKER—’58 Silver Hawk (6) 2-dr., 
$725*, 

MISCELLANEOUS—’60 Willys Jeep 2-dr., 
$1,960, 


— Auctions in Brief — 
CHICAGO 


Arena Auto Auction. Sale every Tuesday 
(March 14). Short of cars, We need more 
cars all years, makes and models. Sold 407 
cars from 586 consignments. 

* * x 


COLUMBUS, O. 

Capital Auto Auction, Inc, Sale every 
Thursday (March 16), Market high on the 
clean sharp cars. Sold 270 cars from 376 
consignments. 

+ 


* * 
DETROIT 
State Fair Auto Auction, Sale every 
Tuesday (March 14). Prices rising on all 
clean cars, which are still in great demand. 
* * * 


HUNTSVILLE, ALA. 

Johnson Auto Auction, Sale every Fri- 
day (March 17). Slight improvement in late 
models. Older models, if clean, still control 
activity. Sold 126 cars from 243 consign- 
ments. 

* * * 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (March 17). The market continued 
the stronger prices of the past few weeks. 
Sold 83 percent of 823 consignments, 

ca * * 


NEWINGTON, CONN. 
Newington Auto Auction. Sale every 
Thursday (March 16), Clean cars still in 
demand, Sold 61 cars from 90 consign- 
ments. 


* * * 
WEST PALM BEACH, FLA. 
West Palm Beach Auto Auction. Sale 
every Thursday (March 16), New car re- 
tail reported slow, Demand steady on clean 
used units. 
* * * 
BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 
every Wednesday (March 15). Buyers again 
outnumber sellers. If it was salable it was 
sold this week at N.A.D.A. Price for later 
model cars still climbing, with earlier mod- 
els even stronger than in prior weeks. Sold 


86 percent of 456 consignments. 
* * * 





FONTANA, WIS. 

Fontana Auto Auction. Sale every Thurs- 
day (March 16). Sharp cars of all makes, 
models and years selling. Very active mar- 
ket. Sold 174 cars from 283 consignments. 


Used Import Car Prices 





"55 2-dr., $490. 
Volvo—’ 57 2-dr., $615, $575. 


MANHEIM, PA. 
Fiat—’59 2-dr., $310. 
Goliath—’60 2-dr., $640. 
’59 2-dr., $640. 
MG—’60 roadster conv., $1,550 


Mercedes-Benz—’60 220 4-dr., $2,610. 
BS 220 4-dr., $1,625. 
Morris—’57 Minor Deluxe 2-dr., $400. 


’55 Minor 4-dr., $250. 
Peugeot—’60 station wagon 4-dr., $820. 
Renault—’60 Dauphine 4-dr., $545. 
Simca—’60 4-dr., $810. 
Triumph—’61, $1,050. 
Vauxhall—’60 2-dr., $970. 
Volkswagen—’61 Microbus, $1,750, $1,690; 
sunroof, $1,700; 2-dr., $1,395. 
"60 conv., $1,430, $1,145; 2-dr., $1,375, 
$1,350, $1,080. 
’59 conv., $1,140; 2-dr, hardtop, $1,120; 
sunroof 2-dr., $1,000, 
’58 2-dr., $870, $760. 
’57 Microbus, $690; 4-dr., $600. 
’56 2-dr., $455. 
Volvo—’61 2-dr., $1,460. 


NEWINGTON, CONN. 


Renault—’59 Dauphine 4-dr., $275, 
’58 Dauphine 4-dr., $390. 


SALT LAKE CITY 


Volkswagen—’61 2-dr., $1,600. 
’60 sunroof 2-dr., $1,290. 


WAREHOUSE POINT, CONN. 


Gollath—’59 1100 2-dr., $235. 

Renault—’59 Dauphine 4-dr., 

Taunus—’59 2-dr., $550. 

Volkswagen—’56 2-dr., $600. 
’55 sunroof 2-dr., $450. 


WEST PALM BEACH, FLA. 


Borgward—’57 Isabella station wagon 2- 
dr., $410. 

Fiat—’59 500 2-dr., $200. 
Hillman—’58 Minx 4-dr., 
tate Wagon, $335, 
Lloyd—’59 station wagon 2-dr., $245. 

Metropolitan—’55 2-dr., $200. 

Moretti—’59 Spider 2-dr. hardtop, $450, 
Renault—’60 Caravelle conv., $1,150; 4CV 
4-dr., $500, 

Taunus—’58 2-dr., $330. 
Triumph—’60 TR-10 4-dr., $495. 
’59 TR-10 station wagon 4-dr., $405, 
Vauxhall—’59 Victor station wagon, $580. 
’58 Victor station wagon, $415, 
Volkswagen—’61 113 2-dr., $1,100, 
’58 151 conv., $870. 


$415. 


$385; Husky Es- 














PORT-A-WALL 5+" 


TOPPER 


Buy them black 
and make them white 
with the new 

Port-A-Wall Topper. 














Bearfoot Airway Corporation 
Automotive Division @® Wadsworth, Ohio 
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Sponsored By Denver BBB . 


Dealers Back Truth Drive 





By Ira Alexander 
° Staff Correspondent 


DENVER.—There is nothing new 
or strange about expressing a be- 
lief in truth, or in subscribing to 
a code of ethics. The majority of 
business firms in the Denver area 
have built their business on the 


customer confidence resulting from | 


truth and fair play. 

To encourage even higher ethi- 
eal standards by all businesses, 
a group of established firms are 
accepting leadership in sponsor- 
ing the Emblem of Truth pro- 
gram of the Denver Better Busi- 
ness Bureau. The new-car dealers 
of this city lead all other indus- 
tries in the number of represent- 
atives on the original sponsorship 
list. 

The new car dealerships lending 
support to the movement are: Buck- 
ley Bros. Motors, Inc.; Capital Chev- 
rolet Co.; Craig Chevrolet Co.; 
Davidson Chevrolet, Inc.; Deane 
Buick Co.; Hover Motors, Inc. 
(Ford); George Irvin Chevrolet; 
Kumpf Motor Car Co. (Mercury- 
Lincoln); Luby Chevrolet Co.; 
Marsh-Wimbush (Ford); Metropoli- 
tan Pontiac Co.; Mountain States 
Motors, Inc.; Murph y-Mahoney 
Chevrolet Co.; Red-White Chevro- 
let; Rickenbaugh Cadillac Co.; 
Weaver-Beatty Oldsmobile Co.; 
Wheeler Motor Co., and Williams 
Rambler. 

Those sponsoring the program 
have agreed to a pledge to serve the 
public with honest values and tell 
the whole truth about the goods 
offered. These firms are entitled to 
display an Emblem of Truth. 


The emblem, featuring the 
anced scales of justice with the 
word “truth’ emblazoned on it in 
capital letters, remains the prop- 
erty of the BBB and may be used 
only by subscribers who remain in 
good standing on all 10 points of 
the pledge. 

Merchants found guilty of 
knowingly violating the truth 
code will lose their right to dis- 
play the emblem. There is a sys- 
tem of appeals and hearings be- 
fore unbiased fellow  business- 
men. 

The fair-practice code which the 
sponsors agree to carry out is: 

Serve the public with honest 
values. Tell the truth about what is 
offered. Tell the truth in a forth- 
right manner so its significance 





Rival Camps Eye 
Chrysler Dealers 
In Proxy Quest 


(Continued from Page 8) 


when Newberg was ousted from the 
presidency last summer, 

As a condition of the restraining 
order against Newberg, Chrysler 
posted a $50,000 bond with Wayne 
County (Detroit) Circuit Court. 

Two misconceptions arising 
from the Chrysler proxy state- 
ment were clarified by company 
spokesmen last week. 


Chrysler is paying $750,000-a-year | 


commitment fee to all of the more 


bal- | 





than 100 banks which have granted 
the company a revolving credit} 
agreement of $150 million, it was} 
emphasized. 

The Hanover Bank of New York, 
whose president is a Chrysler direc- | 
tor, is one of the recipients, but not | 
the only recipient. 

* 

SALARY raises ii year for com- | 
pany executives who also are di- | 
rectors resulted, in actuality, from | 
$50 fees paid for extra board meet- 
ings, Chrysler said, Colbert, for ex- 


w 


ample, went up from $250,900 to| 
$251,050 for attendance at three spe- | 
cial meetings. Finance Vice-Presi- 
dent F. W. Misch, similarly, was 


raised from $115,900 to $116,050. 

Failure of the proxy statement 
to explain that the raises result- 
ed from the extra meetings led 
to “Colbert Gets Raise” headlines 
in some newspapers. 

The Hanover Bank is a principal 
in the revolving credit agreement, | 
which was established in 1958 for 
a three-year term, Chrysler has not | 
borrowed off this agreement to 
date. | 





may be understood by the trusting | 


as well as the analytical. Tell cus- 
tomers what they want to know— 


what they have a right to know! 
| allowances, 


and ought to know about what is 
offered so that they may buy wisely 
and obtain the maximum satisfac-| 
tion from their purchases. 


Be prepared and willing to make} 


good as promised and without 
quibble on any guarantee offered. 
Be sure that the normal use of 
merchandise or services offered will 
not be hazardous to public health 
or life. 

Reveal material facts, the 
deceptive concealment of which 
might cause consumers to be mis- 
led. Advertise and sell merchan- 





Raleigh Show Slated 
RALEIGH, N. C.— The Raleigh 
Automobile Dealers Assn. will} 
stage its fifth annual auto show 
April 10-12 at Cameron Village. 





dise or service on its merits and 
refrain from attacking your com- 
petition or reflecting unfairly 
upon their products, services or 
methods of doing business. If 
testimonials are used, use only 
those of competent witnesses who 
are sincere and honest in what 
they say about what you sell. 
Avoid all tricky devices and 
schemes such as deceitful tradein 
fictitious list prices, 
false and exaggerated comparative 
prices, bait advertising, misleading 
| free offers, fake sales and similar 


practices which prey upon human|§ 


ignorance and _ gullibility. 

W. Dan Bell, general manager of 
BBB, said stiffening business com- 
petition across the nation has re- 
sulted in a new wave of bad busi- 
ness practices, and 135 bills are 
now pending before Congress to 
place further restrictions on mar- 
keting. “The BBB truth program 
will accomplish the same _ thing 
without legislation,” he said. 

To get an idea of consumer re- 
action, Bell said, a BBB question- 
naire was sent to 900 housewives. 
|“Replies show that the truth em- 


| blem would influence 72 percent to 


buy where it was displayed,” he 


said. 





Trophy for Chevrolet— 

For the second year in a row Edward 
N. Cole, right, Chevrolet general manager, 
accepts the Safety and Performance Trophy 


from Harry L. Moir, marketing vice-presi- 
dent, Pure Oil Co. The annual award is 
made to the manufacturer whose cars 
achieve the most points in the NASCAR 
Safety Trials at Daytona Beach. Chevrolet 
cars accumulated more total points in the 





economy trials, traffic passing tests, stop 
and go tests for braking and acceleration 
than any other make. 
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Franchise Loser 
Sues Rambler in 


™% = . e* 

Facilities Row 

MILLVILLE, O.—A nonrenewal 
suit asking $75,000 damages has 
been filed against American Mo- 
tors by Millville Motors, which lost 
its Rambler franchise in Novem- 
ber. 

The suit was filed in Cincinnati 
Federal District Court under the 
Automobile Dealer Franchise Act 
of 1956 (good-faith law). 

Millville Motors accused AMC of 
terminating its franchise for re- 
fusing to expand its facilities and 
move to another city. The dealer- 
ship said in its bill of complaint 
that its location was adequate and 
it had an “excellent record of sales 
and service.” 

Millville Motors had been an 
American Motors dealer since No- 
vember, 1957. 

American Motorg declined com- 
ment on the legal aspects of the 
suit, but said another Rambler 
dealer had been named in Millville, 
which is six miles west of Hamil- 
ton. 





Single molding has red lens 


section, clear housing 


On the 1961 Lark—Housing and lens 
are a one-piece Plexiglas molding! 


In finished part, clear 


rel Etta: md 


metallized on 


second surface; small side-jewel 


section is sprayed red 


The 1961 Studebaker Lark one-piece tail light 


“assembly”’ 


shown above is produced by double- 


molding red and crystal-clear PLEXIGLAS® acrylic 
plastic. The combined lens-and-housing is a first- 
time part in the automotive industry. 


The advantages? An all-acrylic unit with hand- 
some appearance, great strength and weather re- 
sistance, and a gleaming metallized section that 


stays bright . . 


. at a cost reduction of approximately 


380% compared with the traditional assembly of 
lens, die-cast housing and gaskets. 


There are many opportunities for obtaining im- 
proved performance at lower cost in today’s cars, 


PLEXIGLAS 


by using parts molded of PLEXIGLAS (and Rohm & 
Haas IMPLEX®, the high impact acrylic). Our de- 
sign staff and technical representatives will be 
pleased to discuss specific parts with you in detail. 


ROHM F 
HAAS = 


PHILADELPHIA S, 


Detroit Representative: 7. C. 
Road, BRoadway 3-067 4. 


In Canada: Rohm & Haas Company of Canada, 





Oglesby, Nor-Way Building, 20211 Greenfield 








PA. 


Lid., West Hill, Ontario. 
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By George L, Glaser 


European Correspondent 


GENEVA, Switzerland. — Geneva, 


_ being an elegant city, offers its an- 





April Fool in Germany— . 


April Fool's Day prompted this little joke 
by Gasolin, a German gasoline refiner. In 
Gasolin's version of motoring in the fu- 
ture, a helicopter acts as a flying gasoline 
station. Gasolin says pilot could see the 
car's license number by TV screen. Check- 
ing oil and wiping windshield is some- 
thing else again. 





nual automobile salon to the ele- 
gant set, which considers prestige 
and fashion on equal terms with 
transportation value. 

Thus, the Geneva show this 
year could be called a “festival 
for snobs,” although it offered 
little in the way of new cars. One 
must be surprised that the show 
management was not able to lure 
at least one of the highly preg- 

nant makers into presenting a 

new model in the popular class. 

Jaguars XK-E, a new high- 
priced sports car, produced 200 
firm orders on opening day. 

A word about the special bodies 
at Geneva: In my book, many of 
the one-time styling extravaganzas 
of sports coupes are placed under 
the heading of the title of a famous 


What do they 
have in common? 







Motorists who care for 


icemen who care for their customers .. . 


that WoLF’s Heap Oil 







the uncommon 





motor oil! 


their cars .. . and serv- 
agree 
is truly the finest of the 


fine. There’s a reason—WOLF’s HEapD is 100% 
Pure Pennsylvania, Tri-Ex refined three im- 


portant extra steps and 


scientifically fortified for 


the finest engine protection. The result is un- 


common lubrication . . . 
erating and upkeep costs . . 


quality. That’s why m 


uncommonly low op- 
. truly uncommon 
any motorists who care 


for their cars insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD O 
OIL Cl 


IL REFINING CO. 
TY, PA. 


| Little in Way of New Cars... 


Geneva Show Called 
‘Festival for Snobs’ 


Swedish motion picture, “They 
Danced Only One Summer.” A few 
may warrant mentioning. 

There is an American who sells 
plastic open sports bodies from 
Belgium to the Swiss VW import- 
ers. There is a Swiss firm Petignat 
Comment, from Pruntrut, making a 
plastic body in coupe version for 
VW or Porsche chassis. 


Lancia offers an Appia with 
shortened wheelbase and Zagato 
sport coupe body. Bertone made an 
open sports roadster for the NSU 
Prinz, Farina, trying again for 
something different, presented a 
new sport coupe on a 1500 Fiat 
sport chassis, 

Among the merchandising 
items, I should mention “the 
dancing Dauphines,” a stunt by 
which a number of Dauphines, 
mechanically moved, appear to 
be dancing to a waltz melody. 
They originally appeared at the 
Paris show last year. 

Citroen offered a new DS version 
with an engine which has a higher 
compression ratio and heavier pis- 
tons with upper ring chrome plated. 
A new torsionetic vibration damper 
for the crankshaft has been added. 
A new type Weber carburetor has 
fast idle in cold condition. 

Mercedes-Benz has improved the 
220 series. Since many German 
business Men are wearing their 
“spare tire around the stomach”— 
in other words got fat again—the 
steering column had to be movedi 
up to a different angle in order to 
accommodate the driver. 

The BMW people of Munich, 
Germany, are now going with in- 
creased strength along the road to 
better business and remaining in- 

dependent. 

BMW enjoys a brisk come-back 


Dealers, 300 Cars 
e e 

Go With the Wind 
e . 

In Windy City 

CHICAGO.—Authorities here are 
still investigating and shaking their 
heads over one of the nation’s most 
bizarre closings of an auto dealer- 
ship. 

Associates Discount Corp. made 
a routine inventory check at Ster- 
ling-Harris Ford, 4700 N. Cicero 
Ave., on a Friday. The stock of 
nearly 300 new and used cars was 
accounted for and everything else 
was in order. 

On the following Monday morn- 
ing, the cars were all gone. Also 
missing were the dealers, Leroy 
Sterling and George Harris. 

The search for the cars reads 
something like the script for a tele- 
vision thriller. Police and the Fed- 
eral Bureau of Investigation joined 
in the search. A helicopter was 
pressed into service. 

A block of 113 cars was spotted 
in a field near Waukegan, IIl., and, 
at 3 a.m. on the day after the dis- 
appearance was discovered, Associ- 
ates began moving to claim the 
cars. By late last week, about 200 
of the cars had been located, some 
in the hands of unsuspecting buy- 
ers. Another 100 cars were still 
among the missing. 

About a week after the cars dis- 
appeared, Sterling and Harris ap- 
peared for a conference with As- 
sociates officials. Meanwhile, Rock- 
lin Irving and Associates, an adver- 
tising agency, filed involuntary 
bankruptcy proceedings against the 
dealership, claiming $27,390 in bills 
had gone unpaid. 





Dealers in Ohio County 


Name Wright President 


GREENVILLE, O. — William 
Wright, Greenville, has been elected 
president of the Darke County Au- 
tomobile Dealers Assn. He succeeds 
I. Paul Wilson, Greenville, who will 
serve as secretary-treasurer for the 
coming year. 

Other officers are Ernie Myers, 
Greenville. vice-president; Leonard 
Schultz, Greenville, chairman of the 
board, and Deo Troutwine, Arca- 
num, and Donn Smith, Rossburg, 
directors. 


in Switzerland. Presently more or- 
ders are coming in for the luxury 
version of the sedan than for the 
regular job. 

I am inclined to think that 
they may increase the range of 
the 700 series later this year. The 
larger car, an elegant, sports car 
in the 1,300-c.c,. range, also is 
being pushed forward toward 
production perhaps early in 1962. 
The best sign, so say the BMW 

men, is the appearance of a better 
class of car dealers applying for 
the franchise. 

From Bremen came the news 
that Borgward hag finally laid off 
2,500 persons from the 19,000 being 
employed. Jobs can easily be found, 
since Germany is presently bring- 
ing in train loads of Italian and 
Greek workers to assist in carrying 
the load of work in German fac- 
tories. 

Ford has stressed in Geneva the 
Taunus 17-M from Cologne, Ger- 
many. Something startling has hap- 
pened. Car owners who never had 
thought of owning a Taunus, sud- 
denly changed their minds and ac- 
cepted the new styling. And, as a 
surprise, came the observation that 
the “sameness look,” in other words 
the crisp Italian line, as standard of 
fashion, seems to have faded some- 
how and the non-conformist line of 
the Ford Taunus went over well. 

Now, Volkswagen and the ru- 
mors. In Geneva more and more 
reporters spoke of the “big camou- 
flage deal” by VW, especially since 
someone started to ask questions. 

It appears that some reporters 
assume that the new VW will one 
day be the changed-over job from 
the present VW and may sell for 
about 9 percent more, and that 
only the luxury version will have 
the 1.5-liter bigger engine. The 
size of the new car and other 
items point a bit that way. In any 
event, should the assumption be 
right, the surprise will still be 
great. 

VW stock has been, of course, far 
outsold to what is available and the 
orders will be filled by limiting 
amounts to the individual. 

Some new ideas in regard to shop 
layouts are expected to be reported 
in the fall. How to create a more 
efficient shop for less money is 
presently the subject of study in 
several factories and the results 
will be quite interesting. 





Import Share Up 


On Lower Sales 


VW Tops 50 Pet. 
Of January Total 


(Continued from Page 2) 


Simca, 29.35; Mercedes-Benz, 34.27, 
and Triumph, 36.19. 

In comparing January with 
the year-earlier month, only 
Volkswagen showed increased 
volume, gaining 12.13 percent, 
The Top Ten continued to in- 

crease their share of the market, 
taking 80.67 percent of all import 
registrations in January, compared 
with 78.20 percent a month earlier 
and 77.33 percent a year earlier. 
* * x 

As COMPARED with the previ- 

ous month, Volkswagen and 
Renault continued their one-two 
rating. Mercedes-Benz and Opel 
swapped positions, with Opel mov- 
ing into third. 

Fiat and Volvo each moved ahead 
one notch to fifth and sixth, re- 
spectively, dropping Triumph from 
fifth to seventh. 

Metropolitan, moving back into 
the Top Ten for the first time 
since May, 1958, took over eighth 
place, pushing Simca to ninth, 
MG, also returning to the Top 
Ten after an absence dating back 
to last July, claimed tenth posi- 
tion, ousting English Ford from 
the elite group for the first time 
in the latter’s history in the United 
States market. 

* * * 
As COMPARED with January, 

1960, VW and Renault again 
continued No. 1 and No. 2, Opel 
moved into third place from fourth 
and Mercedes-Benz jumped to 
fourth from tenth. 

In fifth place both years was 
Fiat, while Volvo moved up to 
sixth from ninth. Triumph and 
Metropolitan took over seventh 
and eighth, respectively, from 
positions that were outside the 
Top Ten a year earlier. 

In ninth was Simca, down from 
sixth a year earlier. MG moved into 
tenth spot from among the also 
rans. 

Out of the Top Ten this year 
were English Ford, No. 3 a year 
ago; Vauxhall, No. 7 a year ago, 
and Hillman, No. 8 a year ago. 
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B-O-P, Chrysler Plants Hum... 





(Continued from Page 1) 


worked only four days at South 
Bend. ~ 

Scheduled to close this week are} 
Imperial in Detroit, standard Ford 
and Mercury at Los Angeles; stand- 
ard Ford at St. Paul; standard 
Chevrolet at Los Angeles and At- 


| week’s 71,209 assemblies, 
| percent below the comparable week 
| a year ago, when the industry turn- 
ed out 137,519 cars. 


but 36.1 


The return of Plymouth and 
Dodge Dart to the assembly scene 
offset losses by standard Ford 
and helped the low-price class 
pick up 41.3 percent of total in- 


* * * 


lanta, and Corvair at Oakland, Calif. | 


I AST week’s car output was 23.4 
4 percent above the previous! 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





























dustry output on an estimated 
36,300 cars last week. A week 
earlier, the group turned out 









































Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 25, Week, March 18, March, March 26, March 25, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP.** .. 15,525 20,118 2,526 33,474 300,774 107,685 
Chrysler Division. ...... 2,525 1,235 2,190 7,147 32,399 22,820 
SEEN ossavecsrveesscesice 2,200 992 2,190 6,498 26,771 20,721 
Imperial .................... 325 Ws atteaces 649 5,628 2,099 
Dodge Division .......... 5,000 9,405 336 =610,373 =: 103,724 30,978 
Dart-Polara _............ 3,700 9,405 336 7,806 103,724 23,779 
NUE“ irkerkccsdpessticonnns Se: cesses  ‘Nedavevers ON eheosthiees 7,199 
Plymouth Division .... 8,000 DOE, cipiccse 15,954 151,942 53,887 
Plymouth EE oo Leaepcsaves 9,465 86,534 32,711 
WRERIEEE sc ssnserssese a rn 6,489 65,408 21,176 
FORD MOTOR .............. 11,285 30,500 31,895 76,138 507,247 301,869 
Ford Division .............. 9,865 23,380 25,709 63,068 432,949 251,413 
ME rc carasdcssesssccsevei 4,490 10,443 10,595 24,820 118,185 86,379 
Ford (Std) ............... 5,375 10,878 14,233 34,624 293,705 146,115 
Thunderbird ............. ......... 2,059 8381 3,624 21,059 18,919 
L-M Division ................ 1,420 7,120 6,186 13,070 74,298 50,456 
RINE beisdeesvessessoseretevs 1,185 3,479 3,454 7,788 15,114 24,185 
I Sec. bascivccnccusetoes. werdaupans 403 218 1,163 7,207 7,437 
EE «is exiereson sks <oionss 235 3,238 2,514 4,119 51,977 18,834 
GENERAL MOTORS .. 53,288 73,608 28,636 170,381 921,632 598,436 
Buick Division Saee 3 | Wi Asse 14,295 85,118 55,660 
Buick (Std.) eee 10,091 85,118 40,059 | 
BEL s:cocicoonecs, MEE. aceammaes 0 cmciie 4204... 15,601 
Cadillac 3,381 3,334 12,090 47,395 39,829 
Chevrolet Division .... 29,600 47,993 25,302 105,320 560,028 351,769 
RI, SS itctyirsvasirieins 6,900 6,394 6,298 24,035 89,682 78,516 
Chevrolet (Std.) ...... 22,700 41,599 19,004 81,285 470,346 273,253 
Oldsmobile Division .. 7,140 OO | Seecstcins 18,781 109,726 71,764 
TINIE cascansugeveensvaus theteus OU, Sesecmanrn: 1 aNasepeae’ > 16,458 
Oldsmobile (Std.) .. 5,665  egpcapteas 14,957 109,726 55,306 | 
Pontiac Division ........ 7,700 EE. ssashscays 19,895 119,365 79,414 
Pontiac (Std.) .......... 5,200 GOO secakacevs 13,635 119,365 52,429 
es IE” .- Sasitvesec~ °.\ saccbiens -sebenetine 26,985 
DENNEN. acckvsnescoccaseieses 6,400 11,179 6,812 22,375 125,208 66,565 
STUDEBAKER. ............ 1,268 1,914 1,214 3,639 31,815 11,996 
COTRBLORERS on..c5.ssscsersevsseee 125 200 126 454 1,597 1,210 
Total Cars, U. S.**.... 87,891 137,519 71,209 306,461 1,888,273 1,087,761 
**Totals for 1960 include DeSoto production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended Output, To To 
March 25, Week, March 18, March, March 26, March 25, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................. 6,100 9,901 6,819 23,159 128,344 72,624 
DIAMOND T ................... 48 60 34 133 752 361 
DIVCO 60 108 71 216 994 512 
DODGE 1,350 1,417 1,360 4,822 21,729 14,039 
FORD 6,125 8,136 5,488 21,899 97,138 74,478 
EN PO aa Ech ean suai ceasasesuaune 1,315 2,643 1,349 4,836 29,791 15,676 
INTERNATIONAL ...... 2,825 2,664 2,481 9,829 35,013 30,758 
IE kc icascacjattcinsivecssvees 200 294 194 708 3,385 2,294 
STUDEBAKER ............... 132 208 205 187 2,489 1,753 
SMS wcsescsasscvesoncssesesseces 380 399 378 1,266 4,637 3,957 
ENCED oi fc ses sedanacsosacinesaze 2,450 2,511 2,472 7,586 31,242 23,812 
MISCELLANEOUS ...... 85 87 85 308 1,152 1,024 
Total Trucks, U.S. .... 21,070 28,428 20,936 75,549 356,666 241,288 
Total Cars, Trucks, 
MOE WS. cesvsacecsesrtsyi aches 108,961 165,947 92,145 382,010 2,244,939 1,329,049 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 Jan. 1 
Ended Same Ended Output, To To 
March 25, Week, March 18, March, March 26, March 25, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,100 1,480 833 3,636 14,763 9,708 
FORD MOTOR .............. 2,065 2,645 1,968 7,056 25,808 24,262 
GENERAL MOTORS .._ 3,800 4,221 3,815 12,576 53,621 43,530 
RAMBLER . .............0.000000 ee F eraras 172 Oa. samics 1,106 
STUDEBAKER .............. 160 120 160 416 1,257 1,328 
Total Cars, Canada .... 7,300 8,466 6,948 24,242 95,449 79,934 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To T° 
March 25, Week, March 18, March, March 26, March 25, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 160 189 155 561 1,993 1,819 
FORD MOTOR. .............. 445 580 335 1,384 4,692 4,643 
GENERAL MOTORS .. 600 862 642 2,175 11,379 6,986 
INTERNATIONAL ...... 230 253 231 835 3,283 2,729 
; Total Trucks, Canada 1,435 1,884 1,363 4,955 21,347 16,177 
Total Cars, Trucks, on 
TN Risers iekscssi 8,735 10,350 8,311 29,197 116,796 96,111 





Grand Total, 

Cars and Trucks, 

U. S. and Canada....117,696 
*Revised. 





176,297 100,456 


411,207 2,361,735 1,425,160 


33,363 cars for 46.9 percent of 
total industry assemblies. 

The compacts, which took a rec- 
ord 39.8 percent of total industry 
output the previous week on 28,373 
assemblies, picked up 34.6 percent 
last week on 30,381 cars. Return of 
the three B-O-P compacts and Lan- 
cer and Valiant offset declines in 
Comet and Falcon output and help- 
ed give the compact group its in- 
crease of slightly more than 2,000. 

Showing the biggest numerical 
increase was the medium price 
group, which climbed from 5,921 as- 
semblies the previous week to an 
estimated 17,525 cars last week. 
Only medium-price car down last 
week was Thunderbird, Down the 
previous week were Oldsmobile, 
Pontiac and Buick. 

The highest price class, with Lin- 
coln down due to parts shortages, 
picked up 4.2 percent on total in- 
dustry output of 3,685 assemblies 
last week, compared with 5 percent 
on 3,552 cars the previous week, 


'when Imperial was down for in- 


* * 


N THE commercial-car field, the 
industry turned out 21,070 trucks 
last week, compared with 20,936 
commercial vehicles built the previ- 
ous week, and 28,428 trucks assem- 
bled during the week ended March 
26 a year ago, 

Canadian auto manufacturers 
all worked five days last week as 
7,300 cars and 1,435 trucks were 
produced. That compared with 
6,948 cars and 1,363 trucks turned 
out a week earlier, and 8,466 cars 
and 1,884 trucks turned out dur- 
ing the week ended March 26 last 
year. 

Among the car makers, Chrysler 
Corp. was up from 833 to 1,100 
units; Ford Motor climbed from 
1,968 to 2,065 assemblies; General 
Motors was off slightly from 3,815 
to 3,800 units; Rambler edged up 
from 172 to 175 assemblies, and 
Studebaker produced 160 cars in 
each of the last two weeks. 

* * * 
Boost in Truck Sales 


Brings Ford Output Hike 

DEARBORN.—Increases in Ford 
heavy truck production schedules 
at Louisville are being planned to 
meet accelerated demands. 

John F. McLean jr., Ford Divi- 
sion truck marketing manager, said 
Ford truck sales from March 1-10 
were 19 percent more per day than 
during the comparable February 
period. 


ventory adjustments. 
Ps 


Econoline vans also are selling, 


exceptionally well, McLean said. 
Average daily sales in February 
were up 50 percent over the pre- 
vious month, and during the March 
1-10 period were 40 percent ahead 
of the February 1-10 period. 

McLean said field reports indi- 
cate Ford dealers are looking for 
an even sharper truck sales upturn 
next quarter. 





MA) EDWARD K. CUMMING 








MERCEDES-BENZ — 
~¢ ame gen 8 A 
cone FEB. 18 1961 


Mercedes-Benz Service Seminar— 


The proper care of prized cars was the subject of this Mercedes-Benz Service Sem- 
inar at Edward K. Cumming and Co., Inc., Elizabeth, N. J. Surrounding a Mercedes- 
Benz 190 SL are M-B owners, mechanics, members of the dealership staff and Mercedes- 
Benz Sales, Inc., zone representatives who discussed maintenance techniques. Jack E. 
Reese, M-B New York zone sales manager, presented high mileage awards to six M-B 


owners. 





Early in Next Quarter? ... 


Colbert: Upturn at Hand 


(Continued from Page 2) 


current levels of activity in the 
automobile business is the daily 
rate of retail sales—and by study- 
ing the daily rates of retail sales 
over a period of weeks or months 
we can often spot significant 
trends,” Colbert said. 

“For example, last October and 
November the rate of new-car re- 
tail sales was approximately 21,000 
a day. In December the rate fell to 
19,000 a day. And in January it fell 
again to 15,000 a day—where it 
stayed right on through February 
without any further declines. So it 
appears that the automobile mar- 
ket has declined about as far as it 
is going to decline. 

“Solid evidence that our retail 
sales of new cars may be ready 
for a rise comes from a similar ex- 
amination of recent trends in the 
daily rate of retail sales of used 
cars,” Colbert added. 

“In October and November, used 
cars were selling at a rate of 26,000 
a day. In December that rate fell 
sharply to 23,000. But instead of fol- 
lowing the downward trend of new- 
car sales into January, used-car 
sales snapped back up to 25,000 a 
day in January, and to 25,600 a day 
in February. So used-car sales are 
—— back to the levels of last 
fall. 

“The coming of spring is an ad- 
ditional reason for looking for- 
ward to an upturn in automobile 
sales. There is no doubt whatever 
that the low level of automobile 
sales during the winter months 
was caused in part by extremely 
bad weather in the East. In Jan- 
uary and February roughly 45 
percent of the automobile mar- 
ket was adversely affected by the 
worst snows in many years.” 

Colbert said the introduction of 
American-built compact cars had 
turned back the challenge of im- 
ported models, and helped the do- 











mestic makers to increase their ex- 
ports. 

The success of the domestic com- 
pacts can be measured by the “re- 
ceding tide of automotive imports” 
from a peak of 610,000 sales in 1959 
to about 500,000 a year ago, he said. 

“And with the sales of imports 
still declining, it is generally felt 
that the import sales for this year 
will be in the neighborhood of 400,- 
000,” Colbert said. 


Ford Road Shows 
Begin *61 Tour of 
Shopping Centers 


DEARBORN.—Disappearing rab- 
bits and doves, liquid that shrinks, 
a magic gas tank and an eight- 
foot-tall guillotine highlight the 
“Magic World of Ford” shows 
which have begun their 1961 nation- 
wide tour of 44 shopping centers. 

Ford Motor Co, shows, now in 
their fifth year on the road, have 
appeared before 12 million persons 
at suburban shopping centers. 

The 1961 shows, expected to at- 
tract 2.5 million visitors, opened in 
Miami, Houston and Albuquerque. 
They will move northward with the 
season. 

Each show has three magicians 
whose illusions and sleight-of-hand 
performances are keyed to the fea- 
tures of the Ford Motor Co, prod- 
ucts. Visitors may register for 
prizes awarded during the stay at 
the shopping center. 

Ford dealers will participate by 
supplying show cars, setting up 
supplemental displays, assigning 
salesmen to the displays, placing 
posters in their’ showrooms and 
promoting the shows in their ad- 
vertising. 


Union Opens Youngstown Drive 


(Continued from Page 6) 
10-to-1 in favor of representation 
by the Salesmen’s Guild of Amer- 
ica in an election supervised by the 
NLRB. 

In Detroit, garage and service 
department employes at Kelly 
Chevrolet, Inc., voted 26-to-8 
against representation by Team- 
sters Local 376. 

In Roseville, Mich., the NLRB 
has ordered a representation elec- 
tion among new and used-car sales- 
men at Arnold Lincoln-Mercury, 
Ine. The workers will vote for or 
against Teamster Local 376. 

In Lincoln, Neb., Thomas N. 
Kessel, NLRB trial examiner, has 
recommended that the board issue 
a certificate of results after an ex- 
amination showed that Teamsters 
Local 608 failed to receive a major- 
ity of eligible votes in a recent elec- 
tion at Misle Chevrolet Co. The 
final tally was 16-to-8 against the 
union, 

In Billings, Mont., Howard Myers, 
NLRB trial examiner, has recom- 
mended dismissal of union charges 
that Lew Chevrolet Co. laid off, dis- 
charged and refused to recall em- 
ployes because of their union 


activities and membership, The: 


complaint was filed by Internation- 





al Assn, of Machinists Lodge 622. 
cS * * 


Rubber Talks Open 


Or THE factory front, the first 
major test of hold-the-line 
wage policies began last week 
when rubber companies and the 
United Rubber Workers opened 
negotiations on new contracts. 

The outcome is expected to 
have an effect on auto industry 
negotiations with the United Auto 
Workers, which open July 1. 

The Rubber industry negotiations 
got under way last week with Fire- 
stone Tire & Rubber Co. and Good- 
year Tire & Rubber Co. Negotia- 
tions at General Tire & Rubber Co. 
will open April 5. 

The union is asking a _ shorter 
work week with no loss in weekly 
pay, early retirement benefits under 
Social Security and company pen- 
sion programs and a limit on over- 
time work where the alternative 
might be the hiring of additional 
employes. 

The union also is seeking to es- 
tablish a company-supported “au- 
tomation fund” to assist workers 
affected by technological changes. 

* * * 


| [xe its automation program, 
the union will seek to double 





early retirement pension benefits 
for employes affected by plant clos- 
ing, elimination of reduced benefits 
to workers retiring early, advanced 
notice of planned automation and 
a provision for training opportu- 
nities. 

The union also will negotiate 
for supplemental unemployment 
benefits to be increased to 70 per- 
cent of take-home pay, plus $3 
for each dependent. Current ben- 
efits are 65 percent of take-home 
pay and $2 weekly for a maxi- 
mum of four dependents. 

In the auto industry, the UAW 
has amassed a record strike fund 
of more than $32 million to back up 
contract demands this year. 

In his annual financial report, 
Emil Mazey, UAW secretary-treas- 
urer, said the fund stood at $32,390,- 
845 as of Dec. 31, 1960. This repre- 
sented an increase of more than 
$12 million over Dec. 31, 1959. 

The increase in the fund was 
accomplished despite the payment 
last year of $6 million in strike 
benefits to members of 144 local 
unions. 

The union’s net worth as of the 
end of last year was $48,538,574, an 
increase of $17,778,047 over the pre- 
vious year. 
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Needs, Goals Defined by U. S. Dealers... 











Import Men Map Future Course 


(Continued from Page 1) 


eliminated, which should finally 
mean lower costs to dealers and to 
the public. It should also mean im- 
proved warranty and parts service 
for the dealers.” 

Downing welcomed the disappear- 
ance of some makes and models, 
saying that this should help to lend 
stability to the survivors, 

OK * * 
“IN ADDITION,” he said, “as the 
number of car dealers declines, 
those who are left tend to be better 
financed and equipped to handle 
service needs. This, too, should 
bring stability. 

“The imports should continue 
to stress lower original cost as 
compared with American com- 
pacts. This includes quality of 
workmanship and materials, plus 
genuine economy as compared to 
American compacts.” 

Downing says that foreign manu- 
facturers should come out with an- 
nual model changes, as domestic 
makers do, as an aid to merchan- 
dising. 

A West Coast operator said, “We 
think the direction Detroit has 
taken, in making compacts bigger 
and more expensive, widens the 
price spread and gives us a further 


advantage.” 
* 


Selling Economy 


EL ALSBURY SR., who sells 
Renault and Peugeot in Holly- 
wood, Calif., along with his Chrys- 
ler lines, said, ‘““‘We’ve put on more 
salesmen and our sales picked up. 
We're selling hard on economy, 
with Renault’s recent price cut 
helping a lot. I think there’s going 
to be a good market for the small 
economy cars and the sports cars. 
Business is going to get better.” 
A spokesman for Continental 





Cars, Ltd. (Jaguar-BMOC), St. 
Louis, said, “We are enthusiastic 
about the future as we go into 
the sports-car season. Sports-car 
sales in the last two weeks have 
spurted.” 

In Miami, Frankie Watts, Flor- 
ida’s pioneer import dealer, said, 
“There'll always be a certain mar- 
ket for imports, especially the 
sports car. 

“For a while, we were running 
Way over our heads. When the do- 
mestic compacts arrived, our hon- 
eymoon ended, but we still have 
the hard core of the sports type, 
plus those who like the smaller 
economy car. We will retain some- 
where between 5 and 10 percent of 
the market.” 

* * * 

AMES WEBB, sales manager for 

Houston Motors, Inc., which 
handles luxv~v imports, said, “Im- 
ports could better their own sales 
by giving better service.” 

He said that lack of service and 
the difficulty in getting parts has 
lost more repeat sales and more 
friends for imports than any 
other factor. 

“Service and upkeep are import- 
ant,” Webb said. “Abuses in serv- 
ice have kept Houston from be- 
coming the kind of market it ought 
Be... 

“It’s going to take a lot of back- 
patting and a lot of patience—cou- 
pled with good service—to give 
Houston the kind of market one of 
the makes we handle enjoys in 
other places. 

“Along with that, factories and 
distributors ought to be less free 
with their franchises. Many dealers 
who got franchises in the past few 
years had no mechanics, virtually 
no parts, no impression of per- 
manence. The impression of per- 
manence—when you have it—grad- 
ually sinks into the public mind 
and influences sales. 

“We are selling quality, no 
planned obsolescence, service, of 
course, and permanence. The Hous- 
ton area hasn’t even been scratch- 
ed. We look forward to real good 
business,” 





* * * 
Musts for Dealer 


N BANGOR, ME., James B. 

Adams, president of Jim Adams, 
Ince. (Volkswagen), termed ade- 
quate facilities, adequate parts and 
exceptional service as “musts” if 
the dealers are to take advantage 
of import opportunities. 

Adams said import dealers 





should stress the combined pack- 
age of size, economy, resale value, 
easy handling and maneuverabil- 
ity. 

These values should be stressed 
by an honest advertising campaign 
that is scrupulously accurate in 
making claims, Adams said. 


Aaron Mosko, Fiat distributor in 
Denver for Colorado and Wyoming, 
said, “We know we have a good 
product and we must let the auto- 
buying public know that we have. 
It all boils down to the fact that 
we will have to work harder and 
really merchandise. We must look 
for new avenues of gaining pub- 
licity.” 

* * * 

A VOLKSWAGEN dealer, Miles 

F. Daly, president of Crain- 
Daly Motors, Atlanta, said, “We 
have quality to sell over and above 
American compacts. We stress 
workmanship, quality of perform- 
ance and true economy, in that 
order. The interest shown by our 
customers has not declined in the 
least. Our present owners are our 
best salesmen.” 


In Norfolk, Va., Tench Phillips 
jr, Phillips Bros. Automoville 
(English Ford), said that hard 
selling is a necessity in the pres- 
ent “adjustment period.” He em- 
phasized that chopping prices is 
not the answer. 

Joseph Gopan, who handles the 
Saab and Borgward in Bangor, Me., 
said dealers can make the most of 
present import opportunities by 
“selling the product for what it is 
and getting away from carnival 
methods of selling and advertising. 
By that, I mean looking for one- 
shot deals.” 

Gopan added, “A satisfied cus- 
tomer is your best advertising. Sell 
one car in an area and we notice 
that we will soon sell two or three 
more in the same area, 


“Lots of dealers have gotten away 
from selling cars—they just sell 


deals.” 
* * ok 


Silent Warfare 


A “SILENT CAMPAIGN” against 
imports was mentioned by sev- 
eral dealers. Robert W. Welch, gen- 
eral manager of Sterling Motors 
(Renault-Peugeot), Houston, said 
it keeps some potential customers 
from even shopping import show- 
rooms. 

“This is a strong union area,” 
said Welch, “and they carry on a 
silent campaign against all im- 
ports—not just cars, but oil, steel, 
anything. One factory here won’t 
even allow an employe to park a 
foreign car in its parking lot. 

“The average customer we do get 
is above average in education and 
income and he understands these 
things. 

“But the ones we don’t get are 
influenced by that silent movement 
against buying imports. All imports 
should hammer at telling the pub- 
lic how many billions more we are 
exporting to other countries than 
they are importing to us. 

“I know it’s a hard thing to get 
across, but the factories and dis- 
tributors should work at getting 
the idea to the public. It will take a 
lot of thought and a lot of coopera- 
tion.” 

co * * 


FyAVING the backing of an Amer- 


ager of Castles-Wilson Buick 
(Opel), St. Louis. 

Most Opels are presold through 
advice of the prospect’s friends, 
he said, although “demonstrations 

and selling effort” still play a 

major role in closing. 

Demonstration was also empha- 
sized by Jack Andrews, sales vice- 
president of Charles Hornburg Jr., 
Inc. (Jaguar), Los Angeles. 

Said Andrews, “There’s nothing 
better than display and demonstra- 
tion of an import to point out fea- 
tures not available on domestic 
cars. We offer much not presently 
found on Detroit-built cars.” 

aK * * 


A Pitch on Price? 


ALPH BALDWIN, Noll-Baldwin, 

Pasadena, Calif., said, “There’s 
no use pitching price, since all the 
domestic compacts are in there 
peddling price with their stripped 
models.” 

On the other hand, Dan Sch- 
wartz, Holiday Motors, Van Nuys, 
Calif., said, “We concentrate on 
price. The cars we have today 
are genuine bargains compared 
to what they sold for a year 
ago.” 
| Newspaper advertising of imports 
in the Los Angeles area is some- 
thing less than conservative: “New 
ultra-compact DKW, $1,495 full 
price” ... “$6,000 Lotus Elites, 
$3,950” (distributor demonstrators) 
... “New 1961 Anglia, $1,291”... 
“Great price reduction on Alfa 
Romeo” ... “Importers wholesale 


| warehouse sale MG, Austin, Morris 


’61 sedans” ... “Fiat sets lowest 
prices ever” , . . “Singer, save $600” 
. .. “Renault ’61 Dauphine new, 
$1,395” ... “Brand new 1961 Borg- 
ward, $1,695”... “Taunus new ’60— 
17M deluxe, $1,477” ... “Morris ’61 
pickups wholesale, $1,191” ... 
“MG-A ’61 brand new, $2,177”... 

Some of the blitz type ads have 
appeared as distributors have 
grown increasingly anxious to clear 
inventories. Some stocks in the 
Pacific Northwest reportedly in- 
clude cars that have gathered dust 
in warehouses for two years. 

There has been some distress Ssell- 
ing, mostly by banks and finance 
companies. Dealers feel that when 
inventories get back into balance, 
the market will stabilize. 

* * ok 


Holding the Line 


Pees generally are gird- 
ing to hold the line against any 
further loss of market volume, 

Although the shakeout is far 
from complete, at least its direc- 
tion and extent is generally con- 
ceded to be obvious. Therefore, 
import representatives, distribu- 
tors and dealers are in a position 
to make plans for the future with 
some sort of certainty. 

Cutbacks, consolidations and rec- 
tifying old mistakes made during 
the heady growth period of the last 
three years characterize the activ- 
ities in most import outlets—from 
manufacturers to distributors to 
dealers. 

It is predicted that distributor 

buyouts, which began last year, will 

continue in 1961 and may even be 

accelerated, 

* * ed 

ys mortality in the import 
field is expected to increase, but 





ican maker often helps sales, 
said Dave Castles jr., sales man- 





Hogan Retires 
As GM Counsel 


DETROIT.—Henry M. Hogan, 
General Motors vice-president and 
general counsel, will retire Friday 
(March 31) after 41 years with the 
corporation. He observed his 65th 
birthday March 18, 

Hogan joined the company in 
New York in 1920. He became as- 
sistant general counsel in 1937, was 
elected a vice-president in 1941 and 
was named general counsel in 1947. 

He has served as a director of 
Transcontinental and Western Air 


more through design than through 
actual failure. Dealers who remain 
are going to be encouraged from all 
directions to improve service tech- 
niques. Parts availability will be 
stressed. 

In some quarters it is said that 
a dealer’s showroom facilities are 
not nearly as important today as 
they were two years ago, Now, 
it is said, a man with a good serv- 
ice reputation and clean facilities 
stands a better chance of success 
than the hotshot who can move 
cars but won’t or doesn’t know 
how to take care of them after 
they get on the road. 

A distributor in New York said 
last week, “If most dealers would 
spend the same kind of money on 
service facilities that they spend on 


Renault, Peugeot : 
Announce Shifts 


In Distribution 


NEW YORK.—Renault and Peu- 
geot each announced major distri- 
bution shifts last week. 

In Chicago, Renault Great Lakes, 
Inc. was set up as a wholly owned 
subsidiary, replacing Lake States 
Imports, Inc., former Renault dis- 
tributor, Renault now has purchas- 
ed the assets of all United States 
distributors except those serving 
the Northeast and middle Atlantic. 

Peugeot discontinued distribution 
through Imported Motors of Flor- 
ida and gave the four Southeast 








}in 1934 and was board chairman|and it has only scratched the sur- 


(TWA), Eastern Airlines and West-| their showroom they would double 
ern Airlines. He became a director|their business. Look how well 
of North American Aviation, Inc.,| Volkswagen is doing on service, 





from 1942 to 1948. face.” 





Judges at Work— 

Judging the presentations of 443 final- 
ists in the 1960 “Brand Name Retailer-of- 
the-Year" competition, covering 24 retail- 
ing classifications, was a panel composed 
of the past year’s top award winners in 
each category. Every panel member scored 
each category in the procedure to select 
the nation's top Brand Name Stores for 
1960. Judges examining one of the pres- 
entations are, from left, Roy E. Poust, 
Naugatuck, Conn., gasoline service sta- 
tion; Charles J. Whittey (Chrysler), Bis- 
marck, N. D., automobile dealer, and A. D. 
Sherman, Hastings, Nebr., farm equip- 
ment dealer. 





states to Eastern Auto Distributors, 
Inc., now serving Renault and Peu- 
geot in Virginia, West Virginia, 
Tennessee, Kentucky and the Caro- 
linas. 

Midwest distribution of Peugeots 
was assigned to Exeter Motors, 
Long Island City, N. Y. 

Renault Great Lakes will serve 
Illinois, Michigan, Indiana, Ohio 
and Wisconsin. The latter state is 
an addition to the Chicago terri- 
tory. ; 

Officers of Renault Great Lake 
are Donald A, Dare, general man- 
ager; Peter L. Wunsch, sales man- 
ager, and Edwin P. McGettrick, 
service manager. 

Peugeot also named a new ad 
agency—Papert, Koenig, Lois, of 





New York. 


Domestics Share Limelight .. . 


80 Makes in N.Y. Show 





(Continued from Page 1) 


ent makes produced in 10 nations 
—on display at the show. 
* * ok 


Moc interest is expected to cen- 
ter around new domestic com- 
pacts being unveiled at the show. 


These include the Falcon Fu- 
tura and Comet S-22, dolled-up 
production models; and the Pon- 
tiac Tempest LeMans and Buick 
Special! Skylark, new two-door 
coupes. 

Oldsmobile reportedly is waiting 
until the last minute to decide 


Iacocca Looks 
For Fast Upsurge; 
Futura Debuts 


(Continued from Page 2) 


present Falcon optional trim pack- 
age two to one,” Iacocca declared. 
“The Futura goes further and com- 
bines the convenience, economy and 
accepted style of the Falcon with 
the luxury and comfort of the 
Thunderbird.” 

All Futura seats are foam pad- 
ded for greater comfort, and the 
front seats are individually ad- 
justable. The right front seat 
folds flat, which, with the wide 
door openings, improves the en- 
tering and leaving of the rear 
seat. Other convenience features 
include front and rear arm rests; 
front and rear ash trays, and a 
personal-effects compartment in 
the console, easily accessible to 
either the driver or passengers. 


The rear seat features an individ- 
ually contoured seat design, and an 
embossed Falcon emblem. 

Color-keyed deep-pile carpeting 
is provided, and all vinyl interiors 
are available in five color-keyed 
combinations—black, metallic blue, 
metallic brown, red and metallic 
turquoise. Standard equipment in- 
cludes the deluxe white steering 
wheel and color-keyed steering col- 
umn and instrument panel. New- 
style door panels with new arm 
rests are of vinyl with bright in- 
serts. 

The Futura has the same dimen- 
sions as the other Falcon sedans. 
It is 181.2 inches long, 70.3 inches 
wide, and 54.5 inches high. Either 
of two engines is available—the 144- 
cubic-inch standard Falcon six-cyl- 
inder engine or the optional Falcon 
170 Special engine. There is a choice 
of two transmissions, the manual 
three-speed or the Fordomatic. 

The Futura model will be built 
at Ford Motor Co.’s assembly plants 
in Lorain, O.; San Jose, Calif.; Kan- 
sas City and Atlanta. ’ 


whether to show its compact two- 
door, the F-85 Cutlass. 


The Futura, S-22 and LeMans are 
due in dealer showrooms in late 
April, while the Skylark and Cut- 
lass are scheduled to debut early 
in May. 

In the idea-car field will be the 
Ford Gyron and the Chrysler 
Turbo-Flite Ghia. The Gyron will 
be part of an engineering and styl- 
ing display by Ford. The Turbo- 
Flite is Chrysler’s latest turbine- 
powered vehicle, boasting far-out 
styling. 

Also in the idea-car field will be 
three cars designed for Olin-Mathie- 
son by Brooks Stevens to show the 
use of aluminum in auto construc- 
tion. These cars, called Scimitar, 
will be shown as a town car, sta- 
tion wagon and convertible. 


Stevens will exhibit his own 
dream car, the Excalibur. 


One of the modern electric cars, 
the Henney-Kilowatt, will be shown 
publicly for the first time. 


* * * 


poe debuts among foreign 
models will include the Jaguar 
XK-E, NSU Prinz with the Wankel 
rotary engine, Renault Gordini, 
Sabra sports car, Peugeot 404, Lan- 
cia Flavia, a new Datsun sports car, 
GSM. Delta (a custom-built English 
sports car originally designed in 
South Africa), restyled Humber and 
the Borgward Big Six with auto- 
matic. 

Other American makes to be 
displayed include Buick, Checker, 
Chevrolet, standard Chrysler, 
standard Comet, Corvair, Cor- 
vette, standard Falcon, standard 
Ford, King Midget, Lincoln Con- 
tinental, Mercury, Oldsmobile, 
standard Pontiac Tempest, Ram- 
bler, Studebaker Hawk, Stude- 
baker Lark, and Thunderbird. 


The foreign contingent will be 
rounded out by AC, Alfa Romeo, 
Arnolt-Bristol Aston Martin, 
Austin, Austin-Healey, Bentley, 
BMW, standard Borgward, standard 
Citroen, DAF, Daimler, standard 
Datsun, DKW, English Ford, Fer- 
rari, Facel Vega, Fiat, Hillman, 
standard Jaguar, standard Lancia, 
Maserati, Mercedes-Benz, Metro- 
politan, MG, Morris, Opel, Panhard, 
standard Peugeot, Porsche, Renault, 
Rolls-Royce, Rover, Saab, standard 
Sabra, Simca, Singer, Skoda, Sun- 
beam, Toyopet, Triumph, Vauxhall, 
Volkswagen and Volvo. 

Two special attractions will be a 
display of a stainless-stee] mono- 
rail car by McLouth Steel Corp. 
and a Concours d’Elegance show- 
ing new experimentals, futuristics, 
antiques and custom cars. 
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Imported Cars Only: 
Exclusives 


Imported-Domestic Duals: 





*—Revised. 
**—Captive duals are: Buick-Opel; 
Ford Motor-Taunus; 
Mercedes-Benz, 


* * 


Imported-Car Dealerships in U. S. 


U. S. Duals with Captive Makes**........ 
U. S. Duals with Other Imports.............. 


Total Imported-Car Outlets in U. S......... 


Pontiac-Vauxhall ; 
Chrysler Corp.-Simca; 
and Studebaker-Auto Union-DKW. 





Jan. 1, 1960* 
1,020 
1,658 


dan. 1, 1961 
938 













2,430 2,678 






9,049 








10,449 11,989 














12,879 14,667 





Ford Motor-English Ford; 
Rambler-Metropolitan; Studebaker- 
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Number of Import Dealers 


Dips Below 13,000 Mark 


By John K, Teahen dr. 
Associate Editor 
ECLINING sales and increased 
competition from domestic 
makes cut the number of imported- 
car dealerships in the United States 
to 12,879 at the beginning of this 
year, compared with a revised total 
of 14,667 a year earlier, the annual 
Automotive News census discloses. 

It was a year-to-year dip of 
12.2 percent, and there are strong 
indications the dropoff will con- 
tinue. 

The American-made small cars 
are continuing to hack away at im- 
port sales and, equally important, 
domestic dealers are showing less 
and less interest in displaying im- 
ports alongside their U. S. models. 

* * * 


Most of the major imported 
makes had fewer dealers at the 
end of the year than at the begin- 
ning. Their efforts to forestall or 
replace further dropouts will have 
an important effect on the overall 
total of imported-car outlets. 

The less-popular makes face a 
more difficult problem, They are 
finding few takers for their fran- 
chises, and observers believe that 
some of them will disappear from 
the market completely this year. 

Volkswagen is an exception to the 
downturn in the import field. VW 
sales climbed 33 percent last year, 
and the VW dealer organization 
jumped from 470 to 569 outlets. The 
dealer family is slated to grow to 
700 by the end of the year. 

* * *& 


a. decline in the imported-car 
dealership total began when the 
Big Three entered the compact-car 
ranks. 

The dealer tally reached a high 
of 14,989 on July 1, 1959. Corvair, 
Falcon and Valiant appeared a few 
months later, and the import-dealer 
population skidded to 14,667 by the 
end of the year. As noted above, it 
slipped to 12,879 during 1960. 

That 12,879 figure includes 8,670 
duals involving a U. S. make and 
a captive import — an import 
whose distribution is controlled 
by a domestic auto maker. At the 
beginning of 1960, there were 
9,049 such outlets. 

Many of the captives must be 
considered “paper franchises.” 
Some 5,200 Buick and Pontiac deal- 
ers hold Opel or Vauxhall con- 
tracts, but sales-per-dealer figures 
indicate that they are devoting 
most of their attention to the do- 
mestic lines. 

It’s much the same story with 
the 1,866 Rambler dealers who are 
franchised to sell Metropolitan. 
Taunus is practically off the mar- 
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ket. There were 176 Taunus fran- 
chises in effect at the beginning of 
the year, but the car no longer is 
being imported. 
* * * 
ERCEDES-BENZ is a different 
story. The Mercedes dealer 
total dropped from 376 to 318 dur- 
* * 


Imported-Car 
Franchises in U. S. 


dan. 1, Jan. 1, 















196L 1960* 

BORON MOUND, cisrscsinrsscesseesed 10,074 11,631 
Armstrong-Siddeley.. 0 3 
Arnolt-Bristol ............ 8 8 
Aston-Martin 19 14 
PRI acc sus axcsvéscinsesoueées 575 642 
Austin-Healey ............ 575 642 
Bentley o4 57 
Berkeley ..... 5 40 
Daimler tT 40 
English Ford .............. 690 701 
NN ssn syvicc in 
Humber ........... 
Jaguar. ............... 

Metropolitan .... 

ST eS diss lynch saris eicd 

Morgan 

Morris 
Peerless 
MEI Tua vacusjxsvencsevisvspesststs 

Rover & Land-Rover 132 80 
Rolls-Royce ................ 54 57 
rs chaccintioreivn's teonsdas 
Sunbeam 
Triumph 
ee 

Vauxhall 
WEST GERMAN ...... 5,193 5,952 
PEIN INNER. .ccsciascecinss 154 79 
ae 3 7 
BMW 600, 700 

and Isetta .................. 192 416 
Borgwara. .................... 374 504 
Borgward Hansa 

(Goliath) ..........0.0...... 147 338 
I acces diova viabsdeseoudeve 154 79 
Goggomobil ................ 0 95 
Lloyd siaheiniivecrner 719 158 


Mercedes-Ben 
NSU Prinz 











MINE si sssycetsno tives 

Porsche ............ 

IEEE oo cssiias veclstcoicdexs 

MND: ci sors tunsisasBsaseppvines 
Volkswagen .... 

PRREENCET ..........cc0cc.cscc000 

UN ss ete Sovaxctvaieieste 

Facel Vega .................. 

MEIEIREOEE ons ceisstsccndcceass 

IG wicscicecciacsenccrcecns 

RENMEI. 5 c.ccisexseusbudcesieuas 733 824 
RNs cchcecnctaciacuipiacaes 619 W712 
PRMRIRIN | susevi see venseassssvs 1,043 1,176 
Alfa Romeo ................ 261 255 
BI occ cc0 cscéisavasinee 5 5 
BPMN oaths iss cap schvcoeaxsncabonescs 449 443 
NEED, ovcacassadessneckcoadpese 194 194 
Maserati_...................000 4 4 
I ach win ecipitccccbccns 0 25 
PMN 2825s is cctdacsatecsbacss 130 250 
SWEDISH .................... 590 485 
SIN ooo cece cade ceesnonces 186 175 
MEO. Siosoecceccdsinxcseie 404 310 
JAPANESE ...... , 342 301 
UNE se sec cacceavcad 204 191 
Prince Skyline .......... 39 17 
PRINTING ven psesedusscoNcesciaia 99 93 
MG PMTE cicceicidcococtscccoresa 40 26 
MSS chy si deneesicctsvaeesid 40 26 
ISRAELL .................... 36 0 
Sabra 36 0 
CZECH 15 135 
Skoda 45 135 
EAST GERMAN ........ 0 386 
Wartburg. ..................... 0 386 
MISCELLANEOUS 50 45 








Total Franchises 


*—Revised 
+—Total not available; distribution being 
reorganized. 


«19,760 22,623 
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ing 1960, but it was a result of a 
planned quality-dealer program, ac- 
cording to J. Bruce McWilliams, 
sales vice-president, Mercedes-Benz 
Sales, Inc. 

“Although our dealer organiza- 
tion is smaller today than it was 
some months ago,” he said, “it is 
certainly more tightly knit, cer- 
tainly more dedicated and with- 
out a doubt more of a quality 
dealer organization than ever be- 
fore.” 

He added that he is receiving an 
increasing number of applications 
for Mercedes, DKW and Auto 
Union franchises from “highly 
qualified and desirable dealers.” 
The latter makes also are distrib- 
uted by M-B Sales. 


* * * 


igen hardest-hit segment of the 
import-dealer setup last year 
was the category involving duals 
between U. S. makes and noncap- 
tive imports. 

At the beginning of 1960, there 
were 2,940 U. S. dealers handling 
a noncaptive import. The total 
dropped to 1,779 at year’s end. 

The import-only total also de- 
clined. On Jan. 1, 1960, some 1,020 
dealerships handled a single im- 
ported line and another 1,658 
stocked two or more imports, a 
total of 2,678. The count dropped 
to 938 exclusives and 1,492 duals 
(total: 2,430) as of Jan. 1, 1961. 

Volkswagen has the most exclu- 
sives. An estimated 406 of the 569 
VW outlets handle only the one 
line. Almost all the others are 
dualled with Porsche. 

Renault and Fiat have about 100 
exclusive dealers, and English 
Ford, Saab and Volvo have more 
than 50 apiece. Those six makes 
accounted for nearly 800 of the one- 
line import dealerships in the 1961 
census. 

* * * 
LTHOUGH the number of im- 
port-only duals declined last 
year, many authorities believe that 
this type of establishment will 
achieve greater importance in the 
years ahead. 

Among them is David Beesley, 
sales manager, Volvo Distributing, 
Inc. He told AuTomMoTive News: 

“The future of the imported-car 
market in this country does not 
lie in exclusive outlets, but in im- 
ported-car specialists selling and 
servicing the variety of top 
makes best suited for this mar- 
ket. 

“With increased business costs 
and the shakeout and shrinkage of 
the import market, dealers must 
supplement their present franchises 
with additional complementary im- 
port lines.” 

He added: “It is important to 
have thoroughly experienced im- 
ported-car experts in this market 
with complete service facilities and 
parts for the variety of makes that 
will remain in this country.” 

* o * 
At THE beginning of this year, 
the 8,670 domestic dealers han- 
dling a captive import accounted 
for 67.3 percent of the imported-car 
outlets in the U. S. 

The 1,779 dealers stocking a do- 

mestic line and a noncaptive import 


S-P Unit to Study 
Fuel Cells at New 


Research Center 


MINNEAPOLIS. — The industrial 
possibilities of a practical fuel cell 
were highlighted here last week at 





tric generating plants. 


H. Egbert, president; Harold E. 
Churchill, consultant; Gordon E. 
Grundy, president, S-P of Canada, 
Ltd., and Clark Fletcher, president, 
S-P de Mexico, S.A. 

Onan’s technical center includes 


ing study and development. 
Expressing his enthusiasm for 

the project, Egbert said: “Fuel cells 

offer virtually unlimited opportu- 


generation of electric power with 
resultant substantial fuel-cost sav- 
ings.” 

C. W. Onan, division president, 
indicated that operating efficiencies 
up to 80 percent are possible 
through continuing conversion of 
chemical energy within a cell simi- 
j lar to a battery. 





Attending the dedication were 15 | 
S-P executives, including Sherwood | 


a fuel-cell laboratory for continu- | 


nities for increased efficiency in the | 





the dedication of a new research} 
center by Onan Division of Stude-| 
baker-Packard. Onan makes elec-| 
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Used-Car Dealers 
To Sell 2,000 


Renault ‘Seconds’ 


NEW YORK.—Renault, Inc., con- 
cluded last week a contract for the 
sale of 2,000 Dauphines which it 
termed “second choice,’ weather- 
damaged cars to Mansfield Motors 
in Detroit. 

Mansfield in turn will serve as 
distributor of the cars to used-car 
dealers. Suggested retail prices are 
$1,070 for cars of Gulf Coast port 
of entry and $1,170 for West Coast 
POE. 

The cars will carry Renault’s 
12-12 warranty, but it will be good 
only in the state in which the car 


made up 13.8 percent of the total. 
Thus, 81.1 percent of the import 
dealerships also carried a domestic 
make. Numerically, it was 10,449 
out of 12,879 establishments, 

A year earlier, the 14,667 im- 
port dealerships included 9,049 
captive duals (61.7 percent of the 
total) and 2,940 noncaptive duals 
(20 percent). 

On Jan. 1, 1961, there was one 
dealership selling imports for every 
2.49 establishments handling do- 
mestic makes. The ratio was one to 
2.24 at the beginning of 1960 and 
one to 13 at the beginning of 1957. 

* * * 





Dealer Totals 


The number of imported-car dealer- 
ships in the U. S., 1957 to 1961: 





Jan. 

Jan. was sold. Renault has asked Mans- 
Jan. field not to sell the cars in terri- 
Jan. tories of independent Renault dis- 





tributors and to sell no more than 
six in a single month to any one 
| used-car dealer. 


Jan. 
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PEUGEOT, INC. 
CORDIALLY INVITES 
ITS DEALERS 
TO INSPECT THE NEW 
PEUGEOT 404 
AND MEET 


MR. ROLAND PEUGEOT 
AT THE 
INTERNATIONAL 
AUTOMOBILE SHOW 
NEW YORK COLISEUM 


FRIDAY, MARCH 31 
| to 3 PM 











REPEAT 

BUSINESS 

Highest percentage of 
repeat business in the 
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the Fox dealer program! 
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NORWOOD, Pa.—Consumer’s 
plans to buy new and used cars 
have turned upward in recent 
weeks, Sindlinger & Co., a market- 
research firm, reported. 


The increases were listed along 
with eight other changes which, 
Sindlinger said, show that the 
current recession is bottoming 
out and that the economy is now 
approaching a post-recession pe- 
riod. 


Sindlinger said plans to buy new 
automobiles have been increasing 
since mid-February, reversing a 
downtrend which has been observ- 
ed since the middle of last year. 

In early March, plans.to buy used 
cars began to run ahead of the 
level noted a year earlier. It was 
the first time since April, 1960, that 
used-car-buying plans ran ahead of 


Increase Seen 
In Mercedes-Benz 


Exports to U. S. 


SOUTH BEND. — Allocations of 
Mercedes-Benz automobiles to the 
United States are expected to in- 
crease during the next three years, 
Sherwood H. Egbert, Studebaker- 
Packard president, said last week. 


Egbert conferred in Europe with 
Arnold Wychodil, export chief and 
a director of Daimler-Benz A, G. 
He was accompanied by Lon A. 
Fleener, president, Mercedes-Benz 
Sales, Inc., an S-P subsidiary and 
exclusive U. S. distributor of Mer- 
cedes-Benz and Auto Union-DKW 
cars. 


“The purpose of this tour was to 
become acquainted with our Euro- 
pean associates, their production 
operations and plans for the fu- 
ture,” Egbert said, “We found that 
they are fully prepared to partici- 
pate in Europe’s expanding econ- 
omy and to meet the growing de- 
mand of the American market.” 


During their tour, Egbert and 
Fleener visited Daimler-Benz facil- 
ities in West Germany and Stude- 
baker assembly operations in Bel- 
gium. 

They were shown the new Mer- 
cedes-Benz 220-SE sports coupe, 
which will be introduced to the 
American market at the Interna- 
tional Automobile Show in New 
York April 1-9. 





Obituaries 


Francis J. Francoeur 
AMSTERDAM, N. Y.—Francis J, Fran- 
coeur, 86, who operated Ford, Mitchell and 
Marmon dealerships here just after the turn 
of the century, died March 12 in a local 
hospital. His was the first Ford dealership 
in the area. 





* * * 


Squire Taylor 
JORDAN, N. Y.—Squire Taylor, 86, who 
was active in Taylor & Sons Chevrolet 
Sales and Service from 1925 to 1955, died 


here March 19. 
* * * 


Joseph Swanson 
NYACK, N. Y.—Joseph Swanson, retired 
New York district manager for Studebaker- 
Packard, died March 13, He served 30 
years with S-P and its predcessors, 
* * * 


Norman Leeds Jr. 
BRIDGEPORT, Conn, — Norman Leeds 
jr., assistant general manager of Raybestos 
Division of Raybestos-Manhattan Corp., 
died March 12, He was 59. 
* * * 


Henry R. Zynda 
BUFFALO.—Henry R. Zynda, 52, former 
Alden auto dealer, died March 15. He for- 
merly was used-car manager for Mernan 
Chevrolet, Inc., Buffalo, 
* * * 


Louis S. Oif 
CLEVELAND.—Louis 8S. Oif, 74, a used- 
car dealer here for more than 35 years, 
died March 6 in a local hospital, He had 
operated a number of used-car lots on 
Cleveland’s east side, the last at Notting- 
ham Rd. and St, Clair Ave. N, E, 


* * * 


Fred G. Lee 

ROCHESTER, N. Y.—Fred G, Lee, 90, 
who invented a nonglare auto headlight 
lens, died in his home in suburban Greece 
March 15. He obtained a patent on the 
nonglare Lee Knight Lens, which at one 
time was standard equipment on Hudson 
and Essex. In 1923 the Supreme Court 
ruled that because of a number of patent- 
infringement suits by other inventors, all 
such patents were void and auto manufac- 
turers began making their own lenses. 

* * * 


Julius A, Jersig 
GALVESTON, Tex, — Julius A, Jersig, 
owner of Tremont Motor Co, (Rambler), 
died Feb. 28 in a local hospital, He had 
been in the auto business here for 34 years. 


Sindlinger Studies Indicate .. . 


Car-Buying Plans Rise 
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the year-earlier level, according to 
Sindlinger. 

The research firm said it bases 
its conclusions on continuing in- 
terviews of consumers. 

Sindlinger said consumers had 
given these indications of a bottom- 
ing out of the recession: 

Unemployment is falling and 
employment is rising. The public 
has a more favorable view of 
local business conditions than 
prevailed in mid-February and 
the outlook on business condi- 
tions in the next six months is 
more optimistic. 

The group which feels that jobs 
are currently hard to get has fallen 
since mid-February while those 
who feel that job opportunities will 
increase in the next six months 
has increased. The group which 
expects its own personal financial 
position to improve in the next six 
months has also increased, 

Sindlinger said the final bit of 
evidence on increased optimism 
was the most important. 

“Since July, 1957, when we 
started to measure each week the 
public’s daily attitudes and opin- 
ions of the nation’s economy, it 
has been observed that men tend 
to be more optimistic than 
women during a recession period. 
During a boom period, such as 
the July 1959-March 1960 period, 
both sexes view the economy 
similarly. 

“During the 1958 recession, fe- 
male optimism didn’t start to ap- 
proach the level of male optimism 
until May. Most of the increase in 
optimism since mid-February this 
year is coming from women.” 


Dodge Appoints 
3 Regional Chiefs 


DETROIT.—The appointment of 
three Dodge regional sales man- 
agers has been 
announced by 
John B. Naugh- 
ton, Dodge gen- 
eral sales man- 
ager. They are: 

Richard D. Mc- 
Laughlin, Dallas; 
Dan J. Kraft, 
Charlotte, N. C., 
and Joseph R. 
Thesing, Minne- 
ene apolis. McLaugh- 
R. D. McLaughlin lin, formerly At- 
lanta regional sales manager, suc- 
ceeds Kraft in Dallas. Thesing, for- 
merly Plymouth Kansas City re- 








Dan J. Kraft 


Joseph R. Thesing 
gional manager, replaces John A. 
Peter, who has been assigned to 
the Dodge home office. 


Indiana Eyes 


Auto Excise Tax 


INDIANAPOLIS.—Gov. Matthew 
E. Welsh has indicated that he 
would permit a bill levying a 2 per- 
cent excise tax on motor vehicles 
to become law despite an opinion 
by the attorney general that the 
measure is unconstitutional. 

Although he said he has made 
no definite decision regarding the 
excise tax bill, Welsh indicated he 
would allow it to become law with- 
out his signature and let the courts 
make the final determination as to 
its validity. 


Wilson Leaves $500,000 


LYONS, N. Y.—The estate of Le- 
land A, Wilson, local auto dealer 
who died last December, has been 
valued at $500,000 to $700,000, The 
money was left to relatives and 
charities. 
















HELP WANTED 





FINANCE 


If your present job offers you 
limited opportunity, we will 
talk to you about a career 
in a progressive and fast 
growing business. Automo- 
bile finance industry has 
openings for men with past 
experience in automobile sales 
finance field. These positions 
will entail immediate manage- 
ment responsibility. Salaries 
open dependent on past ex- 
perience. Finest employe bene- 
fits including profit sharing, 
medical hospitalization and 
life insurance. Those selected 
will have an outstanding fu- 
ture. 


Please address all replies: Box 
2345, c/o Automotive News, 
Detroit 7. 


AUTO LEASING MANAGER: Progressive 


leasing company in Miami seeking ex- 
perienced, aggressive leasing manager. 
Must have proven record of successful 
management with other auto leasing com- 
panies. If your present situation offers 
no further opportunities, reply in your 
own handwriting to Box 2368, c/o Au- 
tomotive News, Detroit 7, Mich., stating 
age, experience, salary and availability 
for work. If you have a successful rec- 
ord with a profitable leasing operation, 
this opportunity is for you. 





TRUCK SALES MANAGER—Good oppor- 


tunity for knowledgeable, heavy duty 
man. Must have solid experience. Buy-in 
could be arranged. 1960 volume $2,000,- 









000.00. Located in New England. Box 
2371, c/o Automotive News, Detroit 7. 
GENERAL MANAGER, Buick dual, New 


Jersey, 350 car operation. Wealthy com- 
munity. Box 2372, c/o Automotive News, 
Detroit 7. 










INTERESTED IN SOMEONE, preferably 


experienced accountant or business man- 
ager, with adequate capital to be my 
partner in Southern GM dealership. I’m 
a family man in my early 30s, now man- 
aging metropolitan GM dealership for six 
years—never had a red year. Can stand 
strictest investigation. Confidential. Box 
2359, c/o Automotive News, Detroit 7. 





PARTS MANAGER—500 car dealership, ex- 


perience and recommendation necessary. 
Excellent opportunity for right person. 
Contact G. W. Enyeart, Enyeart Chevro- 
let, Inc., Michigan City, Indiana. 





USED CAR MANAGER—One of Detroit’s 


oldest Buick dealers—good lccation, Must 
have experience and good _ references. 
Reply to Box 2329, c/o Automotive News, 
Detroit 7. 











AUTOMOTIVE SERVICE ENGINEER — 


Thoroughly experienced in all phases of 
automotive management, service and 
parts. Eight years’ experience as factory 
service representative for one of ‘‘big 
three.’’ Instructor in technical and man- 
agement fields. College background in 
engineering and accounting, Married and 
interested in relocating to warmer cli- 
mate, E. H, Danahey, 1206 South St., 
Fremont, Ohio. 








GENERAL MANAGER or SALES MAN- 


AGER—civic-minded, public and employe 
relations conscious; place emphasis on 
variables and 


service, sales promotion, 
expenses working with daily operating 
control. Presently in position of sales 


manager in GM dealership, Can qualify 
for factory approval in expansion pro- 
gram. Want location in South or Western 
half of country, Middle forties, family 
man. Résumé sent on request. Box 2335, 
c/o Automotive News, Detroit 7. 





MANUFACTURERS’ AGENT—Automotive 


products, tools—needs additional lines. 
Rocky Mountain states. Box 2336, c/o 
Automotive News, Detroit 7, 











POSITION WANTED 


GENERAL MANAGER AVAILABLE — 


Prefer Ford or General Motors dealer- 
ship, 13 years’ automobile experience, 
sales, general manager, and eight years’ 
as dealer-owner of multiple point Ford 
operation in upper Midwest, Mature fam- 
ily man, available immediately. Willing 
to relocate, Salary plus percentage with 
or without option to purchase. Excellent 


references. Answers confidential. Write 
Box 2334, c/o Automotive News, De- 
troit 7. 





NEW AND USED CAR MANAGER. 


Available after April 1st. 48 years old, 
married, 25 years’ experience; now with 
Chevrolet dealer, wants to locate in New 
England only, Will not consider any fam- 
ily deals. Best of dealer and factory ref- 
erences furnished, Arthur Bryant, 87 
Crescent St., Shrewsbury, Mass, Phone 
VI 5-3891. 


GENERAL OR SALES MANAGER, 38, 


with capital and eleven years’ experience 
managing 2,000 car Chevrolet dealership, 
desires opportunity to manage, buy-in 
or buy-out up to 500 car franchise in 
New Jersey or Connecticut, J, L, S, Jor- 
alemon, Morristown, N. J, JEfferson 
9-2314. 


SUCCESSFUL TRUCK SALESMAN, pres- 


ently employed by large truck manufac- 
turer, excellent twelve year sales record, 
wishes to specialize in diesel operation. 
Can travel. Top references provided. Box 
2361, c/o Automotive News, Detroit 7. 


GENERAL MANAGER — 23 years’ experi- 


ence in finance, insurance, all phases of 


operating dealership. Married, two chil- 
dren, age 46, Protestant, college grad- 
uate. Interested in Chevrolet dealership 


of 200-300 potential with buy-in agree- 
ment. Southwest preferred but not man- 
datory. No family deals please. Write 


Box 2362, c/o Automotive News, De- 
troit 7. 
SALES OR GENERAL MANAGER — 34, 


with young family, 16 years in automo- 
bile business, desires position, preferably 
Ford or Chevrolet medium-size dealer. 
Will relocate anywhere for right position. 
Excellent qualifications and references, 
Box 2363, c/o Automotive News, De- 
troit 7. 


GENERAL MANAGER or general sales 


manager available April 1, 1961. Fifteen 
years’ of sales and management experi- 
ence, age 35, married. Desire permanent 
connection with dealer who needs some- 
one he can entrust responsibility to, who 
will get the job done. Complete résumé of 
past experience upon request. Reply in 
confidence to Box 2364, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER: Does your dealer- 


ship need someone who can produce the 
necessary volume, maintain the necessary 
gross, keep expense structure under con- 
trol, balance the operation of all depart- 
ments, build and keep a strong organiza- 
tion, maintain proper factory relations? 
If so, reply in confidence for complete 
résumé to Box 2378, c/o Automotive 
News, Detroit 7. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 


by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


AUTOMOTIVE NEWS 


Classified Want Ad Department 


HELP WANTED 


————————S—SSSSSS = 
GENERAL MANAGER 


FOR FOREIGN CAR DISTRIBUTOR 


Top man with record of accomplishment to assume all responsibilities required 
by progressive, well established BMC Distributorship for Ohio, Indiana, Illinois, 


Wisconsin and lowa. Agency located Chicago has entire British Motor Corpora- 


tion 


Healey 3000, MGA 1600, and fine compacts, Austin A-40, A-55 and 850, MG 





GENERAL MANAGER 


GENERAL MANAGER — 





POSITION WANTED 


for dealer who 
wants complete supervision starting with 
factory relations, business management, 
new and used car sales, parts and serv- 
ice, used car reconditioning, factory 
claims and advertising, Will operate on 
a profit sharing or buy-out over a ten 
year time option. Box 2373, c/o Automo- 
tive News, Detroit 7. 


SALES MAN- 
AGER, capable of taking complete 
charge. ‘‘Big Three’’ experience, Box 
2374, c/o Automotive News, Detroit 7. 





USED CAR MANAGER available April 1st, 


48 years old, married, 15 years’ experi- 
ence with Ford and GM. Excellent ref- 
erences, good education, well versed in 
sales and finance, Good appraiser, Box 
2369, c/o Automotive News, Detroit 7. 





YOUNG MAN, 


AUTOMOTIVE TEST ENGINEER (BSME) 


in mid 20’s, currently employed by one 
of ‘‘Big Three’’ desires sales and/or 
service administrative position with large 
East Coast commercial vehicle or car 
outlet. Write Box 2360, c/o Automotive 
News, Detroit 7 for complete résumé, 





as sales and 


experienced 
as wholesale 


general manager as well 
manager at factory level, best of refer- 
ences, available March 2ist. Would con- 
sider eventual buy-in. Would like Chrys- 
ler line deal. Will relocate for right deal- 
ership. Box 2365, c/o Automotive News, 
Detroit 7. 





DEALERSHIPS AVAILABLE 





ARIZONA DEALERSHIP 
HANDLING FORD 
NOW AVAILABLE 


Located in small Arizona town that faces big 
growth with three plants now being built in 
vicinity. Wide trade area and general apathy 
of neighboring dealers means substantial sales 
and profits for an aggressive new and used 
car display on main street. Competent per- 
sonnel. Present dealer is running three busi- 
nesses in another town and would like to sell 
the aforementioned dealership. Box 2358, c/o 
Automotive News, Detroit 7, 


AUTO DEALERSHIP FOR LEASE, San 





Francisco—Daly City area, busy street. 


No parts, cars, tools, equipment or in- 
ventory to buy. Approximate sizes: 
Showroom, eight-ten cars; lot 35 cars; 


shop 15-18 cars; customer parking, 10-12 
cars. All on one block, completely de- 
tached. Low rent, several franchises 
available. Only requirement $5,500 lease- 
hold improvements, three months lease 
deposit. Dealer moving. 5900 Mission St., 
San Francisco, JU 6-8600. 





TRUCK DISTRIBUTORSHIP—Heavy duty 


truck line, both gas and diesel, located 
in East Coast city, with or without real 


estate. 1960 saies were 37 new trucks. 
Box 2375, c/o Automotive News, De- 
troit 7. 





AN EXCELLENT OPPORTUNITY—One of 


the finest profit making GM duals in the 
country. Need two men with $13,500 a 
piece. I will loan the rest. Reply to Box 
2376, c/o Automotive News, Detroit 7. 








line including highly popular sports cars, Austin-Healey Sprite, Austin- 


Magnette, Morris Oxford, Morris Minor 1000 and 850. 


Send resume including photograph and references to personal attention of: 


S. H. ARNOLT, WARSAW, INDIANA 


No phone calls accepted. 





FOR SALE — Agency handling Rambler, 


located in suburb of Rochester, New 
York, 500 new car potential, Sold 200 
last year. Low overhead—will either sell 
or lease building. Box 2342, c/o Auto- 
tive News, Detroit 7, 
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DEALERSHIPS AVAILABLE 


Dealership Handling 


FORD 


Metropolitan Philadelphia 


600 cars at retail yearly. Currently making 


Owner retiring. 


money. No "blue sky." 
individual or 


Excellent opportunity for 
partners, 


$75,000 investment returns your money 
within two years. You can be in business 
in 30 days, 


Box 2298, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING DODGE-Dart- 
Lancer-trucks and Triumph, metropolitan 
Boston, established 25 years, Excellent 
location and facilities, can be purchased 
reasonably, Will sell or lease building 
and lot. Terms can be arranged. Illness 


AUTOMOTIVE NEWS, MARCH 27, 1961 


CARS FOR SALE 





DEALER SERVICES PARTS FOR SALE 








Discover how much your Deal's cars really 
cost. The book, 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. 
banks nationwide. 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, $ 





ATTENTION DEALERS! 





GET ACQUAINTED OFFER—Your letter- 






Foreign Cars Corpo- 
Fort 


stock. Fast service. 
ration, 1812 South Andrews Ave., 
Lauderdale, Florida. JA 2-7491. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 





IMPORTANT NOTICE 


Dealers are cautioned that before 


1961 Auto Costs! 







“AUTO COSTS," gives you 





check the seller es to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 






REPOSSESSION SERVICE 


QUIGLEY’S REPOSSESSION SERVICE— 
HO 3-0257. We repossess anything, any 
time, anywhere. 8127 Broadway, Lemon 
Grove, Calif. (suburb of San Diego). 







Used by dealers and 
‘6l edition 








Order your 











ncer Publishing Company, SHOP EQUIPMENT FOR SALE 


berty, N. Y. 








Ample Supply of 


CLEAN 
USED 
CARS 


Former Ford 
dealer has two questions! Are you satis- 
fied with your net profits? Do you feel 
your potential has been fully developed? 
If your answer is no, you need my sys- 
tem of management for guaranteed re- 
sults. For information write Box 2367, 
c/o Automotive News, Detroit 7. 


Y THIS PRICE! 
OWNERS, MANAGERS 
LICENSE PLATE BOLTS & NUTS 
$1.00 PER HUNDRED MIN. 
500 FT. PREPAID 1,000 OR MORE 
Box 1246 


head brings you 50 dealer sales aids 
free! No obligation. Peterson’s Advertis- 


73 





MISCELLANEOUS 


LLOYD PARTS for all models. Complete | Sans 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


= 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 















reason for sale. Write Box 2377, c/o| ing, Dundee, Illinois. 1960 1959 1958 
Automotive News, Detroit 7. Si oe 
BUSINESS OPPORTUNITIES 
DEALERSHIP AVAILABLE — Central) — oo —_ 
Pennsylvania—Handling Plymouth, Val-| LONG ESTABLISHED IMPORTED CAR MOST MAKES 
iant. Two buildings—sell or lease one or| 4nd parts business in upper New York 
both, Box 2340, c/o Automotive News, state. Selling parts to dealers and dis- 
Detroit 7. tributors, Wonderful opportunity for ag- 
gressive man with automotive parts ex- 
perience, $20,000 cash needed. Selling CHEVROL 
reason—ill health, Write for particulars, ET 
2,000 CAR DEALERSHIP Box 2356, c/o Automotive News, De- 
HANDLING CHEVROLET troit 7. B'way & 133rd St., N. Y. C. 
CENTRAL U. S. AUTO AUCTION AVAILABLE—Auto auc- Ed Hogan AD 4-6000 


Lease beautiful facilities. Do not answer un- tion, buildings and land near Montreal, 
less you have factory approval for this type 
deal and can capitalize for $500,000. Princi- 
pals only. Box 2370, c/o Automotive News, 


Detroit 7. 


tion crew available, excellent volume and 
potential. This is the only auto auction 
in the Province of Quebec, Must sell due 
to illness. Armand A, Patenaude, 
Glen Ave., Berlin, New Hampshire. 


DISTRIBUTORSHIPS AVAILABLE 





AGENCY HANDLING PONTIAC, Buick and 
GMC trucks, 150 to 175 potential. Com- 
pact set-up, no buildings to buy, no blue 
sky. Sixteen years as sole owner. Diversi- 
fied industry, city of 6,500, rich farm 
area and county seat in North Central 
Illinois, Write Box 2354, c/o Automotive 
News, Detroit 7 for further information. 


DEALERSHIPS WANTED 


Gas—White—Autocar Diesel, located in 


3,000,000 population, Have franchise en- 
sales over $1,500,000 per year. Profitable 


operation. Box 2355, c/o Automotive 
News, Detroit 7. 





FORD-CHEVROLET-GM DUAL, Califor- 
nia, Oregon, non-union sales. Prefer town 
30,000-100,000 population, Cash deal. 
Factory approval assured. Write Box 
2366, c/o Automotive News, Detroit 7. 


DEALER SERVICES 


DISTRIBUTORS WANTED 


Distributors Wanted 


to handle the world famed METZELER GER- 
MAN QUALITY TIRE LINE. Complete range 
European touring, sport, economy, mini and 
racing car tires. Write us on your stationery. 
Visit us at stand No. 214, 
Show. Columbia Motor Corp., 419 E. 
New York 29, N. Y. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE . 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


International Auto 
110 St., 








$500 Paid For 5 Best Ads! 


Dealer clients happily paid an average of 
$100 each for these hard-hitting, solid-sell- 
ing new car ads. They really sold cars, 
will probably work for you, too. Easily 
oto everything you need. 
GET THE SAME FOR $5 

All on a for $5. Satisfaction guaranteed. 
Tarrant Adv. Agency, 25! Whalley Ave., 





$100 REWARD—1959 Ford convertible Gal- 
axie, was white, serial No. B9HC 167353, 
in possession of man known as Eugene 
F. Pingley, white, age 29, mechanic. 
Phone Dempsey Allen collect, Victor 
7-0067, Warren, Ohio. 


New Haven, Conn. (No Conn, dealers.) 





CARS FOR SALE 


clean used cars! 
you need ’em— 


HERTZ 


has.’em! 





All in top shape, clean and sharp-—real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 

You name it, we’ve got it—in fast-selling colors— 


equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 
across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 





Quebec, Canada. All new in 1958. Auc- 


416 


TRUCK DISTRIBUTOR FRANCHISE — 
heavily industrialized Eastern city over 


tire city. Sales—service—parts-volume of 

































61 Volkswagens 


Fully Americanized 
e 


IN STOCK 
Immediate Delivery 
= 
Excise Taxes Paid 
MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 


N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


TWO 1961 RUSSIAN CARS—one model 407 


sedan, 


unlimited. Inquire Robert Castle, 
Utica, New York, RE 5-9131, 


VOLKSWAGENS 


1961s—All Models 
IMMEDIATE DELIVERY 


Will Ship to Any Port 
CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 


CARS WANTED 


WANTED! 
Used Valiants, Comets, 
Falcons, Corvairs, Larks 

All Models 
CHesapeake 3-2313, Wire or Call Collect 
Rand Motors, Inc. 


801 South Western, Chicago 12, Ill. 





CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E. Sandy, Portland 
12, Oregon, 


"60 MODELS 
WANTED 


Buicks, Pontiacs, Mercurys, Edsels, DeSotos 


AUTOMOBILE EXCHANGE 
III] Saviers Road, Oxnard, California 





NEED CASH 
IN A HURRY? 
We will buy your complete stock of used cars 
from 10 to 100 at a time. 


Call or mail us a list 
(200-mile radius of Johnstown). 


PRISTOW'S MOTOR SALES 
JOHNSTOWN, PA. 
Phone: 32-3131 and ask for Frank 








PARTS FOR SALE 


TAUNUS PARTS—Good stock, decent dis- 
count, Transportation paid. Foster Imp. 
Automobile Parts, 3401 W. Hirsch St., 
Chicago 51, Ill. BE 5-3652, 














$1,250—one model 410H station 
wagon, $1,350. These cars are the only 
ones available in the U. 8S, The potential 
curio and promotional value of these are 
Phone 
















Union, New Jersey 


& 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 








ANTIQUE, CLASSIC CARS FOR SALE 





ANTIQUE TRUCK AND CAR—1925 Chev- 
rolet pickup, restored, good condition; 
1927 Chevrolet Cabriolet, very low mile- 
age, excellent condition. Alexander Chev- 
rolet, Inc., Franklin, Indiana. 


1905 CURVED DASH OLDSMOBILE, re- 
stored, complete with authentic lamps, 
new leather top, paint, tires and rebuilt 
motor. Price $3,500. 1916 Oldsmobile V-8 
Touring, complete, 90% restored. Price 
$1,500. 1932 Oldsmobile sedan, original— 


offers, Contact C, R, Reck, c/o Village 
Chevrolet, 303 E. King St., Littlestown, & 
Pa. Ph.: 359-4011. 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 

Dealers’ List Price, F.O.B. Factory. . 

Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory .. -$59.80 
Dealers’ 25% Discount . 14.95 
Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Adapter Clamps Fed. Tax. Inc. 


MISCELLANEOUS 


Swiss Watches For Premiums 


$2.95 each. 
$4.25 each. 


Mens | J sport watch 

Mens | J water resistant... . 
Mens | J rhinestone dial ... 
Ladies | J sport watch 

Ladies | J water resistant .. 
Min. | dozen, leather straps... 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17 


- $69.80 
(row ae ape 17.45 


$52.35 


Fed. Tax. Inc. 





CONTROVERSIAL SAFETY LITERA- 
TURE, 10c. Pedestrian League, Box 
1308, Church Station, New York City 8. 


NEW ROADKING 


Standard Four Point Rechup $3950 


sete Soe hs 


Universal Wrist Aetion be Bar 
z $3750 


COMPLETE WITH ADJUST- 


ABLE LONG 36” DRAW 
. $3750 





GUIDE CABLES 


TRAIL KING 
BALL BAR 


Compac-Tow Intra- 
State Tri-Bar 


* SPECIAL, 3 FOR $100.00 


BEAM BAR AND STEERING 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory .. ...$51.00 
Dealers’ 25% Discount 12.75 
Dealers’ Net with 2 

Standard plus 2 Large $38. 25 
Adapter Clamps Fed. Tax. Inc. 





Automatic BraKinG 





WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" $5] 
Incldg. BRAKE HOOK-UP 


QUANTITY USERS—GET OUR 
DIRECT FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “3 77a, 


40 So. Clinton St., Chicago 6, Ill. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
"Leaders in the Industry 
since 1939" 





SEE PAGE 60 
for the nation's 
TOP AUTO AUCTIONS 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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5,000,000 CARS BUILT WITH STAINLESS STEEL O/L RINGS 
Every one Sealed Power designed 


Why this big swing to Sealed Power Stain- 
less Steel oil rings? Because exhaustive 
laboratory and field tests proved no ring yet 
controls oil as well. The engine: designers 
staked their reputations on it. And the Stain- 
less Steel oil ring proved them right—won 


acceptance with car and truck builders faster 
than any other by far. 
Thousands of meqhanics, too, have dis- 


Scaled Power Stainless Steel oil rings stop oil pumping 


PISTONS + PINS * SLEEVES AND SLEEVE ASSEMBLIES * VALVES * WATER PUMPS «+ TAPPETS 





covered its superiority. This universal ac- 
ceptance is important to you. Take Sealed 
Power’s Stainless Steel oil ring—your ability 
to perform a good overhaul—and you have 
an unbeatable combination. 

The Stainless Steel oil ring side-seals, holds 
its fit, retains its tension, resists sludging 
and corroding, is easy to install. Sealed 
Power Corporation, Muskegon, Michigan. 








